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MODEL PC-420A: Compact, streamlined for a trim 


appearance wherever used 


MODEL 4204: Low profile is effective where large con- 
sumer loads are being developed. 


It’s Hackney big cylinders for big savings 


Lightweight yet durable, Hackney LP-Gas cylinders are 


easy to handle, easy to look at, economical to use 


It's Hackney’s precision manufacturing that does it 
lirst, (wo seamless shells are produced by a unique cold 
drawing process that assures uniform wall thickness 
Then these shells get a positively controlled heat treat 
ment both before and after the single, X-ray controlled 
veld. All stresses are removed to assure a really strong 


cylinder 


Rigid inspection. All along the production line Hackney 
cylinders are carefully inspected. Each cylinder is thor 
oughly cleaned, then coated for protection against the 
clements. Besides complying with ICC regulations, every 
Hackney cylinder must achieve Hackney’s own quality 


standards 


Choose the size best for you. These Hackney big fellows 


are available in vertical models from 150- to 420-pound 
capacities, in horizontal models from 200- to 420 pound 
capacities. Write for details on these modern money 


saving cylinders 


Pressed Steel Tank Company 


Manufacturer of Hackney Products 


1487 South 66th Street, Milwaukee 14, Wisconsin 


Branch offices in all principal cities 
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A SINGLE source to 
supply your LPG plants, 


tanks and equipment. 


ANCO'S largest stocking warehouses combined with 
FLINT’S manufacturing facilities match LPG Equip- 
ment to customer needs. 


FLINT STORAGE TANKS « FLINT DOMESTIC SYSTEMS + 
ANCO IIC “Pig” CYLINDERS + PREFABRICATED BULK 
PLANT AREAS: and Hose, Couplings, Compressors, Pumps, 
Unloading Risers, Loading Risers, Rotary and Magnetron Gauges, 
and all types of Valves 


FLINT’S modern production-line fabricating plants located 
in Tulsa and Memphis contain more than 340,000 sq. ft 
of working area. Combined with Anco's four conveniently 
low ated warehouses Anco offers equipine nt and services at 


( ompetitis e pri es 


Now is the time to take advantage of ANCO Engineering 
facilities to modernize your present plant or to plan a 


new layout 


TWO GREAT NAMES IN LPG EQUIPMENT 


ANCO Manufacturing & Supply Co. 


Tulsa, Oklahoma « 21st at Union « LUther 4-6187 
Memphis, Tenn 241 Industrial Ave WHitehall 6-1694 
East St. Louis, Ill. — 6503 St. Clair Ave. (Hy. 50) — EXpress 7-0200 
Des Moines, la. — 327 Insurance Exchange Bldg. — CHerry 4-5347 
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WME... 


Like the airline pilot who places complete confidence an 
} | | 


airport beacon to help guide him you can place complet 
confidence in Beacon Petroleum to guide you through your 


busiest season. The finest guality Butane-Propane, delivered 


wher nee led when needed ha mad Beacon al I ades In the 


LPG tield acon Petroleum has the tacilities to help “) 


busin ) TOM why not investivate? 
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PETROLEUM COMPANY 
TULSA @e HOUSTON 
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8103CO 
Standard "O" Ring Type 


( ylinder Valve, 


Features of New RegO "O" Ring Cylinder Valves 


e Easy-grip handwheel e Tough, wear-resistant nylon seat 


e Gall-proof manganese bronze 
valve stem 


e Positive lift action (no springs) , Forged brass body 


e Pop-action relief valve 


8103C4 
ng Type Cylinder Valve 
with fixed liquid ké vel ga ige 


BUTANE-PROPANE News 





NEw #290 “o' RING TYPE 
CYLINDER VALVES 


Prove once more that RegO builds better 


EFFICIENT SEALING WORKS WONDERS ..... improved "O"' ring 


effectiveness really seals valve stem. 


FASTER CHARGING SAVES TIME... . a whopping 9.3 gallons per 


minute with a 10 psi. differential. 


FOR ALL ICC CYLINDERS UP TO 100 LBS... . %" NGT male 
inlet; CGA511 (POL female) outlet. 


Now’s the time to take a new look at “O” ring cylinder valves with 
RegO quality built into them. Never before have valves at this 
price offered so much in dependability. 

These new valve designs—years in development, thoroughly 
tested, and already in use all over the country —are especially in- 
tended for applications where economy is the buy-word. 

Nos. 8103CO and 8103C4 are the first “O” ring type cylinder 
valves to be built by Regt » We think you'll agree that here at last 

are low-cost “OQ” ring valves with reliability. Your RegO Dis- 


tributor has the whole story, or write us for complete information. 
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TEMCO Gas Heati 


You'll make more heating sales with the 
PEeMCO line, because TEMCO gives you 
a quality unit to sell for every heating 
problem. For your budget customers, the 
PEMCO Floor Furnace delivers all the au 
tomatic convenience of the most expen 
sive heating systems, at a cost within the 
reach of almost any purse, 

And for the deluxe jobs, there is a com 
plete range of TEMCO Forced-Air Fur 
. with combination TEMCO Ai 


Conditioning available 


naces . 


... for vine-covered cottage 


FLOOR FURNACE 


Both give you and your customers the 
protection of TEMCO’s exclusive Ceramic- 
Clad*... a high-temperature porcelain 
enamel finish so good that TEMCO Heat 
Ixchangers are warranted for 20 years! 
TEMCO Ceramic-Clad heat exchangers 
never burn out, never rust out, and elimi- 
nate the danger of corrosion from conden- 
sation that always accompanies summer 
cooling. 

You'll sell more, because you'll have 
more to sell, when you turn to TEMCO. 


‘Trademark Registered 
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HI-BOY FURNACE WITH 
COMBINATION AIR CONDITIONING 


TENMCO, Talow 


NASHVILLE 9, TENNESSEE 


Gras Hociling Speciclidia for the Nation” 












uuy 


“THE COMPLETE LINE OF GAS HEATING EQUIPMENT” 


ROOM HEATERS + FLOOR FURNACES + WALL HEATERS +» UNIT HEATERS 


WARM AIR FURNACES AND AIR CONDITIONING 
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THE NEW (hee7@ 


2500 WG-WEIGHS LESS 
START HAULING BIGGER PAYLOADS 


It's the difference between Profit and Loss! 


Nor-Tex presents the newest development in sleek, LIGHT- 
WEIGHT, streamlined, twin or single barrel LPG Delivery 
Units and again Nor-Tex is FIRST WITH ALUMINUM 
SKIRTING and CABINETS. The Deluxe, Payload Special, 
Custom and Standard models feature lightweight metals and 














the latest in engineering designs which have drastically reduced 


over-all gross weight. 


Nor-Tex 2500 WG Single Barrel units weigh less than 24,000 
Ibs. loaded. Lightweight metals substantially reduce operation 


costs from the standpoints of delivery and original investment. 


You haul extra gallons each trip! You deliver extra gallons 
faster with Nor-Tex high flow plumbing designed especially 
for the particular job it performs. You take fewer hours and 
travel less miles to deliver a gallon of gas. For day in, day 
out efficiency, durability, payload, fast loading, high rated 
delivery, perfect balance and appearance Nor-Tex delivery 


equipment can’t be beat! 


Side or rear cabinets on these new lightweight units are 
optional and are arranged to fit your individual requirements. 
Write, wire or phone for details today. 


BALANCE YOUR LOAD — 
WRITE, WIRE THE NOR-TEX WAY 


OR PHONE 


eee eal Finance the Balance 





A PLAN TO MEET EVERY NEED 


ATTENTION NEW TRUCK BUYERS! 
As authorized truck distributors Nor-Tex regularly saves truck 
PRODUCTS buyers hundreds of dollars on brand new Internationals... 
COMPANY Chevrolets ... Fords and GMC's. Order any particular unit you 
need. Nor-Tex will work out a deal for you that can't be beat. 





National Sales Agents for 
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SINGLE BARREL 


THAN 24,000 Ibs. LOADED 
Vas 


RIG FUEL, inc. 


BUTANE © propane 


=<-@ Lind 44002 PAM PA. TEXAS. 
FLAMMABLE 











It is now possible to haul MORE GAS and LESS STEEL than ever before! 


Building modern ‘'Route-Rated’) maximum payload units at a minimum cost is another 


FIRST for North Texas Tank in the building of quality LPG delivery truck tank equipment 


NOR-TEX FI RST: PARADE Twin LPG Truck Tanks « LPG ‘‘Pony”’ Filling Stations 


Bracketed LPG Motor Fuel Tanks « LPG Motor Fuel Step Tanks « LPG Scout (Two Wheel Trailer) 
LPG “Rocket” Filling Stations e« ‘‘Route-Rated’’ LPG Delivery Units with Aluminum 
Cabinets and Skirting « LPG On-the-Job Employee Training 


Nor-Tex service includes complete training in gas delivery, carburetion service and conversions, 
complete bulk plant operation including transporting from refinery to bulk storage. Also 
appliance service and bulk plant system installation. 


; P.O. BOX 1219 
TUL SE 
* DUpont 2-5416 
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Boost your sales with... 
S CATE E 


LIFT TRUCK 
CYLINDERS 
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Scaife LP-Gas tanks for fork lift trucks can help 
you take advantage of the newest opportunity to 
boost your ILLP-Gas sales. Start out on the right 
foot by servicing the market with a dependable 
line of removable lift truck cylinders. You'll find 
Scaife Company offers you the assurance of top 
quality and sound product design 

Scaife Fork Lift truck cylinders are produced 
by the organization that specializes in the manu 
facture of pressure vessels for air, liquids and gases. 
Only the highest quality materials particu- 
larly suited for this specialized use of LP-Gas are 
specified. Every unit complies with ICC codes 
and is subjected to rigid quality control practices, 
including a hydrostatic test for structural sound- 
ness and an air test for gas tightness before it 
leaves the plant 

Scaife designs have been developed to. effi- 
ciently meet the requirements of lift truck manu- 
facturers 

Check these advantages and you'll see why 
Scaife fork lift truck cylinders are your best bet in 
this new industrial truck market for LP-Gas. 


¢ Neat, lightweight, high strength, rugged 
construction 

¢ Kasy to read ICC data stamped on Valve 
Protection Ring 

¢ Quality Controlled through every step of 
production rigidly tested and in 
spected 

¢ Three standard sizes available .. . (20, 
34 and 44 pound capacity propane). 

¢ Careful arrangement of valves and fit- 
tings to assure easy access 












SCAIFE COMPANY 


PITTSBURGH, PENNA 









LABEL OF LEADERSHIP GINCE 1802 


MAKERS OFf PRESSURE VESSELS ANDO ORAWN SHAPES 





SALES OFFICES Geneva, Ill, Greensboro, N Ridgewood N J. Pittsburgh, Pa 
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A-202 





OR...WHY TRINITY’S T-1* BLIMP 
TRUCK TANKS RATE FIRST IN THEIR CLASS! 


Read the feck: 


imum payload, long trouble-free service, and full capacity plumbing. You may choose either A-202 or new 


=> 


< 
Trinity’s famous Blimp Truck Tanks are precision engineered for max 


lightweight T-1 steel. Both are excellent, both are fully X-rayed and stress relieved. Which should you 


buy? 
4 &’ cat ae . ? 
KRthnatec, fire Ca Simple wild ye Yoru She answer 
A-202 T.4 
85,000 PSI HIGH TENSILE STEEL 105,000 PSI HIGH TENSILE STEEL 
Standard Sizes Standard Sizes 


2,600 WG 72” Dia. — Weighs Approx. 24,250 Lbs. WG 7% 
2,950 WG 72” Dia 2,900 WG 72” Dia Weighs Approx. 24,250 Lbs. 


,/ 
P ye r ] 
3100 ( 79 ia : j VWVi9 sa t ] 


y, VV 2 


At same gross weight, on the same chassis — you gain 300 gallons more payload with T-1 over A-202 


If your net profit is 5c per gallon, you would have $15.00 more profit per load. The T-1 pays for the 


price difference over the A-202 in less than three months then clear extra profit for the life of the truck! 
4 
— 
or call today for your Trinity T-1 Blimp Truck Tank Details — tops in the extra profits class! 
<——» A Trinity First “Patented U. §. Steel 


Tee ts Y¥ Steet. CC...” ec. 





430 tt AtRVtre?S B8u.u¥ BD. PALA. TEAAS FL 7-396 1 
Latin American Division: Tanques de Acero Trinity 8. A., Calle Poniente 150, #734, Mexico 16, D. F. Plant and Sales Office 
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WARRENGAS 


the Concentraled fuel 









GULFTANE 


WARREN PETROLEUM CORPORATION 


TULSA, 


SALES OFFICES: Louisvitte, 
MADISON, WISCONSIN @ JACKSON, MISSISSIPPI 


KENTUCKY @ ST. LOUIS, MISSOURI @ 
@ HOUSTON, TEXAS 


OKLAHOMA 


FT. WORTH, TEXAS @ NEW YORK, N. Y 
@ MIDLAND, TEXAS @ OMAHA, NEBRASKA 


COLUMBIA, SOUTH CAROLINA @ TAMPA, FLORIDA @ SAN FRANCISCO, CALIFORNIA @ BRYN MAWR, PENNSYLVANIA 
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overheat 


. ie mit can get to the tank and be type 
Has this matter been given much ‘shale ot ‘ 


consideration in your knowleds keep them cool, The hazard is most The boiler | till equipped 
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ank at high pressure 
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Transmitting liquid into a build L. P. gas storage units and sui 


ing in which there are everal rounding exposure must he re 


the boiler, where 
is reduced to low pressure and 
through a | in. supply line 

Our problem is that we do 
eem to be able to generate 
ficient heat that is produce 
rooms or many people exposed to duced for reason, then the storage 
the fuel, in case of line rupture or tanks are often protected by asprin 
other failure that would allow the kley 


ficiently large enough and 

enough flame) to bring the 

ystems. Also, if nearby ez ip to the required pressure in a 
escape of liquid fuel, is not good posures present above norma 
practice. Liquid L. P. gas, when hazards, sprinkler systems may be 
it escapes and vaporizes, expands to recommended for the tank T he 
about 250 or 260 times the volume 


reasonable time, nor to produce the 
necessary volume of steam required 
continuously. The load at the pre 

water requirements may be as mucl ent time is that required for four 
of liquid as .25 gal. of water per sq ft of Model “X” Hoffman pressing ma 
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Letters * Continued 


chines, which we are told require 
approximately 144 hp of steam at 
65 psig per hour for full capacity 
operation 

We are of the opinion that the 
burner, first, is not the correct type 
to do the job with this fuel and 
econd, more importantly, is failing 
because of its inability to take in 
ifficient primary air since it has a 
ingle venturi tube. This is borne 
out, we believe, by the fact that 
after (under present conditions 
the flame is adjusted to the maxi 
mum blue flame, to add any further 
amount of gas will only produce a 
laryer, but very lazy yellow flame, 
with the air shutter wide open. We 
have tried a fan to inject additional 
air to the burner through the 
enturi tube and it doe help ome 
ufficiently 
The fire or burner box is circular, 


nut not 


approximately 17 in. in diamete 
vith an available working height 
of 6 to 7 in. We are wondering if 
au Johnson 60 BCDE Quad atmo 

pheric ring type burner or probably 
a Barber Model ¢ 1440 would do 
thie req iired job 


We think it best that you contact 
fhe manufacturer of your boiler and 
ask af the present burner is de 

igned for use with L. P. ga 

lf you have not already done it, 
we would wggest that the boiler 
Lule he thoroughly brushed out 
and cleaned, as well as all othe 
part of the boiler How about 
cale and sediment in the boiler it 
elf? A good washing and cleaning 
fo remove scale and sediment will 
improve heat transfer and effi 
crency 

tre you getting the proper ga 
pressure called for by the operating 
instructions?’ Check with a water 
column or suitable gauge at or near 
the hurner connection when the 


burner is on full hd 





Gas supply for large hotel 


truba 

By the end of this year, or early 
1958, the Aruba Caribbean hotel 
will be completed and we have been 
asked to supply the necessary pa 
for cooking and other purposes for 
this new building. This hotel will 
have at first 131 double rooms, Its 
capacity of the general facilities is 
planned for an eventual increase to 


14 


200 double rooms, All rooms will be 
equipped with hot running water 
and there will be an all-gas kitchen 
and cafeteria. 

This will be the first of such a 
large unit to use yas in Aruba and 
since we have no previous experi- 
ence with such an installation, we 
apply to you for some recommenda 
tions 

Subject to your advice we plan to 
install an aboveground tank having 
a capacity of 1000 gal. of propane. 
To fill this tank we are planning the 
ervice of a double tank each having 
a capacity of 750 gal. mounted on 
a truck chassis equipped with the 
necessary pumps, etc. 

We have chosen the above system 
because the possibility to use under 
ground pipe line system is out of 
the question. Would you consider 
the above equipment suitable to 
upply the required gas to this 
hotel? In the USA there are several 
big units using gas and we thought 
also you might have information as 
to the quantity of gas such a hotel 
may require every month. If you 
have such information, will you 
please pass it on to us together with 
any other sugyestion not mentioned 
in this letter 

E.:O; &, 


We searched our files and then 
wrote for information about the 
L. P. gas fuel consumption of a 
hotel that meets the specifications 
of the one at Aruba closely. 

It has 180 double rooms. The 
dining room facilities feed, on the 
average, about 400 guests per meal 
pe day 

The following is a list of the 
kitchen equipment 

Three commercial ranges. 

One domestic range. 

One gas-fired toaster, 

Three gas-fired automatic egg 
poachers 

Two coffee urns—10 gal, dual ca- 
pacity. 

One dishwasher. 

One 80 gal. water heater—high 
recovery 

One utensil sterilizer, 

One soup stock ke ttle. 

One baker’s oven (2 drawers). 

One dual steam table, 

The above equipment is served 
by one 500 gal. capacity tank and is 
filled twice a week. It uses about 300 
gal. per fill, or 600 gal. per week. 

In addition to the above kitchen 
equipment, the following equipment 
is served by a second tank: 

One 30 gal. water heater. 

One 65 gal. water heater. 

Four 80 gal. water heaters. 

Five 40,000 panel ray heaters 


(used in dining hall to temper cool 
breezes). 

Three gas-fired clothes dryers. 

Twenty or twenty-five gas-fired 
torches used in entry halls and din- 
ing area. (Replaced kerosene-fired 
torches). 

The above equipment used about 
200 gal. of L. P. gas per week. 

The hotel described is a high- 
class hotel in a tropical area, I 
would consider that Aruba would 
be a little warmer but since space 
heating is not a problem, the fuel 
consumption should be comparable. 

There is one possible difference. 
The hotel mentioned above has 
many cottage type accommodations 
which are not reflected in the 180 
double room description. This ac- 
counts for the high average of din- 
ing quests Ed. 


2 


C, 

4 

Li 
Heat required for a swimming 
pool is a variable 





Sout h Ca rolina 


I read your article, “Come on in, 
the water’s fine,” in the July issue, 
with interest. 

Using the pool size and tempera- 
ture of water and air and fuel 
price, would it be possible to give a 
formula that would give the cost 
of heating? 

r. B. Bh. 


It is easy to set upa formula 
for bringing the temperature of 
the pool water up to the desired 
temperature. However, to devise 
a simple formula to calculate the 
amount of heat to hold the tem- 
perature is something else. 

The area of the pool, wind ve- 
locity, humidity, air temperature, 
water temperature, shelter, usage, 
splashing, and other factors all af- 
fect the rate of heat loss from the 
surface of the pool. Also, there is 
a loss through the walls of the pool 
to the surrounding earth, This is 
relatively small and stable. How- 
ever, the heat loss rate from the 
surface may vary from minute to 
minute because of the many vari- 
ables affecting the heat loss there. 

We will not even hazard a guess, 
as any formula we give, or any esti- 
mate we might come up with, could 
be right for one day in one area 
but wrong everywhere else and at 
any other time. 

Farther on in the articles on 
swimming pools there are some 
seasonal consumption figures.—Ed. 
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A MASTER TANK 


GIVES EXTRA PROTECTION ) a 


PRR EF (BERR) Z 
‘ RUGGED DOME COVER { oR et LL 
6" WELD ON LIFTING sisi 


LUG... CAN'T PULL OFF BEST aan oes COAT FINISH Zs 
as | | MONEY CAN BUY 
¢ ¥ os. 


HEAVY DUTY 


WELDS ARE OVERLAPPING 
CIRCUMFERTIAL - 
TRIPLE INSPECTED 7 j— RCUMFERTIAL 
am ae 


LONGITUDINAL SEAM 
\S nny WELDED 
eames AND OUT 


LIQUID AN 
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Uy) \VSTREAMLINED ~ 
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omestic systems by Master are high _ the smallest, there’s a Master domestic Sys- 
quality products you can depend upon tem to fit your particular need — all sizes 
because of Master Tank & Welding’s years and capacities through 1,000 gallons. Master 
of experience in building better, stronger, tanks are constructed of double welded Hi- 
safer tanks. Only the highest quality mate- Tensile steel to meet ASME Code construc- 
rials, the most advanced engineering, and tion. Inspected by Hartford Steam Boiler 
the finest workmanship are used in con- Inspection and Insurance Company. 


structing a Master tank. From the largest to 


Call Master for all your LP gas pressure vessel needs. 


WELDING 


~ 2000 S. Front Street ¢ Box 39 © Quincy, Illinois ¢ Baldwin 3-5014 P. O. Box 5146 © Dallas, Texas © RI 7-244] 





SINCLAIR 


INTEGRITY 


SINCLAIR 


QUALITY 


SINCLAIR 


REPUTATION 


SINCLAIR 


PERFORMANCE 


SINCLAIR 


SERVICE 


You'll score high 


with this SINCLAIR team! 





You're on the winning side when you deal with Sinclair because every 
tank-load of Sinclair LP-Gas puts you in scoring position with the five famous 
Sinclair extras— INTEGRITY, REPUTATION, QUALITY, 
PERFORMANCE and GOOD SERVICE. The result for you — more 
satisfied repeat customers and an increasingly profitable business. 


It will pay you to study the winning points of Sinclair's top quality 
LP-Gas — high heating value; moisture and impurities removed — then, 
make a switch to Sinclair. 


a 
ia os ee | Sinclair Oil and Gas Company 


Qe a 4 Liquefied Petroleum Gas Sales Department SINCLAIR 
= LPCH Sinclair Oil Building, Tulsa, Oklahoma A Great Name in Oil 
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... think of 


AMPLE CAPACITY FOR 500 
AND 1000 GALLON TANKS 


* 
DEPENDABILITY 


oo” 


ECONOMY 
+ 
FREEZE RESISTANCE 
od 
UNIVERSAL ACCEPTANCE 
“HUSKY” 


TANK REGULATORS 


FISHER GOVERNOR COMPANY Marshalltown, lowa * Woodstock, Ontario 
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the smallest 
to the largest-- 


TRANSPORT 
IAN Le 


WINDOM BUTANE CO. 


© BUTANE 
’ 


wherever you transport LP-Gas, you'll 
find an LMC Tank to suit your needs. 


Year after year, more and more LPG dealers throughout 
the nation have given LMC products the strongest possible recom- 
mendation — that of re-ordering additional units after carefully 
checking the performance of their first LMC tank. 





From small units, for home delivery on the Great Plains, to 
10,000 gallon transport tanks to haul loads in the steep Rockies, 
LMC has pioneered many changes which are now standard 


Illustrated above are the LMC single barrel, features on all transport tanks. 


neck-down transport tank with a capacity ; : 
of up to 10,000 gallons and the twin barrel Many dealers who started with one single barrel LMC home 
Home Delivery Unit with capacity of 1400 delivery unit are now operating fleets of transport tanks, all 
to 2200 gallons. engineered for economy by Lubbock Machine. 


Write, wire, or phone today! Find out how easy it is to 
purchase on the Budget Plan or the LMC Lease-Purchase Plan. 


LUBBOCK MACHINE & SUPPLY CO. 


Sl P.O. DRAWER 1589 © POrter 2-5269 


LUBBOCK, TEXAS 


Bi on Me Buuger or Lease- 
Mi Purchase Flan 
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By NEIL REGEIMBAL Gy 


Correspondent 


Many industry issues will be decided in 1958 


Congress this year was preoccupied with civil 
rights legislation, school grants, foreign aid pro 
grams, and labor racketeering. It did little to eithe 
help or hurt the L. P. gas industry 

It will be a different story next year, howevet 
One third of the Senators and all members of the 
House of Representatives are up for re-election next 
fall, and they’ll be off and running early. Vote 
appeal will be the principal factor determining which 
legislation is passed and which is dropped 

Legislation introduced this year remains pending 
throughout a full Congress, which lasts two years 
Thus, measures not acted upon this year remain 
right where they are until final adjournment next 
summer. 

Here is a rundown on the major issues from the 
L. P. gas 
the likely outcome in 1958: 

REA Interest Rates 


this year by several congressmen to raise the present 


industry standpoint, where they stand, and 


Legislation Was introduced 


2 per cent limit on REA loans, but got nowhere. No 
hearings were held. Strong opposition was voiced 
by politically powerful farm groups. Because this is 
not a “voter measure,” it will probably be permitted 
to die next year. 

Antitrust 


long hearings on S. 11, to restrict the “good faith” 


A Senate Judiciary subcommittee held 


defense to price discrimination and virtually kill the 
jobber discount practice. No final Committee vote 
was ever taken. The vote next year will be close, but 
the odds seem against the bill. A pre-merger notifica 
tion bill, requiring firms planning to merge to notify 
the government 60 days ahead of time, passed House 
but stalled in the Senate. It may well pass next yea) 

Tax Cuts—There will be a strong drive for a good 
sized tax cut next year, with individuals and small 
firms the beneficiaries. Larger firms may actually 
find their taxes increased to finance these cuts. A 
strong push will be behind a bipartisan bill pending 
in the House (H. R. 6452) which would reduce all 
tuxes over five years, putting a 42 per cent ceiling 
on both personal and corporate income levies. Some 
reductions are probable. 

Excise Taxes—A massive bill now pending to 
remove some of the technical problems in the excise 
language, 
wide pread rate 


tux laws, remove inequities, and clarify the 
will probably pass next year. No 
reductions are expected. 

Other measures which may pi: include aid to 
small firms in addition to tax cuts; a postal rate 


increase averaging one-third; expansion of the social 
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program, and some legislation to | 


security control 
labor racketeering 

There is almost no chance ¢ ongress next veal Will 
pass any laws on trading stamps, fair trade, or revive 


the federal flood insurance program 


Increase in spendable farm income seen 

Farmers’ “realized net income” —what’'s left to buy 
appliances, farm equipment, and modernize thet 
property—may run as much as a half-billion dollat 
higher in the third quarter of this year than in the 
same period of 1956, the U. S. Agriculture Depart 
ment report 

Much of the expected increase in spendable farm 
income thi year is due to the soil bank payment 
by the government, which are running larger and 
being paid earlier than last year, the Department 


report 


Another freight rate hike? 

Businessmen may be facing still higher freight 
rates. Officials of major eastern and western rail 
roads have been meeting to discu the possibility 
of requesting a fresh increase 

If another hike i yranted it would be the econd 
in 1957 and the third in about a yeat 

Industry observers expect to see the railroads ask 
the Interstate Commerce Commission for permission 
to raise freight rates another 3 per cent. This would 
be on top of two earlier increases granted recentl 
totaling 14 per cent in the East and 12 per cent in 
the West. If past procedures hold true, the ICC would 
grant about 60 per cent of what the railroads re 


quested, after studying it for several month 


Businessmen face tighter squeeze on profits 

Businessmen, especially small operator face an 
even tighter squeeze on their profits in the month 
ahead, government economist varn 

Tight-money and high interest will continue fot 
some time, and damage to some firms may be in 
escapable, according to top Federal Reserve Board 
official They say that the economy is in a period 
of “adjustment,” and someone “may have to take a 
loss” as : ‘veling out period reached 

This doesn’t mean a depression, or even a seriou 
recess! es mean that some marginal, shoe 
tring, or managed firms may find their back 


to the wall 
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TULOMA 
‘: MO 


TULDMA 
i Mae 


With assured production from stra- The Tuloma customer, too, knows 


tegically located supply sources, he can expect a helping hand from 


many of which are among the na- 
tion’s largest, and with ample stor- 
age facilities, both above and 


underground, Tuloma offers contract 


the highly-trained members of our 
LP-Gas staff who give their per- 
sonal attention to all customer re- 


quirements and operations. 


customers the assurance of adequate 
product supply delivered in clean, 
modern tank cars from our ever- 


increasing fleet. 





WHY DON’T YOU CONTACT TULOMA TODAY? 


TULOMA GAS PRODUCTS COMPANY 


PHONE CHerry 2-3261 @ BOX 591 @ PAN AMERICAN BUILDING @ TULSA 2, OKLAHOMA 
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COMPETITION, COURTESY OF THE U. S. TAXPAYERS. On Aug. 7, 
1957, the following bulletin, clearly marked "Issued through 
facilities of the U. S. Department of Agriculture," came out of 
the USDA press bureau: 





"National Power Use Workshop-Conference to be Held in Denver: 

"The electric industry's position in the rural market will 
be a major topic of the Inter-Industry Farm Electric Utilization 
Council's fourth annual National Power Use Workshop-Conference 
at Denver, September 29-30 and October l. 

"The program arranged for the 500-plus electric industry 
participants will stress long-range service and financial 
aspects of rural load-building, according to Fred H. Strong, 
deputy administrator of the Rural Electrification Administration 
and chairman of the Inter-Industry Council. Earlier workshops at 
St. Louis and Milwaukee were devoted to coordination of 
activities carried on by individual power Suppliers, equipment 
manufacturers, electrical contractors and educational agencies, 
and development of power use techniques. 

"'The industry is pretty well agreed on the need for a Cco- 
ordinated power use effort that will help the farmer make more 
effective use of electricity,' Mr. Strong said. ‘Our attention 
at this year's conference can be directed forward to needs for 
electricity in the rural America of tomorrow.’ 

"The three-day meeting will bring together executives of 
rural electric cooperatives, electric companies, firms manufac- 
turing electrical equipment for the farm and home, national 
trade organizations, and electrical contractors. Representatives 
of state agricultural colleges and departments of agriculture 
will also attend. 

"Principal talks and discussions will deal with newer 
developments in stimulating use of electric equipment in rural 
areas. Other program subjects are merchandising practices of 
power Suppliers, standardization of electric water heaters, and 
the percentage of revenues which power Suppliers can spend 
economically for sales promotion." 


There was more to the bulletin--names of speakers, listing 
of panel discusSions, etc., all very harmless sounding. What the 
meeting was really to be about came later in a press release 


Continued 





Continued beyond the mains 


headlined from the meeting headquarters in Denver. The following 
extracts are from a newSpaper clipping that reached our office 
from Pittsburgh, Pa.: "Denver, August 19.--How to meet--and beat 
--the growing competition of gas in the rural market will be the 
featured topic at the Fourth Annual National Power Use Workshop- 
Conference September 29-30 and October 1 at the Shirley-Savoy 
Hotel here....W. J. Ridout Jr., editorial director of 
Electricity on the Farm Magazine, will discuss ‘Facing Up to LP 
Gas Competition.'" "... 


If you have any doubt that you are personally paying taxes 
to subsidize your industry's principal competitor, please read 
that first dispatch again. Note who heads the Inter-Industry 
Council, and then tie that in with the "featured topic" of the 
conference. That these people are playing for keeps is quite 
evident in the detailed report of the meeting supplied by the 
National LP-Gas Council (which was unfortunately received too 
late to include in this issue). But one thing is clear--com- 
petition from electricity, and particularly from tax-subsidized 
electricity, is getting tougher by the month. Our industry can 
always handle the competitive situation on any equal basis, 
because the facts favor L. P. gas. The time is over-ripe for a 
concerted effort to get the government out of the rural elec- 
trical business. We think it can be done--they almost lost their 
greatest financial advantage during the last session of 
Congress. During the next few months this magazine will outline 
a campaign for our industry which we believe will put the skids 
under the present tax-support program. 


OUR INDUSTRY NEEDS STABILIZED PRICES. Many of the marketing 
evils in our industry come from the rash of changing prices of 
product that come with the end of the winter heating season. It 
is fashionable to blame these changes on the producers, but is 
it right to always make them the "goat"? These fluctuations are 
the natural workings of the law of supply and demand. Supply is 
controlled by the rate at which crude oil must be produced to 
meet the demand for gasoline, which is almost steady throughout 
the year. There is not much that the producers can do about 
that. And demand for LPG is completely out of their hands. That 
is up to the retail marketers. Balancing the summer/winter load 
ratio is the one thing that will produce the price stabilization 
that is so badly needed. 








_ - ial ah and here are {0 good reasons why: 





Cuts Operating Costs — Metered 
service ends costly cross hauling, and 
Out-of-gas calls, dead-heading of 
trucks and increases gallonage per 
truck mile. 
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Customers See What They Use 

Metered service builds 
confidence and loyalty because they 
can read their own meters and pay 
only for the gas they use each month 


customer 


Serving 3,000 customers 2,000,000 gallons 


Of LP-GAS ... wit 45,000 GALLONS STORAGE CAPACITY 


LP-Gas 
Company, 


of 


Gas 


With 45,000 yvallons storage 
capacity, Suburban Mont- 
gomery, Ala. assures its 3,000 customers of 
dependable, economical metered service 
exclusively with American” LP-Gas meters 

Almost half of Suburban’s customer win 
ter fuel supply is purchased in summer and 
delivered before cold weather starts. In addi- 
tion to other advantages, this frees delivery- 
men for installation and service during peak 
periods when cold weather starts. 


AMERICAN’ 


Oo we op : eli) oO 7 . & 


INCORPORATED (ESTABLISHED 1836) 


Ka 


For LP-Gas dealers, large and small, 
metered and American LP-Gas 
meters reduce operating costs, create cus 
tomer confidence and satisfaction, increase 
consumption and build profits. 

Model W-45 LPG, illustrated, is the latest 
American meter developed especially for 
LP-Gas vapor. 

Your American representative can show 
you how you can benefit with metered service 


service 


and American LP-Gas meters. 


GENERAL SALES OFFICE: Philadelphia 16, Pennsy!- 
vania * Albany * Alhambra * Atianta + B 
Birmingham * Boston + Chicago * De 

Erie * Houston + Kansas City 

Minneapolis * New York + Oma * Pittsburgh 
San Francisco * Seattie * Tulsa * Wynnewood 
IN CANADA: Canadian Meter Company, Ltd., Milton, 
Ontario * Caigary * Edmonton + Montreal + Regina 


SUPPLIERS TO THE GAS INDUSTRY for ironcase, Tinned Steeicase, Aluminumcase and Welded Steeicase Meters + American Westcott Orifice Meters + instruments * Reliance Regulators + Apparatus + Valves 
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Customers can be sure of the utmost in uninterrupted, 
trouble-free service when you install Kaiser Steel LP-Gas 
Systems. ‘Tank sizes are available for residential, commer- 
cial and industrial installations. Bulk storage tanks are 
fabricated in sizes up to 30,000 gallons water capacity. Call 


or write for complete information. 


24 


and here are {0 good reasons why: 


Most accurate precision fittings available. 
All controls under one convenient hood. 
Carefully tested for maximum efficiency. 
Built to last from the finest steel. 
Strong, uniform, air-tight seams. 

No moisture content. 

Scale-free, rust-free surface. 


Attractive, corrosion-resistant finish. 


0 on O HF 2B WO WN 


Completely safe. 


Economical operation. 


Kaiser Steel 
FABRICATING DIVISION 


Napa and Fontana, California 


BUTANE-PROPANE News 





Most GO under 
any truck hood! 


soe 4 ~ yi oe ib. . ~ Se lie Foe 
Heavy-duty V-8's for every hauling job; GVW 
24,000 Ibs. and up. GCW 50,000 Ibs. and up; four 
and six-wheel; conventional and COE models 


Three great V-8's power the 
INTERNATIONAL V- Line: 206, 226 and 257 hp 


INTERNATIONAL an 
HEAVY-DUTY V-8s 


Introduced last year—and smashing per shifting. More ton-miles per gallon, too! 


formance records ever since—INTERNA INTERNATIONAL V-8's make more money 
TIONAL Heavy-Duty V-8's give you the for their users because they do what other 
most productive V-8 power in any truck trucks cannot. Get the facts today from 
Make more trips on short hauls! Save — your nearby INTERNATIONAL ‘Truck Dealer eitins ‘Picsaien: Ceeniien Vaadhess 
more time on long hauls! Faster accelera- or Branch. International Harvester Com on Equ 
tion, higher sustained speeds with far less pany, Chicago, Illinois. 


Fleet cost records prove 


INTERNATIONAL TRUCKS ©°:t least to own! 


NOVEMBER, 1957 





New flexibility in thermostatic control for room and wall heaters 
ee | a 
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C592 Adatrol Gas Cock 
Pilotstat* 








PLUS V8003 24 volt operator PLUS 15000 Adatrol 


PLUS T5001 Modusnap Thermostat 


Thermostat 
PROVIDES for control 
by wall-mounted 





EQUALS V5157 


Ho il Thermostat 
neywe sates Adatrol Modusnap 








Now Honeywell's Adatrol offers 
choice of 3 Add-on Thermostats! 


© Easier than ever to sell—Now you can sell every 
customer because you offer specif thermostatic control 
best-suited to individual needs. You can sell budget 
minded customers the pilotstat now—and their choice 
of add-on thermostats later. You stock only one basic 
1. Adatrol with wall-mounted thermo- Pilotstat plus thermostat choices. 
stat. The NEW Vs003 24-volt operator © Easy to install—Five minutes is all it takes to install 
now makes possible the control of room any Adatrol combination—based on actual tests 


wall heaters from a_ wall-mounted © Easy to double your profits You double your profits 


well Round Thermostat. (New when you sell room and wall heaters with Adatrol in 
is available with plug in trans any combination. 
To order Adatrol in any combination, or to get further 


information, call your local Honeywell office. Or write 
2. Adatrol with Modusnap* Thermostat Minneapolis-Honeywell, Dept. BN-11-257, Minneay 


which has both snap-action and modulat olis 8, Minnesota. 


me control. 
3. Adatrol with snap-action thermostat. Honeywell 


BUTANE-PROPANE News 





; 





Because Puregas is moisture free it won't 
freeze in even the coldest weather. Means 
you and your customers can forget about 
annoying storage tank freeze-ups. Keeps 
them happy ... keeps you in business! 

And Puregas deliveries are on time, every 
time because Pure maintains its own fleet of 
tank cars that travel in any weather. 


So be sure. Get your LP-Gas from Pure! 





Be sure with Pure 


THE PURE OIL COMPANY 
35 East Wacker Drive, Chicago 1, Illinois * Fort Worth, Texas, Fair Building, Box 
2107 * Minneapolis, Minnesota, 825 Thornton St. S.E. * Worland, Wyoming, Box 38 
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Texas Natural is the world’s largest 
independent producer of Butane and Pro- 
pane. For you this means on-time deliveries 
twelve months in the year, highest quality, 

uniform product and efficient service. LP 
GAS IS NOT A SIDELINE WITH TEXAS 
NATURAL. That's why Texas Natural 
can assure you that your contract will be 
honored to the letter. Ask any 
Texgas customer. 














Here is a view of part of the Walnut 
Bend plant. Like all ten Texas Na- 
tural plants, it is up-to-date in every 
respect. Efficient plant operation by 
LPG specialists provides the highest 
quality product in ample quantities 
to supply ALL Texgas customers. 


>» BUTANE PROPANE ® NATURAL GASOLINE 


TEXAS NATURAL GASOLINE CORPORATION 
TULSA, OKLAHOMA 
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Test house uses separate meters 
to prove LPG costs 63% LESS 


By EDGAR H. HOLDEN, President 
Propane Go Davenport wo 


year-long test of an actual mid 
A western farm home has shown 
that by using L. P. gas instead of 
electricity for cooking, water heat 
ing, refrigeration, and clothes dry 
ing, the family is saving $283.83 
per year, almost $40 more than it 
cost to heat the home. 

During the one year test period, 
individual meters were hooked up 
to every LPG appliance and to the 
hot water line. In this way, it was 
possible to keep year-long records 
of actual operating costs. 

The test was undertaken by 
Propane Gas Co., Davenport, Iowa, 
in order to stimulate the use of 
gas for every household appli 
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Cost of LPG vs. Electricity for Household Jobs for One Month* 
L. P. Gas*® Electricity*** 


Cooking $ 2.08 $ 4.95 
Water heating 7.78 27.20 
Refrigeration 3.08 1.50 
Clothes drying 1.04 4.18 


Total $13.98 $37.83 














the meters showed the 


used by each of the six appliances 


results 


This bank of six LPG meters kept a constant year-long record of the amount of L. P. gas 


summarized in the 

























































Mounted in the basement of the Keppy family home, 


table below 





for heating: 1876 
for cooling: 1040 


for cooking 15.4 
for refrigeration: 22.8 
for water heating: 57.6 
for incineration: 15.6 
for clothes drying: 74 


Here Is a Summary of the Basic Data in the lowa Farm Home Test 


Total gallons of LPG used for one year 


Average gallons of LPG used per month... 


Total gallons of LPG for all seven jobs for one year: 4345 
Degree days of heating required: 6500 

Total floor area of the home: 2350 sq ft 

Total number of days of air conditioner operation: 90 

Number in family: 2 adults, 4 girls ages 8 to 14 years 

Average number of gallons of hot water used per month: 3640 
Number of gallons of hot water produced per gallon of LPG: 63.2 





The 


wherever it 1 


there wa 


living 


wife are 


company wanted to 
a “modern” home goes 
located, 
more to it than 
also su 


Propane Gas ¢ 
pected that use of hot 


with an 


home 


than the figure 


ha been 


Making the test 


to make thi 


in the Mt 
was about 
Keppy ha 
8 to 14, 


unde} 


condition 


and 


water by a 
automatic dish 
laundry was 

the electric 


quoting a 


test unde) 


Propane 


contacted Raymond Keppy, 
Joy, 
to build a new 


lowa 


four daugh 
both he and 


15 vears of 


ape 


The Keppy family owns and farms 


300 acres, raises hogs and feeds 
out a large number of cattle. 
Propane Gas Co. arranged with 


the Keppy family to exchange all of 
the 


newest vas 


family’s old appliances for the 
buy 
This 
vas done at the lowest possible cost 
to the 


appliances and to 
everal additional appliances. 
family. Appliances included 
a Servel all-year heating and cool 


ing air conditioning system, an 
A, O. Smith Permaglas 45 gal. hot 
water heater, a built-in Chambers 
range, a built-in Chambers wall 








oven, a Servel 


refrigerator, a 


Hamilton gas dryer, and a Caloric 
incinerator. 

All of 
stalled by 
for the 


system 


the appliances were in 
Propane Gas Co, except 
all-year 


air conditioning 


which was installed by a 
local heating contractor. 

To check the gas flow, American 
Meter Co. installed a bank of six 
W-45-LPG meters in the 
of the 
Keppy agreed to read the 


basement 


home. Farmer Raymond 
meters 


regularly. 


Test results 

The 
of hot 
3640, about 2! 
averaye.” Of 


average number of gallons 


water used per month was 


times the “national 


course, with four 


daughters, this is an above-average 


farm family, and Mrs. Keppy stated 


that the entire family likes plenty 


of hot water. But that amount of 
hot water is what it took to give 
the family the modern luxury it 
desired. 

An average of 57.6 gal. of LPG 
was used each month for water 
heating. That means 63.2 gal. of 


hot water was produced from each 
rhis 


to about one cent to heat 


figures 


gallon of L. P. gas. 


5 gal. of 


water. 

A total of 1876 gal. of LPG was 
used during the year for heating 
and 1040 gal. for cooling the home. 


the bulk 
cost them 13 cents per gal., it cost 
them $243.88 to heat for one year. 
This is especially low 


Since Keppy’s propane 


when it is 


considered that the home is a big 
one—2350 sq. ft. And winters are 
cool—-6500 degree days. It can be 


figured that heating the home took 
.29 gal. of LPG per degree day or 


.79 gal. of LPG per sq ft of floor 
space, 
The 1040 gal. of fuel used for 


cooling the home during the summer 


came near to balancing the 1876 
gal. winter heating load sut it 
cost less to cool the entire house 
during the hottest months than to 


the coldest 


conditioner was 


the house during 


months. 


heat 
The air 
in operation for 90 days during the 


year. Average per day cooling cost 





The beginning of this lowa metered test was originally announced by BUTANE 


PROPANE News | 


full year of reading meters 


in an exclusive article in the August 
the data is ready for public presentation. A 


1956, Now, after a 


issue 
special 


analysis and comparison of the findings have been made in this article exclusively 


for BPN readers 
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15 cents per gal. therefore came 
Lo $1.50. This would be about the 


Same as operating three window 
type conditioners which could onl) 
handle one-half the load and could 
not match the uniformity of tem 
perature given by a central system 

Cooking and baking used an 
LPG pei 


This comes to '% gal. pet 


average of 15.4 gal. of 
month. 
day or about 2 cents per meal. 
Refrigeration took 22.8 gal. pel 
month on the average. The re 
frigerator is a 12 cu. ft. model with 
which M1 
Keppy stated supplies a tremendou 


automatic icemaker 
number of ice cubes for the family 
and for parties. 
The L. 
operated on an average of 15.6 gal 
This i 
yal. per day and is 


P. gas-fired incinerato 
of fuel per month about 
about the 
ame consumption as the cooking 

Average gallons of LPG used per 
month for clothes drying came to 
7.7. Mrs. 


many as 20 loads of laundry each 


Keppy reported doing a 


week. “I had planned to put up a 
clothes line and hang out thing 
like bed sheets, table clothes, and 
towels during nice weather,” she 
But I forgot about that 
idea when I learned that it cost only 


remarked. 
about $1 per month to use my dryet 
for everything.” 


LPG used by 
this large household for the seven 


Total amount of 


big jobs done by gas came to 4345 
gal. for the entire year, a cost of 
$564.85. This 


family of six had all seven of the 


means that the 


conveniences in abundance for only 
$1.54 per day Naturally, all of 
these cost figures will vary with the 
cost per gallon of LPG acro the 
nation. 


Beltsville comparison 

In light of these new fact 
comparison can be made betwee) 
the cost of operating the appliance 
in this model home and the figure 
released from the Beltsville Test 
(The Beltsville Tests 
the U. S. 


were made at 
Department of Agricul 
Beltsville, 
Md., and were released as Agricul 
ture Information Bulletin No. 141, 
dated August, 1955. At the time of 
the release of this information 
howed a cost 


ture Research Center, 


which compariso! 


LPG for 


were raised 


between electricity and 
domestic use, 


by the LPG industry as to the ac 


protests 


information and rea Total saving betwee 
wa area and electri 
home used | iv, Water heating, 
a much pa for cooking 


ed in the Beltsville Te 


and clothes drying come 
month. As 


cents per kwh, the cost « article, that is more tha: 


stated eat 


tricity would have been the house with LPG 


month as compared to } Lepp basis, the home | 
family’s cost of $2.08 oO be ¢ free and then there 
the economy of LPG for cookin top of that. 
electricity would have 
nts per kwh. Outdoor use of LPG 
The model home u o.46 ti The Keppy family al 
much hot wate) : ! n for chick brooding, stock 
Beltsville Tests. At 2 ing, and te 


kwh the electricity 


warm wintel 
would ha cost baby pigs Farmer Kepp 
$27.20 per month for hot water ; at for the two month pe 
compared to the $7.78 for LPG ary and March, he 
Klectricity would have to cost o1 ri - LPG to heat hi 
00725 per kwh to equal the ecor f \ r house 
my of LPG on this item 

For refrigeration, h od . ys pel 
home used 1.8 times ; | n of the heat It tool 


gas as was used in the Beltsvil yal. of LPG to keep warm 


Test Ayain, at 2'% cent <\ 00 head of cattle. One 


the electricity cost would hav vallon of | |’ 


$1.50 pe month a compares brooding one housetf 


for gas. Electricity cat The Keppy family rep 
053 cents per kwh an \ oyed with LPG f 
economical as L, pit ith convenience and econon 
LPG industry i 


drying offers : results of the year-lony 


respec t 
Clothe 


overyo 


ingg comparison. Since again proved that 


clothes drver has about per cent domest 
of the Btu input of a gas dryer, 80 
per cent of the monthly Btu con 


sumption at the model home 





verted to electricity, shows it wou 
have taken 167 kwh to operate 


dryer per month. On this ba 


Results of this 


known to a large segment 


metered test w be made 
of the farm 
population through publication of an art 


. 7 cle in the November issue of Farm Journal 
cost $4.18 per month for electric! i 


vhile the LPG cost was $1.04 
ally, there is even more of 


ing than shown by this calc 


2'% cents per kwh, this would 


magazine has nine million readers and 
America $ largest circulation farm pub 
lication The article, entitied Brand New 
Facts About L. P. Gas was ar 

by the National LP-Gas Counc 

ince the LPG dryer has a ( ation with Propane Gas Co 
drying period even though Holden. A subtitle on the or! 
the National Council calls the 


more neat B it even at tni 


industry's biqgest publicity break 


would have to co maqazine, reads A farm far 


vh to eq lal the 


{ lec tricl 
just what liquefied petr 


or them and what it « 


discover 


h appliance 


The modern Keppy 
family kitchen is 
proof that any home 
can have the beau 


ty, convenience and 


economy of gas no 





matter where it is 


ocated 








A report on the fifth of a series of manufacturer-dealer meetings 


Dealers at Columbus forum tell 


how they outsell electricity 


AGGRESSIVE selling of gas ap 
A Dhlances and adequate service 
following the sale can effectively 
combat local competition from the 
electric appliance industry. Case 
history data to support this con 
clusion was entered at the fifth ap 
pliance manufacturer-LPG dealer 
BUTANE 
PROPANE Neu The meeting wi 

held Auvust 27 at the Deshler-Hil 
ton Hotel, Columbus, Ohio, unde 
the puidance of BPN editor Carl 
Abell 


In attendance at Columbus 


conference sponsored by 


were 
ix manufacture) 10 independent 
LPG dealers, and two men repre 
enting a producer that operates a 
mall chain of retail branches for 
the purpose of maintaining first 


hand contact with the problems 
faced by the retail end of the in 
Dealer 


resented Operations in Ohio, In 


dustry in attendance rep 


diana, Kentucky and the Carolinas 


Outselling electricity 
Kram Heating 
( Jhio, 


that at one time there were 15 


Forrest ram, 


Co., Chayrin Falls, related 


tores in his trade area bordering 
on Suburban Cleveland where elec 
tric ranges were on display. A 
survey just completed showed that 
not one of these stores is now 
actively selling electric ranges. In 
that area, served partly by natural 
gas and partly by L. P. gas, ap 
proximately 80 per cent of the cook 
done on gas 


inv J now ranypes. 


Amony the factors contributing to 
this condition Fram listed aggres- 
ive selling of yas, cooperation with 
the local utility company and the 
vas appliance dealers, follow-up of 
ales by home economists, adequate 
ervice of appliances, and extensive 
use of budget billing. 

Most of the discussion at the 
meeting was centered around the 
problems of building, training, pay- 
ing and directing the dealer’s sales 
organization, providing the neces- 
sary internal support, and develop- 


ing new domestic business. 
*aving appliance salesmen 
Frank Albanese, Esso Standard 


Oil Co., 
pany’s retail activities, outlined his 


who supervises the com- 





since the first LPG dealer-gas appliance manufacturer forum spon- 
ored by BUTANE-PROPANE News in Chicago last May, BPN has 


held forums in Los Angeles, 
These 


Nashville, Philadelphia and Columbus. 
brought together dealers and manufacturers in an attempt 


to pinpoint LPG appliance merchandising problems and to attempt 


to find solutions. The results 


of the first five forums have been re- 


ported monthly on these pages. By the time readers receive this issue 
of BPN, the sixth and final forum will have been held once again in 


Chicago 


future action was outlined 
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At this white hot meeting, problems were summarized and 
A full report will appear next month. 


company’s methods of paying ap- 
pliance salesmen. They have three 
experienced salesmen on a straight 
15 per cent commission, all of whom 
are earning comfortable livings. A 
number of others are paid a small 
yuaranteed salary, plus 5 per cent 
on the first $1000 of sales, 8 per 
cent on the next $1500, and 10 per 
cent on all over $2500. Several men 
in this group earn approximately 
$8000 per year, plus fringe benefits 
which have considerable additional 
value. 

All of these salesmen are provided 
with company-owned and operated 
trucks so they can take 
demonstration 


panel 
appliances to cus- 
tomers’ homes. The company has 
also recently supplied the sales staff 
with a truck equipped with five 
connected demonstrator appliances. 
One salesman who was assigned to 
this outfit turned out to be a dud 

the other puts on a very fine show, 
and has been quite successful with 
the outfit. 

turnover of 


There is very heavy 
salesmen. If a man 
does not very quickly build up his 
volume to at least $2500 per month, 
both he and the company lose inter- 
est. Constant training and retrain- 
ing are necessary to maintain 
volume. 

A. H. Witherow, Verkamp Corp., 
Cincinnatti, and others, reported 
similar problems in keeping a sales 
organization built up. Witherow’s 
recent experience shows that only 
one new salesman in six becomes 
permanent. 

Lyman Adams, Ideal Gas Service, 
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Wooster, Ohio. reported the su 


cessful usé of an incentive program 


in his company whereby the oper 


ating staff is paid in two ways for 
assisting in the sales program. All 
service, installation and delivery 
employees participate in sales meet 
ings and receive fundamental train 
ing in selling. They are paid 10 pei 
cent commission on all sales that 
they close on their own time. They 
and all other company employees 
also receive 2 per cent commission 
on all leads turned in to the sales 
department which result in sales. 
The service men have the inside 
track in making these extra earn 
ings, as their work is mostly in the 
customers’ homes so they have 
more opportunity to find out who 
needs new or replacement appli 
ances. The employees compete for 
these service jobs, for which com 
petence is the basic requirement. 
Adams regards a reputation fo 
good service as one of the most 
important factors in building sales 
volume. 


Budget billing 


Budget billing has already been 
adopted by most of these dealer 
This plan has been most widely 
used and is most successful in the 
fringe and suburban areas, where 
most of the customers have steady 
monthly incomes and are accus- 
tomed to making most of their 
major purchases on a budget basis. 
It has not been so successful with 
the farm trade, as most farmers 
receive most of their income in the 
fall and winter months, and have 
the money on hand to pay for their 
winter fuel bills. 

The top report on budget billing 
was Fram Heating, 65 per cent of 
whose customers pay on the uni- 
form monthly basis. While the 
budget program is newer with Ideal 
Gas Service and its percentage of 
farm trade is higher, Ideal’s budget 
customers are now up around 
per cent. Advantages cited for the 
budget contract program’ include 
(1) it has high sales appeal; (2) it 
practically eliminates credit losses; 
(3) it reduces accounting and col 
lection expense; 1) it permits 


more efficient routing and schedul 


ing and reduces delivery costs. Some 


problems have been encountered in 
estimating annual consumption. 
Fram now bases the heating fuel 


NOVEMBER, 1957 


Appliance manufacturers (left to right) Ryan, Davidson and Owens, discuss means 


increasing LPG appliance sales while BPN editor Abell gets an earful 


Al Davis, president of the Ohio LPGA (third from left) tells suppliers Albanese and 
Quicke the LPG dealer's point of view while dealer Eiler looks on 


Manufacturer Wink 
ler (left), talks shop 
with manufacture 
McFadden, prior to 
BPN Appliance 
forum in Columbus 
The two should know 
of what they speak 
Winkler is genera 
sales manager of 
firm McFadder 


president of b 






























































estimate on 13 gal. per 1000 Btu 
heat loss, and states that for the 
past three years this formula has 


been very satisfactory. g 


Six manufacturers, 10 dealers, two suppliers, and two industry magazine men sit down 


to talk LPG appliance sales Loss of customers 


Discussion of general sales prob 
lems opened with an analysis of 
normal annual loss of customers, 
who must be replaced to maintain 
a constant volume of gas business. 
Albanese reported this loss amounts 
to between 10 and 15 per cent per 
year. Adams also reported 15 per 
cent. Causes of these losses are 
non-payment of bills, competitive 
losses to electricity and other LPG 
dealers, extension of gas mains, 
yoing out of business, or moving 
away 


Getting new customers 


Means of replacing these lost 





Listening attentively to LPG dealer Floyd Rupert (second from left) are BPN editor customers and acquiring additional 
new ones include working closely 


with heating contractors and build- 
ers, Who are giving fine cooperation 


Abell and dealers Fram, TenBrook and Gawthrup 





in Many areas; various forms of 


Fifth BUTANE-PROPANE News cooperative advertising participated 
in by LPG dealers and local utili- 
Appliance Sales Conference ties; development of customer co- 
Columbus, August 27, 1957 operation programs. Verkamp Corp. 


and Ideal Gas Service are advertis- 


* MANUFACTURERS ing along the general theme, “You 


Herman EF. Winkler, Stewart-Warner Corp can take it with you, to tell people 


John C. Davidson, Airtemp Division, Chrysler Corp moving to the suburbs that their 
George H McFadden The Ohio Foundry & Manufacturing Co reser ee ‘ + » 

, sent gas appliances can be re- 
Robert A. McGovern, Holly Manufacturing Co. & Reznor Manufacturing Co & PI am Be) es 
Paul A. Ryan, Janitrol Division, Surface Combustion Corp 
Charles Owens Janitrol They offer to make the conversions, 


calibrated and used with L. P. gas. 


and both companies endeavor to 

* SUPPLIERS sell modern high quality appliances 

B. F. Albanese, Esso Standard Oil Co to replace any which are obsolete 
J. M. Quicke, Esso or in bad condition. 

The Ohio LPGA is sponsoring 


* L. P. GAS DEALERS a highway sign campaign, on which 


George Gawthrup Kentucky LP Gas Co., Winchester, Ky the utilities pay about one third of 
A. H. Withrow, Verkamp Corp., Cincinnati the cost. Ther . ave enaciel das! 
Forrest Fram, Fram Heating Co., Chagrin Falls, Ohio ac CORK. ere are Special deals in 
Bernard F. Handley, Modern Gas & Appliance Co., Dayton Ohio which appliance manufacturers also 
Lyman Adams, ideal Gas Service, Wooster, Ohio share part of the cost of signs. 


J. H. Adams, Ideal Gas Service 

H. C. TenBrook, Ready Flame Inc., Kokomo, Ind 

F. J. Rupert, Ohio Gas & Appliance Co., Columbus sults from a campaign to make “‘add- 

James Eiler, Realaas Products Co., Lebanon, Ohio on” sal — a , : 
sales to customers whose time 

H.C. Davis. President, Ohio LPGA, Lebanon, Ohio 


Mr. Albanese reported good re- 


payment purchase contracts are 
nearly paid up. Ideal Gas Service 


« OTHERS 
has had excellent results from 


Carl Abell, Editor, BPN Conti ; 110 
Howard Baird, Cleveland Mgr., BPN ontinued on page 
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Affi] exclusive 


L. P. gas chosen for first of 44 


plush motels across the nation 


By HARRY J. MILLER 


T the foot of the Sunshine 
Skyway Bridge in St. Pete 


burg, Fla., stands the swank new 
100 unit $114 million Doctors Mo 
tel. The first in a coast-to-coast 
chain of 44 such 
Motel 
water, swimming pool, and food 
with L. P. gas. 


motor courts, 


Doctors heats its rooms, 


Between $85,000 and $100,000 
worth of L. P. gas apliances went 
into the St. Petersburg motel, al 
most all of which was sold and 
installed by Gulf Cities Gas Corp 
of that city. And Gulf Cities sup 
plies all of the LPG consumed by 
the motel 
month. 


about 38500 gal. per 


That’s a nice account for any 
LPG dealer, but it didn’t just fall 
into Gulf Cities’ lap. It came about 
after the L. P. gas dealership de 
cided to actively enter the motel 
market, a decision made after tak 
ing a good look at the growing 
tourist court industry. 

“Some L. P. gas dealers may 
have overlooked the fantastic po 
tential among these travel-haven 
for tourists,” said William J. 


{ 


King, general sales manager fot 
Gulf Cities. Or they may have 
forgotten that the prime bill of 
goods the motel has to sell is a 
comfortable night’s sleep, and that 
this entails all the creature com 
forts like heating and hot wate) 
and air conditioning that LPG 
And clean 
the chief bugaboo of mo 


makes possible cleanly 
liness is 
telmen the country overt 

Add to this the fact that LPG 
provides other basic needs of thess 
hostelries regardless of their some 
times hinterland location, and the 
profit-picture from soliciting L. P 
especially 


yas contracts, among 


new motels, is a pretty one indeed 
as Gulf Cities found 

It might be argued that Gull 
Cities has a discouraging edge 
over gas dealers located in other 
“ain't necessaril 


low atio 


areas, but this 
30.” True, this dealer’ 
in the land of noise and neon is i} 
an area of mushrooming growth 
For example, a scant two yeat 
ago, when the multi million-dollar 
Sunshine Skyway bridge acros 
Tampa Bay had been open one 
year, only nine motels, some not 


vet finished, could be counted along 


The swank 100-unit $1'/4 million Doctors Motel 
has installed almost $100,000 worth of LPG 
appliances for heating rooms, water, and pool 


and for all restaurant uses. 








the approach to the giant pan 


loday, the count is over 30 motel 
vith more under construction 
But the best available statisti 
how that L. P. gas dealer in all 
ections of the country can take 
advantage of this exciting prospect 
for gas and appliances. (For a full 
report, see “The motel market i 
big and growing bigge) in 
the June 1957, issue of BUTANE 
PROPANE New 
When Gulf Citie 


found that a 


fabulou new motel wa being 


planned for its marketing area, if 
decided that the time to jump in 
and yet a share of the market wa 
now. Sales Manager King planned 
“a Vigorou campaign to promote 
LPG as the fuel for the motel and 


the extra effort paid off 


ae 



































A “a result Doctor Motel, re 
putedly the most luxurious hostelry 
in the entire plush St. Petersburg 


every one of it 100 
unit vith LPG, heats all of the 
with LPG, heats it 
with LPG, heat 
its restaurant and with 


aurea, heat 


motel wate1 
swimming pool 
lounge 
LPG, heats restaurant water with 
LPG, and cooks, rrills, 
fries, heats, and bakes its restau 
rant meals with LPG 


broil 4, 


Rooms are heated by a total of 
100 L. P. gas-fired Trane heaters 
The heaters are recessed into the 
ceilings and each is controlled with 
its own individual thermostat. 

Hot water for the 100 units is 
LPG-fired 50° hp 
boiles The 


wimming pool is heat 


provided by an 
Kewanee 
62,000 gal 


attractive 


ed by a Laars Engineers pool! 


heater. Fired with L. P. gas, the 
pool heater has a 567,000 Btu out 
put. 

The motel’s modern restaurant 
and lounge are heated with Jani 
trol LPG unit heaters. Water for 
the restaurant is supplied by two 85 
gal. LPG-fired Crane water heaters. 

And the food preparation equip 
ment in the restaurant is all 
in 2. 
Man ranges, 
Blodgett bake ovens. 
Vulcan-Hart 
Keating 


steam 


gas-fired, including Lazy- 


Vulcan ovens, and 
Steam tables, 
broilers and grill 
fryers and Cleveland 
pressure cookers also Op- 
erate on LPG. The dining room 
features Chicago Combustion Co. 
open-type “charcoal” broilers. The 
actually lava reck, be- 


high-Btu 


charcoal is 
neath which is located 
L. P. gas burner 

Gulf Cities Ga 
cial reason for putting in an ex 
effort in 
order to convince the owners of 
Doctors Motel that LPG is an ideal 
fuel for its use ; 


There are 43 simi 
lar motels just like the St. Peters 


Corp. had a spe 


traordinary amount of 


burg unit yet to come. Owned by 
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Motel 
luxury living at its best, 
thanks to L. P. Gas. 


Doctors offers 



































a group of Kansas City stockhold- 
ers, the plan is to span the United 
States with Doctors Motels during 
the coming 10 years. Ground has 
already been broken for the second 
unit in Kansas City and another 
planned for Gulf 


marketing area. 


one is already 
Cities’ Locations 
for two others have been selected. 
toward the 
Interstate Highway 
System, the chain plans to build all 
of its motels at strategic federal 
highway terminals. 


Kying the movement 
new federal 


(For a com- 
plete report on the highway sys- 
tem including a map, see “Huge 
market for LPG dealers in $50 bil- 
lion highway program” in the May 
1957, BUTANE-PROPANE 
News.) 


issue of 


“Our thought,” said Gulf City 
Gas’ King, “was to get a foothold 
for LPG in the first of these estab- 
lishments, with the idea that the 
operating management would con- 
sider LPG installations in every 
one of its motels as fast as they’re 
built. Thus we sought to pave the 
way for other L. P. gas dealers in 
the vicinity of the to-be-built mo- 
tels to go after this lucrative busi- 
ness Which helps level off seasonal 
gas demand,” 

Key man whom Mr. King con- 
tacted was Joe M. O’ffill, president 
Motels 
Inc., the parent company in Kansas 
City. It was Mr. O’ffill who con- 
ceived the basic plan for the mo- 


and sparkplug of Doctors’ 


tels, interested others in joining 
the company, and who for years 
cherished the idea of a chain of 
super-motels in conjunction with 
the new federal highway system. 

How Gulf Cities Gas went after 
the gas contract is a saga in it- 
self, since interest in L. P. gas for 
the kitchen was sparked by an 
LPG dealer in Kansas City. “We 
went out to Kansas City, where the 
Kansas City architects and engi- 
unfamiliar with the 


neers were 








type of LPG equipment required. 
They needed to know more about 
Servel, so we negotiated through 
the Kansas City Servel people. 
“However, prior to the trip, we 
worked with—and on—Mr. O’ffill 
until construction was started here 
in St. then we 
continued to parlay our pitch by 


Petersburg, and 


close contact with their local build- 
ing superintendent. In_ taking 
along to Kansas City two of our 
key men, we pointed out that a 
Kansas City gas dealer wouldn’t 
be on the spot 
ment at St. even 
though it was a Kansas City deal- 
er who had sparked the first inter- 
est in the use of L. P. gas for the 
local building. 


to service equip- 
Petersburg, 


“On the other hand, being with- 
in hailing distance of the motel 
here, we could guarantee fast ser- 
vice. By the same token, we'd not 
attempt to handle a gas deal in a 
distant state, although we stand 
ready to offer any LPG dealer the 
benefit of our experience in the 
set-ups we made and which tran- 
spired in our dealings with the 
motel-building corporation. 

“One of our prime arguments 
in favor of LPG was that the oil 
equipment 
nally specified would have cost over 
$3000 more in installation costs, 
besides creating a more costly 
maintenance problem. The oil heat- 
er was to burn No. 6 oil, and this 
meant adding other equipment like 
an oil preheater and elaborate con- 
trols. Then we pointed out the 
recognized speed and efficiency of 
gas for restaurant needs. 

“The LPG dealer who seeks te 
motel builder in his 

services must 


which had been origi- 


interest a 
product and start 
working for a gas contract while 
building plans are in the making 
and even warns Mr. 
King. “It is keep 
constant contact with the architect 


before,” 


necessary to 


and be right at his elbow to supply 
him with any information he may 
want on LPG and its 
appliances, and 


manifold 
quickly 
available data on any phase of in- 


maintain 
stallation and maintenance costs. 
The architect is usually our prime 
target, since our whole-hearted co- 
operation and willingness to serve 
may result’ in 
stated as to eliminate any other 
fuel but LPG. 

“We also find it 


specifications so 


profitable to 
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keep in close touch with manufac- 
turers’ representatives the country 
over because in many .cases the 
local dealership is granted a com- 
mission on an _ installation far 
from his home-based headquarters 

so long as an LPG installation 
came about by reason of his sua 


Sion. 


“It sometimes happens, for ex 
Florida 
may be designated to draw plans 


ample, that a architect 
for a motel half way across the 
nation. If, as a result of our ef- 
forts, LPG is specified for that 
particular motel, then we stand in 
line for a satisfactory profit for 
our efforts, even though we our- 
selves find it impractical to make 
the distant installation. 

“Besides, we'd not be on the 
spot to service it, yet by sparking 
the architect’s interest in LPG 
equipment, we make a 
profit and, at the same time, bet- 


modest 


ter the national LPG picture.” 
Through continuing contact with 
local businessmen, newspaper in 
formation and dispensers of finan 
cial and credit 
Gulf Cities Gas 
forever on the alert for new con 


information, the 
organization is 


struction in the area. The dealer 
ship counts real estate men a po 
tent source of such advance new 
“These fellows often know just 
what the land they sell is to be 
used for,” said Mr. King. And he 
inaugurates a search at 
either for the 
the architect or the builder. Or, 


once, 


owner, the buyer, 


as a matter of ethics, he belabors 
the architect for permission to con- 
front the owner with a rundown 
on LPG for the proposed establish- 
ment. 

“The LPG dealer must get in on 
the preliminary planning, other 
wise he'll find the cards stacked 
against him by the competition 
Sure, it takes legwork, and you've 
almost got to be a kissing cousin 
with the architect, but it’s impera- 
tive to promote your product to the 
hilt if you would add the bonanza 
of a big motel to your accounts,” 
stated Mr. King. 

He warns: “As soon as a prop- 
erty changes hands, get to work! 
And if you’ve a man constantly 
offering assistance to the archi- 
tect, you’re bound to get the first 
nibble.”’ 

While all other LPG equipment 
was sold and installed by Gulf 
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Cities, it lost out to a lower bidder 
on the kitchen equipment This 
plum was snagged by a regular 
restaurant supply house 

“It’s next to impossible for a 
gas dealer bidding a new installa 
hotel 
houses,” Mr. 
King explained. ‘Sure, we had the 
opportunity of bidding on items like 
a plate warmer at $1400 and ranges 
broilers, 


tion to compete with these 


restaurant supply 


grills, fryers and steam 
tables that ran to more than $5000 
for this gas-burning equipment. 
“But the 
house can offer these items cheap 
er than the LPG dealer, for th 
simple reason it makes it up on 
the profits derived from 
items like tables, 
ware, and 


restaurant supply 


supplying 
chairs, silvei 
other such sundries, 
Which, obviously, aren’t the prov 
ince of gas dealers 

“Most 
ding, is that where the LPG deale: 
is alerted to the fact his bid fo: 
these items will run too high, it i 


important facet of bid 


far better policy to work alony 
with the restaurant supply house 
and extend full cooperation, fo) 
the sake of landing the motel a 
a gas contract. 

“But, 


restaurant 


where the competitive 
supplier has sold the 
motel on electrical equipment, then 
we fight tooth and nail for accep 
tance of gas-cooking units 

“For example, at the Crown 
Motel on Treasure Island, we had 


Typical room, below, has wall thermostat 


Warm and 


individual temperature control 


air enter through register on rear wall 


a hassle with a supply house which 
efforts to 
sell the management on electrical 


was making strenuous 
inits. Our figures showed the mo 
tel could save $3500 on wiring 
alone to supply the high-wattage 
inits, and a saving of $1500 on the 
proved that 
gas would result in a $5000 econ 


omy just in the kitchen! 


equipment. Thus we 


“As a consequence of our ef 
forts, Crown uses electricity for 
lighting and the kitchen refrigera 
tion only, and this account uses 
about 2800 gal. of LPG monthly 

“The LPG dealer has a cudgel in 
his battle against electrical equip 
ment in that he can prove that the 
bare price of similar units for gas 
+ than the 
wiring and expensive controls of 


use is at least a third le 


electrical installation This is a 
‘natural’ asset in his favor which 
dealer needs to maintain 
Other in 


valuable selling points are reputa 


the gas 
and promote to the hilt 


tion, top flight service and delivery 
facilities, close -to-customer con 
tacts and after-sale calls to insure 
atisfaction with LPG and LPG 
appliances, 

“For example,” said King, “on 
one typical bid, an electric oven 
cost $945, while a gas oven of equal 
ran $540. Since the 


electric unit had also to have 


capacity only 


for 
cool 


Heating 


units are shown in inset at right during installa 


tion 








Key men behind the Doctors Motel are shown in St Petersburg The trio who made 
Motel officials on L. P. gas are shown back at their Gulf Cities 
Gas Corp. office. E. R. Donaldson (left) and Earl Schreiner (cen 


Fla after voicing approval of LPG 


Thomas C McCarthy general manager 


They are (left to right) 
Joseph M. O'ffill, presi 
dent: and Henry J. Hayn, assistant to the president 


the trip to Kansas City to sell Doctors 


ter) listen as General Sales Manager King talks on the telephone. 





heavy wiring, this boosted its cost 
to the point where we ran away 
With the contract 

At one motel the architect hadn't 
pecified electricity for the kitchen 
utilitie but had recommended 
yas. However, the motel owner was 
wangled into getting a separate 
bid for wiring the kitchen. It was 
a disastrous move for the electri 
cal bidder, since the large cable 
ervice and expensive controls im 
mediately balanced the scale in 
favor of gas equipment 

That such a highly 
beneficial to a ya bid is Mr 


King’ 


course l 


unshaken belief 
“If the gas dealer can convince 
the architect that in all fairness 
to hi 


be invited for the kitchen and the 


client, separate bids should 


air conditioning system, the pl 


ture will invariably portray the 
installation, be 


price of 


economy of a ga 


cause the Wiring is a 


hidden part of the general cost,” 


ays this astute sales manage) 
The 21 kitchenette units at Doe 

ton Motel 

electri 


were equipped with 
combination range-refrig 


erator-sink unit Since these are 


kept locked unless a tourist want 
to use one and since gas used by 
this source is small, Mr. King felt 
it unwise to get into a hassle over 
them. 

Gulf Cities’ Karl Schreiner of 
the company’s air conditioning 
division, bemoans the absurdity of 
an incomplete line of gas air con 
ditioning units presently available 
to the LPG dealer which places 
him in the position of offering 
units that cost twice as much a 
comparable electrical equipment. 

Schreiner was one of the trio 
which trekked to Kansas City to 
ell the Doctors’ Motel corporation 
on LPG. With him went Mr. King, 
his sales manager, and E. R. Don 
aldson, manager of Gulf Cities’ air 
conditioning division. There is no 
mistaking their optimistic outlook 
for the 


motels in the chain as prospects 


remaining 43. six-figure 


for LPG, now that they’ve opened 
the door to its use at St. Peters 
burg, 

Aside from the plethora of these 
travelers’ havens that will be built 
along the vast network of federal 


highways now spreading across the 


Left, all cooking at the 
plush motel restaurant 


is done with L. P gas 


Right everything is 
baked to tempting 
goodness in L. P. gas 


bake ovens 


land, there is an astounding mar- 
ket for the gas dealer in the up 
yrading of facilities in the motel 
With travel up 10 per 
1955’s_ daily 


persons ac- 


business. 
from 
1,302,111 
commodated at the nation’s motels, 
motel 


cent in 1956 
uverage of 
owners are refurbishing 
their units and buildings to attract 
For 1957 they expect to 
house a million and a half guests 
every night. 
the total number of rooms spells 
a terrific potential for the alert 
L. P. gas dealer, especially in view 
of the prediction by the American 
Motor Hotel Association that mo- 
tel capacity over the next decade 


travelers. 


Such an increase in 


will be increased by an additional 
million units. 

The Doctors’ Motels Inc. chain 
is evidence of this fabulous growth 
and of the desire by motel builders 
and owners for the best of fuels 
vas. 

And Gulf Cities Gas Corp. is evi 
dence of at least one L. P. gas 
dealership that is ready to cash in 
on the motel growth and of the 
L. P. gas dealer’s ability to sell 
motels the best of fuels—gas. @& 





The motel officials didn't ask for LPG, Gulf Cities sold them 


Above, gas-heated steam tables keep Doctors Motel cuisine always 


ready for serving, always luscious. 


Right, suspended unit heaters are used for heating the 


taurant's kitchen and dining areas. 





~ 
a i 
The motel's 62,000 gal. pool is heated by a propane-fired 567,000 
Btu pool heater 


Above, two 85-gal. water heaters supply all hot water needs for 


the busy restaurant. 


Below, three underground propane tanks, accessible through man 
holes, provide the 3500 gal of LPG per month consumed by the 


motel 


The roast will be juic and tender when taken out of 
| y 


this L. P. gas-fired oven 






















































































































































































































‘57 sales lag behind '56, but . .. 


Director ° 
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By EDWARD R. MARTIN, 
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Upswing in appliance sales seen in ‘58 
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1958* 


1957* * Consensus 





1) ki to several reason ile contemplated sales picture over 
of almost all types of ga the next 18 months, it is advisable 
ippliances so far this year lagged to take a brief look at over-all 
behind the record high et in appliance and equipment sales 
1956. What can we expect in the performances during the first six 
vay Of gas appliance ales dut months of this year. Unit sales 
ng the rest of 1957 and—more have been somewhat less than 
important—in 1958? pectaculat The following  per- 

These “General Busine Out centages indicate the relationship 
ook urveys are designed to pre of first half sales during this year 
ent the composite of gas appli to sales during a like period of 

ince and equipment manufacture! 1956: 

thinking with regard to neat 

future sales volume This cur Oil-fired central 

rent “consensus” deals with an heating equip- 

ticipated sales volumes during the ment .down 13% 
econd half of 1957 and the calen Gas-fired central 

dar years 1957 and 1958 heating equip 
Prior to viewing our industry’ ment down 14° 
SALES 

IN UNITS 

2,800,000 

2,600,000 - = a 

2.400000 } 

cand GAS APPLIANCE | _ 

2,000,000 7 

1956,1957 & 1958 
1.800,0Q0 

1,600,000 lial ae 

1,400,000 

1,200,000 — 

1,000,000 — 
800,000 — 
600,000 = 
400,000 — 
200000 _ - os 

DOMESTIC AUTO. GAS GAS CENTRAL GAS DIRECT 
GAS RANGES WATER HEATER HEATING EQUIP HEATING EQUIP. 





and Statistics 


Klectric storage 

water heaters ...down 17% 
Automatic gas wa- 

ter heaters down 11% 
Electric ranges down 19% 
Gas ranges down 11% 
These figures are indicative of 
the entire major appliance and 


field 


tial appliances 


equipment The only residen 


to record increases 
during the first half were gas and 
electric Laundry 


built-in ranges. 


appliances, refrigerators, freez- 
ers, incinerators and food waste 
disposers, to mention a few, are 


all selling below last year’s levels. 


Therefore, while this survey pre 
sents figures that are negative, it 
should be kept in mind that we 


are now in an economic cycle that 
is not conducive to appliance and 
equipment sales. 

Chief among the reasons is the 
current decline in new housing 
starts which, in turn, is strongly 
influenced by the relatively slow 
period of new family formations. 
Economists, in general, predict an 
increase in new families along 
about 1960 as World War II babies 


begin to reach marriageable age. 





and equipment 
of 1957 


appliance 
sales—2nd half 


Gas 


In all instances, save gas built- 
in ranges, manufacturers expect 
second half sales volumes to be 
below the levels of the second 
half of 1956. 

In the case of gas ranges and 
water heaters, second half sales 
will be somewhat stronger, but 
still below the volumes attained 


in the similar period of last year. 

Traditionally, sales of gas-fired 
heating equipment are stronger in 
the second half of the year. This 
will be no but 


year exception, 
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while the volumes will be mark- 
edly greater during the July-De 
cember period, and while in the 
main the decreases will not be as 
sharp as in the first half, the gas 
heating industry expects to wind 
up the year well below the 1956 
standards. 
Gas appliance and equipment 
sales, 1956, 1957 and 1958— 
Recognizing that current eco 


nomic conditions exert a strong 


influence on forecasting future 


volumes, gas appliance and equip 
ment manufacturers look for only 
a moderate upswing in sales vol 
umes for the calendar year 1958 
However, it is significant that their 
thinking appears along practical 
lines and is in tune with the pre 
diction that family formations 
will not again become a dominant 
factor until the early sixties. Ac 
tually, there are many elements in 
the current economy which could 
tend to lead to moderate increases 
in appliance and equipment sales 
The FHA’s recent actions easing 
mortgage requirements is. one 
such element. 
Summarizing gas appliance and 
equipment sales trends, and look 
ing at the industry in its entirety, 
the consensus is that 1957 unit 
sales will be 10.9 per cent below 
1956, and 1958 will be about 2 per 
cent greater than 1957. 
then, is 


The present outlook, 


that while 1958 shapes up as a 
slightly better year for gas appli 
ance and equipment sales, manu 
think 1958 will 


be a year in which they will re 


facturers do not 


coup the sales losses of 1957, for 


they do not anticipate next yea1 
sales to equal 1956 levels 

The charts and 
table compare 1956 unit sales 


accompanying 
with 
the contemplated levels of 1957 
and 1958. 

Representative groups of manu 
facturers of other gas appliances 
and equipment also look for in 
creased volumes in 1958 over 1957 
For example, the consensus is that 
volumes will be 
Most 
gas clothes dryer manufacture) 
also look for 
1958. 


gas incinerator 


up 22 per cent over 1957 


improved 


In the sale of non-residential] 


gas equipment, unit heater manu 


NOVEMBER, 1957 


SALES 
IN UNITS 
350.000 
325,000 
300,000 
275,000 
250,000 
225,000 
200,000 
175,000 
150.000 
125,000 
100,000 
715,000 


50.000 














25.000 


a hl 


1956 1957 


1958 sales to in 
duct 


manufacturers look for sales to 


facturers expect 
crease 8 per cent; furnace 
rise 14 per cent; and commercial 


range manufacturers ee 1958 
unit sales at 18 per cent over 1957 
sales 

The remainder of this article 


presents a summary of manufac 


turer thinking, item by item, on 
sale trends for the balance of 
this year and during 1958. Sev 
eral manufacturers of automatic 
controls have participated in thi 


General Business Outlook tudy 


and their thoughts have been in 


corporated into the resul 


Domestic Gas Ranges 
Manufacturers expect total in- 
dustry volumes to approximate 
1,977,700 during 1957, or 
9.2 per cent below the sales vol- 
1956. Looking 
current thinking is that 


units 
umes of towards 
1958, 
sales will increase 2.0. per cent 
over this year’s volume and ap- 
proximate 2,017,400 units. These 
figures include both free-standing 
and built-in units. 
FREE iw 
RANGES—The consensu 
indust1 sales for 1957 


wn 11.0 per cent fron 


GAS VENTED REC-~ 
WALL HEATERS 


Be) 


1958* 





GAS APPLIANCE 
SALES 
1956,1957 & 1958 











GAS 
FLOOR FURNACES 


* Consensus 


and approximate 1,790,000 unit 
Next year, 


expect 4a10CS8 to be h pel 


1957 and 


1958, manufacture 
cent 
greater than in total 
1,799,900 units 

Eleven reporting companies ex 
pect to do increased business next 
year while six expect their free 


tanding volumes to be from 5 te 
10 per cent less wo companie 
felt their 


tantially 


volume would be ub 


unchanged. Thu white 


the consensu is that indu 


volumes will approximate 


000 unit in 1958, industry 


could be increased a much a 


7.1 per cent ove! 1957 and ap 


proximate 1,917,000 free-standing 
range 
BUILT-IN 
Manufacturers expect 1957 sal 
be 13.6 per cent greater than 
preceding year and total 
The anti Ipa 
ime Will rea 
16.4 per cent 
1957 
pondent 
Hpusines 
? the current 
“ale Will 
po ible the 
much as 22.5 pe 


220 OOO unit 





ANTICIPATED GAS APPLIANCE INDUSTRY SALES (IN UNITS) 
Second Half of 1957 and Calendar Year 1958 Compared with Sales for 1956 





Second Halt Annual Data 


“7, Change 
1957” 1956 ‘; Change 1957* 1956 “) Change 1958* from 1957 








Domestic gas ranges 
a. Free-standing 911,400 1,000 ,500 8.9, 1,790 ,000 2,012,100 11.0°, 1,799 ,000 + 0.5% 
b. Built-ins (oven-broiler units) 97 , 300 87,700 +10.9 187, 700 165 , 300 +13.6 218 ,400 + 16.4 


ce. TOTAL 098 , 700 1,088 ,200 a 1,977,700 2,177,400 9.2 2,017,400 
Automatic gas water heaters 258 ,400 1,259,400 j 2,590 600 2,762,100 ; 2,629 ,000 
Gas central heating equipment 

a. Warm-air furnaces 412,000 458 ,500 713,000 812,600 of 768 ,000 
b. Boilers , 800 59,300 ; 92 600 96 , 300 3.8 98 ,000 
c. Conversion burners , 700 124,200 147 ,000 186 , 900 ‘a 143 ,500 
d. TOTAL 500 642 ,000 . 952 ,600 1,095 , 800 3. 1,009 ,500 
Gas vented recessed wall heaters 000 178 , 900 3 296 500 325,100 ; 284 ,600 
Gas floor furnaces 58 , 900 74,500 102 ,200 122,100 me 94,500 


Gas direct heating equipment 000 1,149,200 ; 1,373 ,000 1,700 ,000 Re 1,400 ,000 


* (Consensus 





Automatic Gas FACTURERS look for sales of Other Gas Appliances and Equip- 
Water Heaters 713,000 units in 1957, 12.3 per cent ment Consensus, 1958 Compared 
ater Heaters oa ie : ; ’ 
below the levels of 1956. Next with 1957 Unit Volumes 
year, 1958, sales are expected to 
: increase 7.7 per cent over 1957 Gas-fired unit heaters Up 8.3%, 
try sales to total 2,590,600 units, and approximate 768,000 units. ict ell ; ue 7s 
)) > ‘@ » : Ts : dead . 4 ‘ommercial gas range , 
6.2 per cent be oni last year. A Thirty-three of 49 responding Fe or Up 22.1 
slight increase (1.5 per cent) over companies expect they will do Gas clothes dryers Insufficient Data Received 
1957 is expected during 1958 and 


the consensus is that next year’s 
sales will be 2,629,000 units. 
Twenty-seven of the 36 respond 


Automatic gas water heater 





manufacturers expect 1957 indus- 





greater business in 1958; six ex- 
pect lesser volumes; the remain- 
ing 10 companies either felt next cline of 2.4 per cent from this 
year’s volumes would be substan- year. 


ing manufacturers look for their tially unchanged or did not reply. Eleven of 29 responding com- 


own company volumes to increase 


sSased upon the sales which re- panies anticipate increased vol 


next yen! Six expect moderate spondents expect their own com- umes during the coming year; 
decreases, while three anticipate panies to achieve, 1958 sales could seven expect lesser volumes; and 
1958 volumes to equal the volumes rise 10.4 per cent over this year the remaining companies feel 
and total 787,000 units. their 1958 volumes will be the 

GAS BOILER MANUFAC- same as this year, or did not re 


TURERS expect their industry to ply. Accordingly, 1958 industry 


of this year 
A full analysis of individual 
company replies places an over-all 
increase of 11.2 per cent (1958 . : ; ‘ ; 
Is | ‘ amass sales of 92,600 units this sales could increase as much as 
over 1957) within the reach of ’ “"y r 9 ; ~ 10K7 « 
year, or 3.8 per cent below 1956. 5.3 per cent over 1957 and ap- 


the st Vith all mi: fac er 
he industry. With all manufac They anticipate sales of 98,000 proximate 155,000 units. 


turers performing up to their ex 


: units in 1958, or 5.8 per cent more 
pectation, 1958 sales could reach 


2,881,000 units than will be sold this year. Vented Recessed Gas Wall 
5) Only one responding company Heaters and Gas Floor 


‘ ‘s ‘ ‘xpects 3 958 sales ¢ be- 
Gas-Fired Central expects his 1958 sales to fall b » avec 
y ; low this year’s volumes; 20 look Furnaces 


Heating Equipment for increased business; and two Manufacturers expect gas 

Manufacturers of gas-fired cen- expect their sales to be substan- vented recessed wall heater sales 
tral heating equipment (warm-air tially unchanged. On this basis, to approximate 296,500 units in 
furnaces, boilers and conversion 1958 sales could increase as much 1957, or 8.8 per cent below last 
burners) expect 1957 unit sales as ll per cent, to 103,000 units. year. Sales in 1958 are expected 
to be 13.1 per cent less than dur- GAS CONVERSION BURNER to be 4.0 per cent less than in 1957 
ing 1956 and look for 1958 vol- MANUFACTURERS expect this and reach a total of 284,600 units. 
umes to rise to 1,009,500 units, 6 vear’s sales to fall 21.3 per cent With regard to gas floor fur- 
per cent greater than expected below 1956 and approximate 147,- naces, the 102,200 units which 
1957 sales. 000 units. In 1958, they expect manufacturers expect their indus- 

WARM-AIR FURNACE MANU sales to total 143,500 units, a de- Continued on page 112 
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How to make sales talks hit the target 


poe is nothing that can 
throw a salesman for a loss so 
quickly as a “canned sales talk.” 
By this is meant a prefabricated 
talk which the 
rizes and then tries to use in its 


salesman memo 
original form with all prospects 

The principal trouble with the 
canned sales talk is that it is in 
flexible. It contains all the ele 
effective 
tion, but it is worked out to cover 


ments of an presenta 
one specific case. It will fit that 
case, but the trouble is that too 
few sales interviews fit that par 
ticular pattern. 

Sales interviews are always dif 
ferent, even though the appliance 
to be sold may be identical and 
the place of installation may be 
remarkably similar. The 
for the differences in sales 


reason 
inter 
views is that all people are differ 
ent. 

They have different 
dislikes, different 
and experience, different 


likes and 
backgrounds 
family 
situations and needs, and differ 
What 
very strongly to one 
might leave 
cold. If 


you must gear 


ent desires. might appeal 
prospect 
another absolutely 
you are to sell effectively, 


talk and 
presentation to the needs and de 


your sales 


sires of the individual 


Exploratory questions 


In the light of what you know 


about your products, what the 
needs may be 
different than 


what she has in mind. The in 


prospect actually 


something quite 
terview should open with a series 


NOVEMBER, 1957 


By CARL ABELL * Editor dryers, you 


much space | 


need to know how 
available, whether 

it is in the kitchen, service 
f exploratory questions. This a 7 


poren 
basement, and what plumbing 
plies both where you have a sele facilitie and venting arrange 


With wate) 


know the 


tion of models as in ranges and ments are available 


space heaters and where you have heaters you need. to 


a choice of only one as is quite number of people in the famil 


likely the case if the item to be how many 


old Is 


bathrooms are in the 
a combination wasnel house, whether she ha i dish 


dryer. The questions that you ask washing machine, and whether 


should he 


purposes 


planned to erve two he now has o1 expect to have an 


first, to give you the in tutomatic washing machine In 


formation recom all these ituations, you need to 
know what will be the peak re 


quirement for the 


necessary to 
mend the correct selection, and 
econd, to show her that you are 


sincerely 


appliance 


interested in her prob Only by having this information 


lem in advance can you avoid selling 
The size of the family is impor- the wrong size unit 
tant in nearly all of these case People resent having strange) 
You need to have this information isk questions that are “nosey” or 
in discussing ranges, water heat “none of their busine ’ Some of 
ers, refrigerators and dryers It the question ised to get the 
frequently helps in talking about 
hould wrong so they 
know the size of the house in sel! You cannot cross 
With washers and till hope to do busine 


combination washe1 You are not trying to prove that 


above information can be phra ed 


heating equipment. You develop resentment 


examine a pro 
ng heating. pect and 
dryer Oo! 





Suggested Pregram for Sales Training Meeting No. 3 


Every sale is an individual problen o no standard sales talk 


effective in all cases. This article gives some more of the mental 
iles to enable each salesman to build kind of sales talk tha 
use most effectively in building his own planned sales present: 
the third training meeting, the article shoul scussed by all 
tendance and then each mar hould be ven a set of circumstances 
around which to make a sale ilk befor 

director or one of the sale i he istome) 

making the talk first get the infe t 1 he 


loose with his own talk built 


need 
explained in this article, then have him 


around the three part formu! 





anyone Is wrony you merely 
want to do what is best for the 


customer. You phrase your ques 
tions to show that attitude 


“How many people do you cook 
for?” is certainly a better ques 
tion to ask a range prospect than 
“How many are there in 
family?” The first 


veal it 


your 
question re 
purpose, and also it re 
mind the prospect that he 
quite a lot of time over the 
tove It start 


pend 
preparing her 
mind for what you are going to 
tell her later about the time she 
can ive and the work and dis 
comfort she can avoid by buying 
the model equipped with full auto 
matic controls 

If your pro pect appeat to be 
4a young married woman, you 
should always find out if she has 
mal] Children All 
like to talk 


te) Having thi 


young mothers 


about their youny 


information 
can help you to sell warm floor 
adequate 


refrigeratot capacity, 


enough hot wate) to meet the 
needs for bathing, washing and 
plenty of oft dry 


diapers, and extra 


anitation, 
time for the 
dozens of chores connected with 
raising the family. “Do you have 
mall children?” will generally 
ketch of the 
her children, 


get you a detailed 
number and age of 
and in many case will tell 
whether any additions to the pres 
ent family are planned 

“How 


need?” is a very 


much hot water do you 
good approach 
with a water heater prospect. 
Much better than “What size wa 
ter heater would you 
he could answer that econd 
question, there is a good chance 
that her gues 
It might be quite inadequate for 
before it has lived its 


life. If you ask the first question, 


would be wrony 
her need 
it leads to an analysis of her pres 
ent and future problem—together 
you can find out what she really 
need 

This analysis can also reveal a 
healthy 


future prospect fo) 


number of present and 
wiasher-dry 
ers. It might also give you a fol 


low-up schedule on that second 


appliance sale. And selling the 
larger water heater now makes it 
easier to sell the washer-dryer 
when the time comes. She already 
has sufficient hot water capacity, 


so she will not have to buy a new 


44 


like?” If 


water heater to keep up with the 
needs of the washer. 


Three-part formula 


indi- 
successful selling is made 


As the above discussion 
cates, 
up of infinite attention to small 
Their proper 
requires study and planning. This 


details. execution 
approach to your selling problems 
enables you to replace the canned 
ales talk with a planned sales 
talk, which enables you to fit any 
ales situation with its own indi- 
vidual structure built up of care- 
fully pre-designed elements. Your 
elements of the sales talk should 
be developed to fit into the “need, 
skeleton 
month’s dis- 


difficulty, and solution” 
as outlined in last 
cussion. This procedure puts your 
shots into the bullseye instead of 
them all 


around the target. It never allows 


scattering over and 


the discussion to wander 
from that 


problem 


away 
individual prospect's 

This simple three part formula 
is the most effective way in which 
you can present the part of your 
sales talk that covers the features 
Let’s take a 
feature like’ an 


of your appliance. 
familiar oven 
thermostat and see why this is so. 
To show the difference, we will 
take an 
which gives the facts but ignores 
factors that 
make the matter of personal im- 


accurate description 


the psychological 


portance to the prospect. Then we 
will tell the same story, but this 
time we will follow the formula 
viven above. Here we go. 
“Mrs 


thermostat 


Jones, this is the oven 
Its purpose is to reg- 
ulate the oven heat to a_ prede- 
termined temperature. It is so 
sensitive that it controls your 
baking temperature to plus. or 
minus 1°. This is possible because 
of the nature of gas burners. They 
are capable of being controlled 
to a much narrower range of vari- 
ation than is possible with elec- 
Their re- 
sponse is immediate, while the 
on-and-off effect of the electric 
delayed. The 


temperature graph of the gas oven 


tric heating elements. 


element is time- 
smooth, while that of 
looks like the 
teeth of a very coarse saw.” By 
this time Mrs. Jones has asked 
herself, “so what?” and is pow- 


is almost 
the electric oven 


dering her nose in preparation for 
leaving. Shall we try it again? 
“Mrs. Jones, there is an ideal 
cooking temperature for 
thing that you want to bake or 
Holding this tem- 
perature makes the difference be- 


every- 


roast. exact 
tween making every batch perfect 
and being not-so-good. You can’t 
be a perfect cook if you must 
guess at your oven temperature. 
You can’t guess close enough. So 
our stove designers have included 
in this model a very accurate oven 
thermostat, controlled by this 


dial which shows you the exact 


Fishing for more 


heating prospects? 


e 


Reading the literature available from ap- 


pliance manufacturers will help the sales- 





temperature that will be held in 
the oven. You 
dial to the temperature called for 


simply turn the 


in your recipe. As soon as it 
reaches the correct heat, it stays 
right there until you change it. 
The control is completely auto- 
matic. If the oven gets one degree 
too hot, the thermostat turns the 
gas down. When it gets one de- 
gree too low, it turns the gas back 


up. There is no electric oven that 
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can come even close to this accu- 
rate control. With this oven your 
roasts and cakes and pies can be 
perfect every time. Your husband 
will never be telling you about 
pies like his mother used to bake.” 

This same principle applies to 
everything that you sell, and with 
some appliances the possibilities 
of dramatizing the talk are much 
than with others. The 
clothes dryer is one of the best 


greater 


from that standpoint. 

Suppose that you tell your pros- 
pect that your dryer will take all 
the water out of nine pounds of 


man gather hard-hitting points for his sales 
talk 





clothes in 45 minutes, and the gas 
to do it will only cost two cent 
So what? Mrs 


them out on the line, and the sun 


Jones can hang 


will dry them eventually at no 
cost. Shall we get closer to the 
bullseye? 


“Mrs 
dreds of 


Jones, how many 
pounds of water 

you carried out to the clothesline 
in the past year? How many times 


have you had to bring wet clothes 
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back into the house and have them 
in the way of you and the family 
to keep the baby in dry diapers? 
Which gets the stiffest when you 
hang wet clothes up in freezing 


weather—the clothes, or your fin 


gers? Mrs. Jones, when dust 

blowing, it never goes on past a 
line full of wet clothes. For some 
eason they seem to have a nat 
ural affinity. How much better it 
would be if you could be sure that 
you could have dry clothes when 
ever they are needed, without re 
gard to weather, and without 
breaking your back carrying wet 
clothes out and dry clothes in 
With an automatic washer-dryer, 
you simply put your laundry into 
the machine, turn a switch, and 
go on about your other affairs 
The machine does the entire job 
by itself, and automaticaily shut 
itself off when it is done. In the 
meantime you can do your other 
housework, or go to the market, 
or spend the afternoon playing 
bridge or going to a show. You 
clothes out of the 


machine whenever you are ready 


take the dry 


You save a lot of time and hard 
work, you have your laundry dry 
when you need it, it never gets 
soiled by dust or dropping on the 
ground, or by passing sparrows 
and it is repeatedly sterilized by 
ultra-violet light. And all without 
any attention from you while it is 
going on.” 

It is a good idea, when present 
ing these discussions on the 
difficulty, 
mula, to get the prospect to agree 


“need, olution” for 
that you have made a good point 
You do thi 


and you want to frame that ques 


by asking a question, 


tion so the answer will be “yes.’ 

There are several good reason 
why vou should have this affirma 
ve answer. The best one is that 


the prospect commits _ herse!l 


point by point through her ag 
ment that these points are 

When the time comes 
ale it would be very difficult 
her to back-track and tell you 


want to buy the 


to ciose 


sne doe not 
plian e that she has a 
There 


agreed has so many virtues 


ul psychological! factor in 
by repeatedly answer) 
’ to your numerous questio 


i mental pattern is 


which she finds it ea 


break 


her affirmation of each point as 


tinue than to Asking for 
vou make it also guides vou in the 
construction of your sales talk to 
fit this If she 


gives the wrong 


particular case 
answer t 

question, it tells you that u 
have failed to present the point 
properly, and that vou need to 
back with a 


stated review of that 


come different or 
more clearly 
point 

When you 


point agreement throughout your 


he point by 


have 
presentation you are In position 
to sum the entire matter up with 
“Mrs 
it all adds up to something like 


something like this Jones, 
this—you like to prepare perfect 
and unusual meals for your fam 
other 
things to do that it will help you 


ilv; you have Oo many 
greatly to have the automatic con 
trols that are 


mealtimes are 


built into this 
range; ometimes 
irregular because of your hus 
band’s occupational demands, so 
the low heat controls of these 
little burners will enable you to 
cook at your convenience and hold 
the different 


temperature until the 


dishes at perfect 
erving 
family is ready to eat; and you 
can control your cooking tempera 
tures for perfect results and 
therefore your meals will be more 
Wouldn't that be 


a lot to you in saved time and sat 


pertect worth 


isfaction and greater enjoyment 


for all the family?” 


Summaries 
There 


marie a everal point | yout! 


hould be minot im 


ales presentation. These are pat 
ticularly useful in emphasizing 
feature that 
These 


mall ummart are most effec 


the importance of 
offer multiple advantage 
tive they cover three or fou! 


advant ie i be overdone 


and defeat 


oul purpose 
tring it out too long ire 
ummaries are for the put 
bullding ip desire, tne 
hould be arranged in the 
of increasing importan 
particular prospect 
In ; y immat put the 
t first, and the most 
last You 


| a climax of desire in 


mportantl poin 


nould 


sing over the climax 


and then giving a point which 
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the prospect will consider rela 


tively unimportant. The mental 
state 


good; that’s 


reaction you want as you 
“That’ 


really 


Vour Case 18 
better that’ 


If the points are not arranged in 


wonderful.” 


order of increasing importance 
the reaction may be 
derful; 

That “sO 


inger and undermine the effect of 


“That's won 
that’s OK: 0 
what” 


what?” 


Impression Can 


our entire presentation 
Good advertising writers follow 
this plan in writing the summa 
rie for their copy. It will pay 
Ou to study the advertising and 
ales literature of the various ap 
pliance lines to enlarge your men 
tal inventory of these three-and 
When you 
carefully the 


arrangement of the 


four point 
do thi 


writer’ 


sumMmmarie 
conside 
point There will be cases in 
which you do not agree with the 
Vvriter’ idea of the ascending 
cule of importance. There is al 

the chance that he may not 
aware of this principle, or that 
his personal experience may lead 
him to rate them differently than 
you do 


And you 


ber to be 


hould always remem 
guided by your conve} 
ation with the customer in a) 
ranging the points so the one that 
he considers most important will 
be last. Remember, you are work 
ing to produce a condition of de 
ire, Desire is an emotional re 
through emo 
There’ 


hard way 


ponse arrived at 


tional processe no point 


in doing it the when 


results are much easier and more 
certain if you conform to natural 
mental reactions of your prospect. 


Start at the top 


The question naturally arises, 
“Should the which 
the features of the appliance are 


sequence in 


covered follow the same order of 
This is 
a good question, and the answer is 
“no.” Your 


increasing importance?” 


problem in building 
the over-all sales talk is to get 
and hold the prospect’s interest. 
That means that you should be 
vin with the features of most im- 
portance to the prospect. In con- 
structing a sales talk for your 
best CP range, you should begin 
with the features on the top un- 
less the prospect’s first questions 
or remarks indicate that she is 
more interested in something else, 
uch as the broiler or the clock 
control on the oven 
The reasons for starting with 
the top burners are (1) 80 per 
cent of the average housewife’s 
cooking is done on the top burn- 
ers, and (2) they are right up 
where they can be seen and dem 
onstrated with the greatest of 
ease. In fact, they are put in the 
most convenient position because 
they are used more than the oven 
and broiler 

So you start your sales talk and 
with the 


that you believe is most important 


demonstration feature 


to the customer. You go over all 
the points that you believe will 
be important there, and then you 


The sales talk should be developed to fit into ‘need, difficulty, and solution’ skeleton. This 


never allows the discussion to wander away from the individual prospect's problem 
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go to the next feature. It is bet- 
ter not to just jump to that next 
feature, because the prospect's 
mind may not accept that sudden 
change of interest. It is easier for 
the prospect to follow if you will 
build a smooth from 


one subject to the next, just as a 


transition 


good writer will provide a mental 
bridge writing 
trade as a transition) that links 
the two subjects. One of the best 


(known to the 


ways to do this in a range sale is 
to use the problem-and-solution 
idea. 

have ex- 
plained everything on the cooking 


For example, you 


top, and you are creating a men- 
tal meal to link the features all 
together and “put her in the pic- 
ture.” The meal will consist of 
steak, 


beans and coffee, plus the dessert 


potatoes, frozen string 
and salad. While the potatoes are 
boiling and the beans are thaw- 
ing she makes the salad and puts 
it in the refrigerator. She now has 
the problem of timing the differ- 
ent foods so everything will be 
Hubby 
is due home at 5:45 and dinner 
6:00. As hubby 
comes in the door, she starts the 


ready at the proper time. 


is at soon as 
burners under the coffee and the 
beans, and turns on the broiler. 
The steak will be better, more at- 
tractive and more tender if it is 
seared quickly, so she wants the 
broiler hot when the meat is put 
on the grid. 

As the salesman talks he is 
turning on the burners at the 
right time for each cooking job. 
Cooking the steak has 
part of the problem of cooking the 


become 
meal which began on the top 
burners. There is no mental jump 
to a new subject. The prospect 
has the connection established, 
and the salesman proceeds to give 
his point-by-point sales talk on 
the broiler. When he has covered 
all the points, he gives the three 
or four point summary, and re- 
turns to the imaginary meal. 

The transition to the oven can 
be made by saying, “Now suppose 
based on a 


the meal had been 


roast instead of a steak. That re- 


quires more cooking time, and you 


may have planned to spend most 
of the afternoon visiting with 
friends. Suppose that hubby likes 

Continued on page 120 
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BY ACH year at this time the 
E employees of Dead River L. P 
Bangor, Maine, 
proverbial bee-hive of acticity, the 


the 


and 


Gas Co., are a 


object being to examine all 


available figures on record 
establish the results which can be 
expected for the forthcoming 12 
month period. 

After a 


onnel, 


conference of key 


the 


Reynolds, vice 


tne 


pel under direction of 


Harvard president 


and general manager, the figures 


are compiled in rough form and 


presented to him for approval 


There they are 


carefully reviewed 


and revised to make up the final 
forecast, which 
Board of 

A business of 
be it 
told 


profits a 


is presented to the 
Director 


any size or volume, 


large or small, can gain un 


benefits by simply forecasting 


yeal ahead Perhaps a 


mall business would gain the most, 
many cases it would be 


taken 


ince in 
the first 


the unopened 


look eve) through 
door of next eal 
business 


The first 


to review 


tep to forecasting 1s 
statements of 


company for the past 


the income 
youl few 
This is particularly 
By closely 


and cost of 


years true oj 


the past 12 month 


examining sale sale 
any purchasing or marketing trend 
will be In the 


tion of 


revealed examina 
and cost of 


hould re broken 


propane ale 
ales, the figure 
unit for, 


down into 


millions of ingular person 

make up the 170 million people 
the United 
quantity of 
total 


profit 


States, o it takes 


unit ales to make up 
The at\ 


the 


vour volume 


ross realized on 
one unit, multiplied times the num 


ber of units you expect to ell, will 


determine your” gros 
Add any 
the total 


by your anticipated 


income on 


propane sales other in 


come and reduce income 


expenses and 


you will have forecasted net 


vou! 
profit. 


Purchase prices are predictable 


for the year to come after you have 


considered two important factor 


namely transportation costs and 


the actual purchase price of pro 


pane. In the case of transportation 
costs, the trend is revealed in regu 
lar business publication uch a 
newspapers, periodicals and, above 
all else, your trade magazines. The 
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cost of the product follows a trend 
Which is understandable if it is 
thoroughly studied. 

Kkxamination of your purchases 
will reveal 


will 


over the past few years 
a lot of the information 
require The 
single thing 


you 


most informative 


you can do s to be 


come well acquainted with your 


ipplier and rely em 


upon the 


ployees of your supplier for work 


The truth of the 
that we are all in thi 


ing knowledge 


matter 1s 
Husine together and out 


upplier 





Forecasting 
profits 


By HO 


ARD W. JUDKINS 


Rey KA 





are there to help 
make the 

Your efforts to 
price will illu 
advantages of figuring eve) 
The 


fair selling 


ale 
determine a sell 


ing trate to vou the 


thing 


on a unit basi first ep | 


( tablishing a price 


to consult yout ent cehed 


that of a 


pre price 
ule, oF 


you W ill 
to gO 


competitor. Thu 


have a yardstick by whictl 


ulready 


Since you nave cl 
termined 
have 


from 


your co 


t pel init 


merely to ubtract the 


Vou! proposed 


and vou have your yvro 


unit Subtract yout 


expen 


unit from gro profit and 


; 


sulting figure represen 


income axes 10 


before 
sold 
If pront are too lov 
examination of indi 
they 


thing to do 


your expense 


cate are rea onable, 
cal 
price Tt is as fal 
to raise 


Afte1 


continu 


tomers your price 


all, your 


ed if 


to you 
oon be di 
profit to you 

If we have to consider the 


present price cutter, It sho 


done in a conference with t 


sonnel of the service and 


departments. Although it will ne 
be easy, these 
maintain normal expansion if the 
If the 
this 


where tl 


face the situation squarely 


thoroughly understand that 


the well known point 


men are 


irely they will surprise you wit 


a towering display of 


oures It is surprising what si 
cere al 
who sell for lk 


offe) 


the buce of those 


nd invariably have less to 


Those 


ticle 7 


who are reading th al 


truly gainful purpose 


hould have pencil 1 hand and a 


ready have determined that th 


theorte herein are basically Ol 


rect We do not 
thi 


want to lose al 


readet at critical 


r own satisfaction, get out la 


al profit and lo tatemen 


ind divide your net profit by you 


init sales, whether it be pound 
Now vou 


imaginatior 


have il 


chaalle pre Vou? not 


mention your ingenuity 


Your completed forecast read 
to be broken into quarterly period 


Once again you hould exami 


tigre for the 
the 


determine approximate ‘ 


fluctuation t 


If youl 
winter month 
hould be broken 


tive manne? If 


you can exper 


volume | heay in tl 
your 

down il 

you do not ha 
will find that 


these figure you 


can make a pretty close estimate 


which ou can use for yout 
terly figure 
Man 


(jilal 


compank break the 
into month 
the re ilt 
tatement with 
will 
t benefit 


higrure 
My compare 
monthly 

This method furni 
obtainab 
asting Regardl 
done by month 
the 


wasted if 


whether it 1 
quarter, all of time ( 
pent thus far 1 


not closely 


compare yout! 
with 
the 


prepared 


| 
finan il 


tatement 


yout! ore 


cast, making use of informa 


tion ou have 


Yo now 


coming yea 


have a 


The benefits you ha 


target for tl 


gained in preparing it inelude 


better understanding of 


Yout 
a clear picture of wh: 
ind an objective plan for 


come 


sales 


two departments can 


*y 


*y 


separated from the boys, 


their re 


} 


manship can do, even it 


| 


point. For 


figure te 


previou ear ana 


‘ 
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Sales Management Program 


Building a sales force 


By MARTIN A. BROWER »* Associate Editor 


VHNHE need for high caliber LPG 
| salesmen has probably been 
best summed up by W. J. Malchi 
odi, general sales manager, the 
Protane Corp., Cleveland, when he 
said: “The continued growth of 
the LPG industry will 


salesmen with a high degree of 


require 


enthusiasm and the ability to ‘cre 
ate’ sale 

But the answer given by most 
LPG dealers across the nation to 
this statement can probably be best 
ummed up by a phrase from a 
popular blues song: “ . . . but a 
good man nowadays hard to 
find.” 

It is clear that 


method call for salesmen who 


modern sales 


know their product thoroughly 


and who have the confidence of 
their customers. Today’s salesman 
must be able to advise the cus 
There is no 


tomer intelligently 


place for the lazy, poorly informed, 
or temperamental in the constant 
battle for Mr. and M1 
dollar 
But—the 


now entirely inadequate 


America’s 


nation’s salesforce is 
There are 
at least two reasons for this very 
eal problem. 

During and following the war, 
demand for goods was far greater 
than the available Because 
of thi 


needed and a depletion of 


supply. 
fewel alesmen were 
Ame} 
esulted. The sec 


ond reason for lack of alesmen 


ica’s salesforce 


also has to do with the war. The 
demand for men in production, en 
which 


gineering and the sciences 
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has since become even more in- 
tense, is draining away manpower 
fields. Selling lacks 
prestige. Too often, a man who 
has failed everything else turns 
work. 


from other 


to sales He does miserably 


and becomes a poor example of his 
profession. Sales executive clubs 
are currently trying to attack this 
problem and put sales work back 
into its proper spot as an important 
and challenging profession. 

Now where does this leave the 
lL. P. gas dealer or sales manager 
who wants to add a salesman or 
build a salesforce? Can the aver- 
age LPG dealership compete for 
top salesmen with the giant organ- 
izations which have a continuous 
recruiting program for salesmen? 
Some can and some cannot. Those 
that cannot can recruit men from 
other lines of work and train them 
to be LPG 


To compete in today’s market 


salesmen 


for sales talent, the L. P. gas deal- 
rship must have a modern pro- 
gram of recruiting, selecting and 
training new additions to the sales 
staff—experienced or green. This 
does not mean a full-time recruit- 
ing, selecting and training pro- 
gram such as is carried on by large 
manufacturers and distributors. It 
means that the sales manager or 


- 
€ 


rttét, 


morn 


in 

(Rati 
XClusive territer? medical Plan 
For ; 
he nete Pon 
MR ae 


SALESME N- 


| AGGRESSIVE MEN 
40 


SALESMEN 


We honestiy represent the #ineet 
Product in its field We do “cis an 
Selling’’ without gimmicks We ¢ 

nish ample leads ae. Sea nae 
Miasions ard afer adv -acennmne 


ies Z none & 


m 


* SALESMAN = 


(Local) 


whoever is charged with adding to 
the sales force should have well 
thought out and clearly outlined 
plans for carrying on this activity. 

Just “going out and hiring” a 
man to handle sales can do the 
dealership more harm than good. 
The entire sales management pro- 
gram can be made worthless with- 
out proper selection and training. 





How fo recruit, select, 


and train LPG salesmen 
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difficult 
recruiting of 


And proper selection 1s 
without 


plicants. 


proper ap- 


Recruiting 
So you salesman 


select 


want to add a 
staff, 


who 


or sales you want to 
will do a 
but where do you get the men for 


The 


ing men who fill your general qual- 


only men top job, 


selection? science of attract 
ifications to come in and fill out an 
application blank is called recruit- 
And 
Many firms have full time 
who the 
attempting to 


ing. quite a science it has 
become. 
nation’s 


recruiters tour 


cities and schools 
lure applicants in for an interview. 

First step in recruiting is to de 
the number of 
This should be 


considering the desired amount of 


cide on salesmen 


needed, done by 
sales, the overall potential of the 
the 


area to be 


served, and size and 
the 
by salesmen. 
Next, 
set as to the type of man or 
to the attracted 


be green or 


region 
density of covered 


certain policies must be 
men 
Should applicants 
experienced? What 
Should the 


dealership’s 


will the age limits be? 
the 
marketing area or can he be 
What 
background? 


man come from 
from 
about his 


Will re- 
competitor’: 


some other area”? 
educational 
cruiting be aimed at 
salesmen? Will 
ent employees be considered ? 

There 


which 


relatives of pres 


are two majo! ources 


from applicants might be 


recruited: internal and external 
include 
other 


For the L. P. ga 


Internal sources present 


employees doing some type 
of work. 
this 


source 


dealer, 


can be a highly important 


from which to obtain men 


with a knowledge of L. P. gas and 


might give present employees 


shoot at But, a de 


may otf 


something to 


livery man or service man 


may not make a good salesman 


Applicants 
cruited 


for sales positions re 


from among present em- 


ployees should be put through the 
same selection outlined a 
little 


plicants 


process 
later in this article) as ap 


recruited from anywhere 


else. 
Two other internal sources in 


clude 


salesmen 


recommendations of present 


and recommendations of 
other employees. In most cases, the 
salesman or other employee realizes 


that his recommendation will re 
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on himself, and so w 


fairly careful suggestions 


pos sible applicants 
External 


sources mignt 


chosen so as to yield experienced 


salesmen or inexperienced men 


External sources of experienced 
sup 


related 


salesmen include: competito 


pliers, salesmen handling 


salesmen handling unrelated 
LPG a“ 


and 


ines, 


lines, sociations trade 


magazines, sales managers in 
other lines 
of job seekers 


inexperienc ed 


who might have a list 


ource ol 


External 


men include school 


other 
in contact with the 


and persons than salesmen 


who come deal 
er or dealership, especially sale 


( lerks or 


External 


routemen 
sources that can ye 
made to yield either experienced o1 


] 


inexperienced men include custom 


ers themselves, customer recom 
mendations, 
friends, employment 
U. S. Employment Service, 


and fraternal organization 


erans’ organizations, and 


course, advertising. Advertising 
the 


ilt in high numbers 


most uncontrolled but can re 


of appli ant 


c 
OMe DHE GS we 


aa 


Actual sold are 


appliances 


conducting dealer training 


the salesmen 


recommendations of 


agencies, the 


uded 


er 


And a 


needed 


often 


that 


high 
Cine 


response Is 
expert estimated 


large sales organizations hire only 


one man from 10 applicants whe 
fill » preliminary 

The best 
the 


need 


requirement 
when 


the 


time to recruit Is 


has not only 


the ability to 


dealership 
but absorb and 


train salesmen without weakening 


its finance through expenditure 


f money nor its administration 


through expenditures of time 


Selection 
| I da ) 


ele ting a 


gone by, the proce 


man from a group 
and dried 


the 
oth t 


applicant Wi cut 


or manaygel lined met 


‘ 


ted them into his 


ne, looked each man 


aid to 
That try 
failure 


competitive market rT 


and finally 

you a try 
resulted n 
today’ 
try might result in disaste) 
An inefficient 


hundred 


salesman can 
company 
odwill and actual 
replaced 

election is no 
the hunch o1 


nnel onge 


ipjective 


as one which 


vicemer ouraged 





JO8 WOU ROOTS POR RETAIL APPLIANCE SALESMEN 


Here is what the electric 
industry requires of its 
retail appliance sales 
men. This form is a copy 
of that issued by the 
General Electric Co. for 
use by dealers in deter 


mining job requirements 
| 


of salesmen 


feeling of one man Selec tor now 


e various tools and aid Selec 
tion iS an important part of sale 
management because the best train 
ing upervision, and compensation 
program ¢: be wasted on a man 
vithout proper abilitie 

And, a wants a 


who will tay It costs 


company man 
money to 
train a 


recruit, select, and 


man 
and when a man leaves additional 
money can be lost in terms of lost 
ales, lower morale of others and 
a loss of 


loses full confidence in a company 


goodwill A custome) 
Which cannot hang on to its men 

here are five steps that can be 
used in from a 


selecting a man 


group of applicant 1) the appli 
cation blank, 2) the interview, 3 
1 tests, and 5) other 
Most LPG 


dealerships will use only the first 


reference 
miscellaneous method 
three 

listed six 


electing salesmen 


One larger firm ha 
teps it uses in 


These are 1 preliminary inter 


view, 2) application blank, 3) rate 


the man from the = application 
blank, 4) 


interview 


office interview, 5) cross 


check with the branch 


manager, 6) home interview with 


the applicant and his wife 
Servel Inc. had outlined the fol 


lowing procedure for appliance 


dealers to use in selecting retail 


salesmen: 1) know what you are 
looking for in an applicant, 2) pre 
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liminary interview to weed out un- 
blank, 
inter- 
view using patterned interview reec- 
ord form, 6 


desirables, %) application 


1) telephone check up, 5) 
analyze applicant’s 
qualifications in respect to the job, 
7) decide whether to hire or re 
ject 
Servel’s know 


point number 1, 


what you are looking for in an 
important 


This is taken for granted in the 


applicant, is especially 
other example of steps in selection 
But before any selection starts 
in fact, as pointed out earlier, even 
before recruiting starts—a list of 
what the dealership is looking for 
in a salesman should be set down 
n writing 

In order to decide what type of 
man is required, the dealership 
must first determine what the job 
is like that the man must do. One 
way is for the dealer or sales man 
ager to ask himself: What is the 
market? What do 
have to do? What 


qualifications would a man need to 


nature of ou 


our salesmen 


do such? In considering qualifica 
tions, consideration must be given 
to the applicant’s physical equip- 


ment, mental equipment, experi 


ence, financial status, personality 


traits, vocational interests, group 
activities and contacts and marital 
All of these con- 
directly on how 


well the man will do for the deal 


and family status 


siderations beat 


ership and for himself as well. 

Another way of determining the 
type of man by looking at the job 
that must be done is to make a job 
analysis, list the salesman’s du- 
ties, then list the job difficulties. 
The applicant must then be in pos- 
session of abilities to fulfill the du- 
ties and to overcome the difficul- 
ties. A man who can do the former 
will not necessarily be able to do 
the latter 

Two main items must therefore 
be found in a potential salesman: 
basic abilities and personality. The 
personality requirements will vary 
with the area in which the man is 
to work. And, in selection, promo- 
tion should be kept in mind. Men 
of high potential should be brought 
into the organization for possible 
promotion to sales manager or gen- 
eral manager. 

Preliminary screening of appli- 
cants is done by some companies 


blank, by 
inter- 


with an application 


others with a_ preliminary 


view. The application is probably 
preferable for the LPG dealer be- 
involve his time 
The office 
blank to 
prospects who fill it out and are 
told that they 
an interview. The applications can 
those with 


cause it does not 
or that of an assistant. 
hand a 


girl can merely 


might be called for 


be screened and only 
the basic qualifications need be in- 
terviewed. These can be called back 
at the interviewer’s convenience. 
An application blank should be 
constructed for each job to be most 
Standard forms often ask 


leave 


useful. 
unnecessary questions and 
out other more important ones. The 
blank need only be mimeographed 
It should be limited to as few ques 
tions as possible and still get all 
Qlues- 


name, 


of the information needed. 


tions usually included are 
date, home address and length of 
address, date 


residence, business 


of birth and age, marital status 
and dependents, education, activi- 
ties at school and during vacations, 
health, time lost because of illness 
in recent years, present organiza- 
tions and activities, financial sta- 
tus, prior employment (name and 
address of companies, dates of em- 
ployment, type of business, type of 
work done, salary, reasons for 
leaving), sales experience or edu- 
cation not otherwise shown, mini- 


mum salary acceptable, references 
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 FENGbITITY 


Nothing proves reliability more convincingly than the test of 
time. Through the years the Sid Richardson Gasoline Co. has 


proved a reliable source of LP-Gas for its customers. 


We have an outstanding delivery performance of top 
quality products; 


Prices, even on contract product, have been volun- 


tarily adjusted to meet competitive conditions; 


We do not compete with our customers—we have no 
company-owned or controlled wholesale or retail out- 


lets competing for product or cooperation. 


Let us prove our reliability. 


Sid Richardson 


GASOLINE CO. 
629 FORT WORTH CLUB BUILDING ¢ FORT WORTH, TEXAS 


REGIONAL REPRESENTATIVES 


H. M. JONES MARVIN L. DOSS WH. L. SCHMIOLEY WILLIAM T. CARL 
5123 NO. NEW JERSEY 3310 SYCAMORE 885 ST. PAUL AVE 3105 DEWEY 
INDIANAPOLIS, INDIANA MIDLAND, TEXAS ST. PAUL, MINNESOTA OMAHA. WEBRASHA 
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(business and personal and sig 
nature 

Next step is the interview. It is 
here where decisions to hire are 
usually made if the 


passes preliminary 


applicant 
creening. It is 
an important sale management 
tep and yet is one too often tossed 
off without thought or effort 

In an interview, it i important 
for the interviewer to know ex 
actly 


The way to do this is 


What he wants to find out 
list the qual 
fications desired and rate each 
qualification as the interview pro 
yresse 

Then too, a great many compa 
nies use at least two interviewer 
or two interviews with two differ- 
to get two point 
With an L. P. ga 
dealership, the sale 


ent people so a 
of judgment 

manayer 
might make the first interview, and 
uccessful) applicants-—or all ap 
plicant 
by the 


smaller firm, the manager and own 


could then be interviewed 
yeneral manaye) In a 
er might be the two interviewers 
In a larger company, the sales man 
ager and branch manager who will 
direct the man might be the two 

An interview should be a two 
way affair. Induce the applicant to 
talk freely. At the same time, re 
member that the 


interview 1 a 


two-way 


treet and that the appli 


cant is also selecting a company 
Let him know exactly what the job 
entail the good and the bad 

and what he can expect in the way 
of promotion and financial reward 
withhold 


Better for the applicant 


There is no reason. to 
anything 
to find out now than after he ha 
been trained and is in the field 

A good way to interview is for 
the interviewer to take a potential 
Don't let 


customer’ viewpoint 


the applicant know, but considet 
yourself a customer for an LPG 


Would vou buy 


this man or not? Of course, put 


appliance from 
the man at his ease a oon as he 
comes into the office so he can be 
seen as he really i an emplos 
ment interview can be frightening 
In the interview, try to look be 
neath the man’ urface. Salesmen 
don't have to be glamour boys. Of 
ten the more ordinary man will do 
the better 
the long run than the glad-handing 
Sales ability 


than skin 


job and wear better in 


eager-beaver type 


like beauty is more 


§2 


deep 


At tually, 


noted author on 


Fred DeArmond, a 
alesmanship and 
sales management, suggests that 
for many types of sales jobs a man 
who is not too sharp an intellect 
will be than 
omeone who might be classified as 
brilliant 
Now, 
hould be looked for in interview- 
salesman? What shall be 
put down on the rating sheet 
which the applicant is 
graded during the interview. 


more satisfactory 


what types of qualities 


ing a 
against 


Again, if the company already 
has some successful salesmen, their 
qualities would probably be desir- 
able in a new man and so should 
be considered, 

There are many lists of qualities 
vhich 


men. Some are short, some are 


hould be possessed by sales- 


long. All add up to about the same 


thing enthusiasm, appearance, 
elf-discipline, perseverance, knowl- 
edge of product, personality, good 
voice, and selling ability. 

Here is a list of qualifications 
used by the Bryant Heater Co. for 
hiring water heater salesmen: ap- 
pearance, manner, and dress; fam 
ily and social background and ad- 
justment; mental alertness; physi- 
cal energy and health; sales abil- 
ity; capacity for hard, consistent, 


work: motivation; emotional sta- 


bility; financial position; and work 
history. 

A list of desirable basic charac- 
teristics for all salesmen is given 
in the Marketing Handbook, P. H. 
Nystrom, editor. This lists earn- 
estness, honesty, ability to think 
gregarious- 


self-confi- 


quickly, extroversion, 


ness, dominance, tact, 
dence, ability to learn, persever- 
ance, initiative, emotional stability, 
interest in selling, ability to judge 
human nature, sense of humor, per- 
aggressiveness, energy, 
health. As the 
book itself points out, this list is 
merely ideal. Few persons possess 


sonality, 
intelligence, and 


even half of these characteristics. 
But it can be used as a guide in 
drawing up interview rating forms. 
The list can be condensed to: a 
good personality, a good appear- 
ance, loyalty, industry, and aver- 
age intelligence. 

In making up the list of qualifi- 
cations, it is well to remember 
what type of job the salesman must 
do. There are all types of sales- 
men. A man for household domes 
tic sales might be somewhat differ 
ent than a man for other fields. 

The interview guides should be 
made up so that each qualification 
might be rated high, satisfactory, 
these 


or unsatisfactory. Using 


sheets gives a somewhat scientific 


Many top quality sales schools are conducted by LPG appliance and equipment manu- 


facturers for LPG dealership salesmen. 
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“Looking for more 
sales and profits?”’ 


You can boost those slumping warm 
weather sales with these DAL-WORTH 
units designed to make the switch to com- 
plete LP Gas farm operation more conven- 
ient ... more economical. 


DAL-WORTH portable LP gas tanks elim- 
inate the loss of time for moving lumbering 
equipment to a refueling point. The 2-wheel 
unit can be in place and equipment refueled 
in a matter of minutes. 

The 4-wheel anhydrous ammonia tank 
offers the additional feature of quick conver- 
sion to a simple trailer unit for miscellaneous 
hauling. 


You can sell these units with the assurance 
that your customer is getting the finest 
equipment money can buy... backed by 
over a quarter century of experience and the 
DAL - WORTH “CERTIFIED CON- 
STRUCTION” SEAL. 


Whatever your needs . . . on the ground, 
on skids, or on wheels . . . you'll do best 
to come to DAL-WORTH! 


Dispensing 
Transport and Delivery =: ; Units 


| 


; System, 
Skid and Storage 


—— 


Send for Dal-Worth’'s newest catalog of Fs ~Wwoarn 
quality engineered LP gas and anhy- AK COMpANY 
drous ammonia tanks . . . the coupon is 

for your convenience 


DAL-WORTH TANK 


COMPANY 


East Highway 80 P. O. Box 818 


Grand Prairie, Texas 
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2-Wheel Portable Refueling Units. Available 
in 250-gallon and 500-gallon capacities. 


4-Wheel Portable Anhydrous Ammonia 
Tanks. 500-gallon and 1000-gallon Capacities. 


DAL-WORTH TANK COMPANY 
BOX 818, GRAND PRAIRIE, TEXAS 


Gentlemen: 
Please rush us your latest catalog describing 


DAL-WORTH’S “Certified Construction” tanks. 
Company 

Att’n: Title 

Address 
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Part of the salesman's training program should be to accompany a bulk delivery truck 


driver on his rounds 





comparison between various men 


References can cast some light 
on applicants but are far from ac 
Many 
asking for in 


reference 


curate guides to selection 
letters 


formation to 


firms send 
given by 
Those that come from 
trib 
utes to the applicant and in many 
cases might even be written by the 
applicant 


applicant 


friends are usually glowing 


Business references are 


usually better, letters 


employers. But 


especially 
from former here 
too, a former employer might not 
care to put down in writing any 
thing that might cast doubt on a 
The best that letters 


employers can do help 


man thing 
from 
check the man’s honesty as far a 
date 


done, and 


of employment, type of work 
salary received 

By far the best way to check 
references, if possible, is by tele 
phone. Even a long distance call 
is not too expensive to save the 
company from hiring the wrong 
much more likely 
to tell the truth about 


on the telephone than by mail. Thi 


man. A person 1 


an applicant 


is especially true for former em 


plove who will usually give a 


really fair appraisal of an appli 
cant on the telephone, especially if 
questions are properly asked 
If the man has sold before, get 


ting the names of some’ forme) 


54 


customers as references might be 
excellent in checking his effect on 
customers. 

Written tests are used to some 
extent, especially by larger com 
panies with personnel departments, 
to determine even further an appli- 
cant’s fitness. Tests can check an 
applicant’s mental ability, his abil 
ity to deal with others, his person 
ality, his interest in selling as a 
vocation, and his sales aptitude 
both 


Some firms 


Tests have good and bad 


points rely on them 
heavily while others discount them 
completely. There are canned tests 


available from psychological test 


ing firms for dealerships which 
would like to use them and some 
appliance manufacturers have such 
tests available. Tests are just one 
more tool 

tools used in 


election but usually to a lesser ex 


There are other 
tent. Some firms would not think 
of hiring a man for any position, 
especially for one in which he han 
dles money, without first getting a 
check This 
is done through retail 
check 


used in checking out a customer. 


credit made on him 


regular 
credit channels, the 


The great retailer J. C. Penney 


is said to have made a practice of 


wife. He 
that a man’s 


meeting the applicant’s 
felt, and properly SO, 


same 


wife can help make or break his 
career. 
Once an LPG dealership works 
out its selection procedure the pro- 
cedure should be made into a per- 
followed 


whenever a new salesman or group 


manent manual to be 
of salesmen are to be added and 
for use by branch managers if they 
are the ones who do the hiring. 


Training 

Have you ever had a salesman 
call on you or have you ever been 
waited on in a store by a sales 
clerk who didn’t know his product? 
There is probably nothing so piti 
ful. It is pitiful not only for the 
company the salesperson represents 
but even for the salesman himself 
who feels 


Knowledge of product is only one 


unsure and uneasy. 


of many helps a salesman can get 
from sales training. 

Sales 
recognized. 


training was slow to be 
The old idea was that 
were “natural 
didn’t need train 
who weren’t 


some people born 
salesmen” and 
ing. Those natural 
born salesmen couldn’t be trained 
to sell anyhow. 

It was J. H. 


tional 


Patterson of Na 


Cash Register Co. who is 
with 


first to insist that so-called natural 


credited being one of the 
born salesmen can have their natu 
ral gifts guided and exercised. 

3ut World War II had the great 
est effect on training. With not 
enough time to find men who were 
“ready made” for particular jobs, 
and with a greater demand for 
men to fill certain jobs than could 
be supplied, the armed forces and 


industry made men to 
found that a 
qualifications 


American 
order. It was man 
with 
which might be required by a par 


certain basic 
ticular job could be made into a 
top notch man to fill the job 
through use of training. 

A definition of training 
National Society of 
Executives _ tells 


sales 
given by the 
Sales Training 
that “Sales training is the inten 
tional and sound application of 
common ordinary horse sense to the 
problem of helping the sales per- 
sonnel to make the most of its 
talents.” 

Naturally training costs. It costs 
time of the trainer, it costs salaries 
of the men being trained, and it 


costs for training tools. But the 
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cost pays for itself. The cost of 
training cannot be avoided. If the 
cost is not paid out for sales train- 
ing, the company will pay it out in 
lost sales, dissatisfied customers, 
returned goods, and_ repetitious 
breaking in of new men. And train 
ing of some type will go on regard- 
less. New 
themselves or copy 


salesmen will train 
someone else 
and the training will be costly and 
probably wrong. 

Training of salesmen can be ap- 
plied by any L. P. gas dealership 
big or small. In fact, a small firm 
with a small sales force has the 
opportunity to carry on a bette 
sales training program than can 
a large firm with a sizable sales 
force. 

The objective of sales training 
can be simply stated as securing 
from the sales personnel more sales 
at less cost by improving the kind 


of work the salesman does and by 


increasing the amount of work he 


does; impressing on him the need 
for accurate and prompt reports as 
an aid to management: and devel 
oping the salesman’s personality 
and attitude toward the company, 
the product and the market. 

Direct gains from sales training 
are increased lower 
costs, lower turnover, and lowe 
supervisory costs. 


sales, sales 


From the salesman’s standpoint, 
training makes it possible for him 


to increase sales and earnings, and 
to win recognition and pride. The 
fact that the dealership offers a 
training program is an inducement 
to many prospective salesmen—ex 
perienced or not. 

One large company stated that it 
has a sales training program to 
eliminate wasteful trial and erro1 
learning and to replace it with 
learning by trial and success 

Sales programs at the most suc 
cessful companies is a continuing 
process. A program is usually con- 
ducted not only for new men, but 
also for the regular, experienced 
salesmen. And special training ses 
sions are held for special promo 
tions and when new appliances or 
equipment are added to the line 
Some form of sales training should 
be extended to all employees—-se1 
vicemen, delivery men, and _ office 
help—so that the entire organiza 
tion is sales consciou 


The training program, to be suc 


NOVEMBER, 1957 


cessful, must be well thought out 


and pre-organized. Consideration 
should be given to the content 


tools, instructors, and 


length, 
methods 

In outlining the training pro 
gram, several principles have been 
laid down by training expert 
through years of experience These 
principles include: 1) set up obje 
tives for the program, 2) all train 
ing should be in terms that the 
average man can understand, 3 
tested should be 
hould 
not be taught by old salesmen, and 


methods only 
taught, 4) new salesmen 
5) school training should be co 
ordinated with field training 

In order to give the men what 
they need, the sales manager o1 
yeneral 


manager who organize 


and conducts the training will 
probably have to do some training 
himself to list 


research exact) 


what should be taught and how 


In order to determine what 
should be taught, some companie 
have made a job analysis and sales 
difficulty analysis of the salesman’s 
work. As mentioned in the section 
on selection, the job analysis show: 
what the salesman must do and 
the difficulty analysis shows what 
difficulties 


Training can be aimed at both of 


must be overcome. 
these 

A job analysis for an LPG sales 
man will show that the salesman 
must have a comprehensive know! 
edge of the products to be sold, the 
dealership’s organization, the deal 
ership’s policies, the market, the 
methods of reaching the market, 
the needs of the customers, how to 
satisfy those needs, and a percep 
tion of market conditions 

Difficultie 


inde) 


found in selling are 


grouped everal classifica 
tions by Bertrand R. Canfield in 
his book Sale 


These classifications are 


Administration 


Personality difficulties arising 
from lack of confidence, tactless 
ness, poor appearance, non atten 
tivene tardiness, discourtesy, ill 


health 


poor voice 


laziness, indifference, and 


created 


difficult le 


product feature 


Knowledge 
by ignorance of 
and applications, price, adjustment 
s, and competition 


difficulties 


poli le 
System 
from poor time control, routing 


record-keeping, and paper work 


Selling technique difficulti 
created by lack of preliminary plan 
for interview, information concert 
ing prospect, anticipation of objec 
tions, proper approach, and know 
edge This classification als: ! 
demonstration in 


cludes faulty 


ability to meet objections, and fail 


ure to offer convincing proof « 
value and secure action 
, 


Trade difficulties 


competition between dealers, price 


arising ¢ 


cutting, preferential treatment, et 
Arnold Michels: 


vice-president, Minneapolis-Hone 


In addition, 


well Regulator Co., maintains tha 
salesmen should be able to recog 
nize areas themselves in which the 
need help as time goes on 

There are four methods by 
alesmen can be trained. It is be 
many of the four as po 
ible The L. P. gas 
hould be able to use all of the fou 


method These are 


to use a 


deale hip 


1. Exposure to company opera 
tions, catalogs, literature, and 
product 
Interviews with department 
heads and employees 
Sales schools, part 
time 

1. Training on the job 

Exposure to company operatior 
should include having the salesman 
go out for several days each with 
a bottle delivery man, a bulk deli 
ery man, and a service man. Mal 


ing the rounds with a service man 


especially should give him an excel 
lent insight to LPG appliances and 
customer 

Each of the above four method 
schools, allow for 
chool 


is meant for more than one sale 


except for sale 


individual training. A sales 


man 

The sale 
ducted by the dealership itse 
by a 


brought in b the dealership 


chool might IM 


ional ale tral 


profes 


manufacturer by LPG associa 
rey ilar publi and 
vate sale chool 


Many top notch sale chools are 
held each vear by LPG appliance 


tion yr by pri 


and equipment manufacturers and 
by LPG state and regional a 
tion BPN publishi 
list of the 
‘wo month 
Reyardle if what other 


i] ittend howe 


Msman 


attend ome type of compan 





chool to Jearn the things that a 
alesman for that particular LPG 
dealership must know 

Group training sales school tech- 
niques include lecture ales dem 
onstration ales training confer 
ences in which all salesmen take 
which 


salesmen take part, com 


part, panel discussion in 
everal 
prehensive forums which make use 
of all of the first five 
n one meeting, and home study 
lor variety, all seven of these 
hould be used. Variety adds in 


and aid 


ter hniques 


the learning proc 


The trend in training today is 


toward more showing and less talk 


ng. This brings in the use of 
manuals, books, and visual aids 


Visual aids include films available 


rom manufacture) uppliers, and 


LP-Ga 


actual products, and bulle 


the National Council, 


chart 
tin A valuable tool, not visual but 
audio, is a tape recordey 

Sales demonstrations are an im 
portant part of showing. One of 
the salesmen is asked to step to 
the front of the class and sell the 
instructor a particular L. P. ga 
appliance. The instructor puts up 
typical customer resistance. The 
rest of the cla 


observes and of 
ers constructive criticism at the 
conclusion of the “sale.” 

Home study is important. Not 
everything can be learned in class 
\ home study course to be used 
alone or in conjunction with a sale 


chool program is currently appear 


ing in BUTANE-PROPANI Veu 
vritten by BPN editor Carl Abell 
\long thi line, evel alesman 
hould tudy 


carefully each IS hi 


of the industry’s trade publications 
For the dealership adding onl 


! 


rv two salesmen, group school 


ing is not possible. Actually, indi- 


vidual instruction is more desir- 
able since it takes into account the 
individual’s own 
tudes, and skills. 


ing can be accomplished with indi- 


knowledge, atti- 
Individual train- 


vidual conferences with the sales 
manager or general manager, sup- 
plemented with reading, and train- 
ing on the job 

When, at some future date, sev- 
eral salesmen are on the staff, a 
eries of 
held. As 


meeting 


sales meetings can be 

tated previously, these 
should be held for experi- 
enced men as well as new salesmen. 
their 
proper job if the instructor is well- 


Sale meetings can do 


prepared and not boring. The meet- 
ing should not only instruct but 
also fire up the salesmen. Meetings 
hould be 
iled times 
terfere 
Should trained at 
the headquarters of a dealership 


held regularly at sched- 
so that nothing else in- 


alesmen be 


with branches or at the branches? 
Arguments for branch training of 
alesmen is that such training is 
more economical, allows for on-the- 
job training, allows the branch 
manager to develop his own men, 
and adapts the salesmen to local 
markets and conditions. But argu- 
ments for headquarters training is 
that such 
form, takes less time, provides bet 
for better 


through 


training is more. uni- 


ter facilities, and allows 
timulation of the men 
home office contact 
Protane Corp. issues a training 
manual for use in training sales 
men. It is a top example of what 
can be done in providing an LPG 
alesman with a lot of valuable in 
cover. In 
sections on What Pro 
tane Expects from You, the back 


formation under one 


cluded are 











Questions for study and discussion 


/. If vou were ready to 


hip, how would you go about rounding up prospect 


if vou wish to add 


recruit applicants for a sales job at your dealer 


for the job? What 


everal salesmen? 


What type of men would you recruit for your particular sales needs? 


Does your dealership have an established proces 


from a list of applicants? If 
election? 

What qualitie 
have? Make up a job analysis 
ship's 
What method 


hould an applicant for a 


have you used in the past for training 


for selecting salesmen 


Which steps would you include in 


ales job with your dealership 


and job difficulty list for your dealer- 
salesmen or prospective salesmen 


alesmen? Are 


vou satisfied? How would you change them” 


ground of the company and of the 
LPG industry, and What a Protane 
Salesman Needs to Carry out his 
Job. Information provided under 
what a Protane salesman needs is: 
1) Knowledge of Protane Gas Ser- 
vice, 2) How to sell Protane Gas 
Service, 3) Knowledge of Protane 
Gas appliances, 4) How to sell Pro- 
tane Gas appliances, 5) Protane 
water heater rental plan, 6) How 
to present the Protane Blue Flame 
Purchase Plan, 7) Gas Safety, 8) 
Gas vs. electricity, 9) Protane Lead 
Award System (for non-sales per- 
sonnel), 10) Working with Pro- 
tane associate dealers, and 11 
How to 
plaints. 


answer customer com- 

Other information in the sales 
manual includes how to cover your 
territory; characteristics of LPG; 
a full list of uses for LPG; data 
on LPG 
temperatures, pressures, etc.; the 


including measurement, 
superiority of gas; types of appli 
ances and sizing; sales forms and 
LPG 
broken down by market and pros 


contracts; each appliance 
pects, need, advantages, types, siz- 
ing, and techniques in selling; and 
telephone technique. A uranium 
mine of information. 

Protane assigns new salesmen to 
a delivery truck, to a service truck, 
and to the office. It is impressed on 
assign- 
ments are to provide them with 


the salesmen that these 


sales information. Instructors are 
told to insist on trainees asking 
questions so that each step of the 
training program is clearly under- 
stood. 

Weekly sales 


by Protane branches to 1 


meetings are held 
increase 
the salesmen’s knowledge of Pro 
tane Gas Service and appliances, 
and 2) to improve the salesmen’s 
presentation to the customer. Mock 
demonstrations are held. 

Top salesmen are necessary for 
LPG dealerships that wish to stay 
in the swim in today’s buyer’s mat 
ket and in the lush market for fuel 
and appliances which economists 
look for 
1960's. 


starting in the early 
Salesmen can be recruited, 
properly 


carefully selected, and 


trained to do the job of selling 
LPG and LPG appliances. But in 
order to do this, the LPG dealer- 
ship must have well-planned, well 
organized recruiting, selecting, and 
training machinery “es 
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BALANCED PROGRAN.... 


The Shell Propane service program is balanced and stable. 


Albany °« 


Minneapolis « 


NOVEMBER 


Atianta « 


Our contract customers can rely on: 


Bis Quality —Shell’s reputation for 
quality control is traditional in the 
industry. 

2. Assurance—Every Shell 


tomer is assured that the propane he con 


Cus 


tracts for is already proved and reserved 


at 26 strategic production centers. 


SHELL OIL COMPAN 


Baltimore +- Boston + Chicago + 


New Orieans + New York + Portiand, Oregon-: 


1957 





Cleveland «+ 


, 
Sacramento. St. Loui ef ranc co. 


3. Delivery — Always uniform and 


prompt 


because the propane 18 ay il 


able in accordance with the terms of the 
Shell Contract 


4. Service —Shell field engineers are 


always available for any kind of 


| 


Ty) 


propane service 


\ 
‘SHELL 
Vl 


} 


\ 


» 


Detroit + indianapol 


yy 
3 





HOW 10 SLICE YOURSELF A SHARE OF 
THE STOCK TANK HEATER MARKET 


By SHELDON MILLER, President 


f 


j winter ayyressive LPG 
dealet Can cash In on a Vast 
new market for yi Hired stock tant 
j And jut ule ait deal 

vho help farme} arn more 

by telling them the toc} 

tory. Although test program 

lave proved that cattle produce 
more meat and milk when yiven 
water throughout 


heated, ice-free 


the winter, survey how that le: 


fhan one out of ftvue farmey have 


heating livestock 
Hardly any of thi 
yroup have a satisfactory heating 
method 


aquuy method. of 


drinking wate) 


You can ell to thi 
more than 80 per cent of the live 
lock producer in cold) weathe 
area by 

Telling the farmer about the 

ayricultural research um 

marized here 

Telling him about the bene 

fits of yas-fired stock tank 

heaters, also discussed here 
Ordering an adequate sup 
ply of stock tank heater 
then displaying and me) 
chandising then 


Pests conducted by many agri 
iltural experiment 
hown that 


farme) can increase 


their profit by furnishing their 
livestock heated water during freez 


inv weathe Both beef and dais 


market of 


tations have 


n 


herds drink more water, more fre 
quently, when given a heated wate) 
upply. Such increased water con 
umption increases beef and milk 
production and decreases feed con 
sumption 

Because an animal’s body heat 
must be used to warm icy water, too 
much of the animal’s food supply i 
diverted from increasing meat or 
milk production to simply warming 
water. Thus colder water reduces 
livestock weight yains. Here are 
ome of the results of tests con 
ducted by 


the value of heating livestock water 


agricultural experts on 
upplies. You can use this evidence 
to help farmers realize that buying 
a vas-fired heater from you will put 
additional profits in their pockets 

The University of Idaho reported 
that steer 
gained 10 per cent more weight than 


drinking warm water 


water, while 
feed per 100 


Dairy cows 


those drinking cold 
using LO per cent less 
lb of weight gained. 
heated 
least 10 per cent more milk, while 


yiven water produced at 
eating less feed 

Oklahoma A & M extension dairy 
pecialists reported that cows fur 
nished heated water drank 18 per 
cent more water and gave 3.5 per 
cent more milk than when given 


unheated wate These cows also 


produced mill which contained 


10.7 per cent more butterfat 








Tate 


“ yall... ni i Y tule. 





Pods 


Design problems which once faced gas-fired stock tank heaters have now been eliminated, 


making it possible to offer farmers economical 


of time 


58 


continuous operation requiring a minimum 


Researchers in lowa reported 
that cows given a constantly avail 
able water supply gave 3'% per cent 
more milk than cows watered twice 
daily. A farmer milking a herd of 
20 cows would thus boost his in 
come by about $25 a month 

Tests in South Dakota showed 
that milk output dropped 23. per 
cent when a cow’s normal supply of 
water was halved. This would mean 
a loss of about $5 a day to a farmer 
milking 20 cows. This emphasizes 
the point that increased water con 
sumption is Important in maintain 
in high milk production. 

Experiments in Missouri showed 
that hogs given heated water over 
a six weeks period gained 10 Ib 
more than animals hand watered in 
the usual way 

Although several methods of 
heating stock tanks have been used, 
most of them have serious disad 
vantages. Wood- or oil-burning 
heaters have not been too satisfac 
tory because of the inconvenience 
of stoking them, and because they 
frequently contaminate water with 
soot or oil. Naturally, this makes 
the water distasteful to livestock, 
and they drink less of it. Thermo 
statically controlled electric heaters 
have been successfully used, how 
ever operating expense for them is 
usually higher than for gas-fired 
heater 

Although wyas-fired stock tank 
heaters eliminate these disadvan- 
tages, design problems have made 
manufacture of reliable units dif 
ficult. Such difficulties a 
water condensation, high winds that 


excessive 


blew out the flame, and efficiently 
transferring heat into the water in 
stead of letting it escape through 
the exhaust stack have only recently 

Now that these de 
have been eliminated, 


been overcome 
sign problem 
it is possible to offer farmers eco 
operation re 


nomical, continuous 


quiring a minimum of his time 
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quality proved 


POWELL VALVES 


for quality-crafted flow control 


Ask your Powell Valve Distributor for the facts about quality-proved bronze, iron, steel and 


corrosion-resistant valves, Whatever your flow control problem, there’s a Powell Valve to solve it. 


THE WM. POWELL COMPANY, CINCINNAT! 22, On10... 111th VEAR 
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Man of the va 


b 
neatel produced 
not Ope rated ieee 
condensed water flooded 
putting out the flame 
neater is now availal 
been tested under the m 
operating condition ith no c% 
of condensation diffic In fact 
thie unit make Use 
while h 
flame) to conduct heat 


fie if ntly, thu 


vatler cannot reach 

more ef 
reducing its fuel con 
umption, The fact that a = stocl 
tunk heater can now 


without 


operate con 


tinuously being drowned 


ut is an important sales point for 
our farm customers. 

Many yas-fired stock tank heat 
( have been troublesome to farm 
‘high winds blew out the 
flame Phi 


ers bec 
problem — ha been 
eliminated by using a unique pre 

ure-equalizing cap on top of the 
exhaust stack which makes it im 
possible for winds to blow out the 
heating flame. The reliability of 
this cap has been tested by mount 
iny the heater on a car and driving 
faster than 100 mph. The 


burner wa et to alternate from 


it peed 


full flame to pilot flame at two o1 
three minute intervals, thus viving 
it thorough test of the effect of high 
vinds on the heater’s operation 
The test proved conclusively that 
vinds over 100 mph did not blow 
uit the flame 

\ difficulty that farme) 


may be conscious of is the fact that 


Manis 


on some types of stock tank heat 
ers, much of the heat yoes out the 
exhaust tack He ha probably 
checked this fact himself by hold 
inv his hand on or near the ex 
haust stack A unit has been de 
iyned which makes use of a sub 
meryed, circular heat chambe 
which leads to the exhaust stack 
This design, coupled with a highly 
efficient burner, makes it possible 
to heat stock tanks and. still keep 
fuel consumption at a minimum. 
This is a feature which is impor 
tant to your farm customer 

hor example, a farmer in central 
Kansas would use hi tock tank 
heater 


early April 


from late October through 
time, this 
to 
3 bottles of gas at a total expense 
of $12 or $13. Weather conditions 
Vary across the country, and natu 
rally it i 


During thi 


1 


new heater would use about 2'.5 


impossible to pive exact 
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osts. In any event, even in severe 


weather, operating this  heate) 
hould not cost more than $4 or $5 
per month 

As with any 


heater 


product, stock tanh 
are easier to sell if you have 
them on display. By displaying 
them, along with signs that briefly 
point out the farmers’ reasons for 
buying, customer interest will be 
created. Then your knowledge of 
why the farmer needs a stock tank 
heater and why vgas-fired heaters 
hould be used can help you to turn 
the customer’s interest into a sale. 
Advertising by direct mail or 
newspapers can also bring in farm- 
ers who are interested in hearing 
our story. While advertising is a 
yood way to get sales leads, one of 


the best is in following up your 


own customers. During the normal 
surse of business, you can tell the 
tock tank heater story to many 0! 
your rural customers. By approach 
ing them with an offer of help to 
wards bigyer profits, you can turn 
many of these contacts into sales 

Finally, one or more stock tank 


heaters placed with influential 


farmers on a trial basis could be an 
opening wedge for a successful sales 
campaign. If he likes it, you can 
send prospects to him (with his 
permission, of course) to see the 
unit in operation. You may have 
several influential farmers on your 
present customer list. 

If you put these profit pointers 
to work, you should be able to slice 
vourself a large share of this nearly 

ntapped market & 





ILLIAM W. CLARK, a 
WY vemes LPG and _ utility 
gas publications man, has_re- 
turned to BUTANE-PROPANE 
Vews after an almost two-yeat 
absence to become BPN’s east 
ern editoi 

Mr. Clark will be 


tered in 


headquar 
Philadelphia and will 
cover the entire eastern part of 
the United States and Canada, 
adding to BPN’s present cover- 


age of that area. 


William W. Clark 





William W. Clark appointed 


eastern editor for BP News 


A journalism graduate from 
the University of Southern Cali- 
fornia, Mr. Clark joined GAS 
Magazine, BPN’s sister publica- 
tion, in 1946 after having served 


on a Bakersfield, Calif., news- 


paper and for 8'% years with 
the U. S. Navy. He became 
editor of GAS shortly after join- 
ing the staff. 

1953, Mr. Clark be- 
editorial director of both 
BUTANE- 
holding this po- 


Late in 
came 
GAS Magazine and 
PROPANE News, 
sition for two years. During his 
10 years with GAS and two 
years with BPN, Mr. Clark be 
came intimately connected with 
the utility and LPG industries, 
authoring countless articles for 
the two publications. 

For the past 1% years Mr. 
Clark has been with Frank As- 
national 


sociates, a group of 


contract writers for business 


publications. Readers will re- 
member Mr. Clark’s recent four- 
part series in BPN 
“Scientific Management The 
Key to Profits.” 

Mr. Clark is married and has 


called 


two daughters. a 
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am Hackney deluxe unit with 
2170-gal. water capacity (pay 
load: 1795 gal. propane), full 
skirting and all cabinets. Other 
sizes available, equipped with 
or without side or rear cabinets 


Rear operating compartment. 
Allcontrolsaccessiblefromone 
position. Rear delivery mini- 
mizes truck maneuvering... 
dragging hose around truck in 


busy areas 


Hackney Tank Trucks 


..- double-barreled for better stability... bigger pay loads 


Looking for a way to speed up your LP-Gas deliv- 
ery? Cover more territory? Serve more customers ? 
Then see how Hackney builds tank trucks for 
profit-making operation, 


Twin-barrel tanks utilize full truck width, dis- 
tribute weight for real stability. Built in accord- 
ance with ICC specs and the ASME Code (for 
250 Ib. pressure), Hackney trucks are ideal for 
out-of-state delivery. 


Hackney gives you all the features you need 
for fast delivery: 


e Centrally located controls. ¢ ICC lighting with 
clamp-on connectors. @ Blow valve for easy 
strainer cleaning. @ Internal safety valve. @ Easily 
dismantled for service. © Pressure gauge at pump 
discharge. @ Entire unit easily transferred to new 
chassis. 


Write for details. 


Pressed Steel Tank Company 


Manufacturer of Hackney Produ 


1487 South 66th Street, Milwaukee 14, Wisconsin 


Branch 


A 


fuel tanks for 


cylinders systems trucks and tractors 
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tank trucks bulk storage tanks 





Servel's air conditioning 
division sold to Arkla 


Servel Inc. completed the sale of 
of its all 
conditioning division to 
the Arkla Air Conditioning Corp., 
a Wholly owned subsidiary of the 
Arkansa Louisiana Ga Co., 
Shre veport, La 


the properties and asset 


yea! “lt 


This transaction, first announced 
last month, was approved by Servel 
tockholders at a special meeting in 
Dover, Del., on eptember 11. The 
ale Wa 
with the signing of legal pape) 
and the payment of approximately 
$4 million by the 


finalized on September 20 


purchasers, ac 
cording to Servel 

“The units to be produced by the 
new Arkla Corp. will bear the 
trademark name, Arkla-Servel,” J 
(. Hamilton, president of Arkansas 
Louisiana Gas Co., said, “and also 
vill carry the trademark Sun Val 

and All Year 

“All organization detail of 
\rkla had been completed, except 
for the sales force, which will be 
greatly expanded he sales head 
quartet will be located in Little 
Rock, Arl home office of W. R 
Stephens, chairman of the board of 
\rkansas Louisiana, who also will 
Arkla Mr. Ste 
exper ted to take an active 


be chairman of 
phen | 
leadership in the air conditioning 
ales organization.’ 

Other officer of the new Corpo 
ration are: D. W. Weir, vice presi 
dent in charge of operations; FE. N 
Henderson, vice president in charge 
of research and development; F. L 
Holleman, and James 
Chisum, treasures All four of 
these men hold comparable posi 


ecretary, 


utility and are 
residents of Shreveport 


tions in the ga 


“Manufacturing, purchasing, ac 
counting, and research and develop 
ment will remain in the Evansville 
plant,” Mr. Hamilton said, “which 
ome 500,000 sq ft of floor 
space on 14 acres of land 

“Approximately 250 persons have 
been employed in the air condition 


includes 
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ing plant and it is probable that 
the force will be increased in the 
months ahead as the new company 
production. 

“Arkla policies on such matter 
as production, pricing, distribu 
tion, warehousing, service and war 
ranty, training 
and development will be announced 


expand 


schools, research 


Oon 

According to a Servel spokes 
man, with cash on hand, bank de 
posits, U. S. Treasury bills and the 
from the sale of the all 
year air conditioning division, Ser 
vel will have approximately $10 
million, which, together with the 


proc eed 


proceeds from the remaining prop 
erty, will be used to acquire one or 
“of a stable char 
acter and with a 


more businesses 
demonstrated 
earning capacity.” 


New-style tank cars make 
first U. S. appearance 


The first high-pressure railroad 
ank cat designed and built to 
eliminate the need for insulation, 
although authorized by the ICC only 
last June, already are rolling across 
William P 
president of the 


the country by rail. 
Hiindman, vice 
advanced products division of ACF 
Industrie announces that 300 of 
an order for 700 of the new cars 
have been completed and delivered 


to Phillips Petroleum Co. 


The new cars have been approved 
for transport of L. P. gas or anhy- 
drous ammonia. They carry more 
lading than high-pressure insulated 
cars mounted on the same capacity 
railroad trucks, Mr. Hindman says, 
and at the same time are both 
lighter and shorter. Less material 
is used in their manufacture. 

The new cars were approved by 
the ICC thorough tests 
indicated that insulation on tank 
cars for high-pressure, compressed 
yas is no longer necessary, it is 
claimed. They were authorized by 
a revision in ICC regulations waiv 
ing the requirement that flammable 
L. P. gas and anhydrous ammonia 
be transported only in insulated 
tank cars. The revised regulation 
became effective June 26. 

The ICC decision to authorize 


because 


the revolutionary new cars, accord- 
ing to ACF, is related to technolog- 
ical advances in steel working. 
Previously all tank cars used to 
transport flammable L. P. gas or 
anhydrous ammonia had to be 
jacketed with a stipulated amount 
of “lagging” or insulation as a 
afety precaution. The insulation, 
usually four inches thick, prevented 
extremes of temperature and there- 
fore of pressure changes within 
the tank. Today’s stronger steels 
and improved welding methods 
obviate the necessity for the insula- 
tion, Mr. Hindman states. 

Color also contributes to the 
safety of the new cars. By ICC 
regulation, the exposed upper two- 
thirds of the tank must be painted 
a light, reflective color. This re- 
quirement was written into the 
regulation because of the capacity 
of light colors to reflect heat. On 





The country's newest railroad cars—high 
pressure tankers without insulation—roll out 
of ACF Industries’ Advanced Products plant 
at Milton, Pa., for delivery to Phillips 


Petroleum Co 
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PREST-O-LITE Cylinders 
are Uniformly Strong...Top to Bottom! 


From spud to footring, Prest-O-Lire Cylinders for You vet this uniformly high strength with no extra 
LP-Gas are built uniformly strong. There just arent weight in Presiv-O-Lire Cylinders. And you pay noe 
any weak spots. more for this high quality, either lo find out why 

Starting with the eylinder walls. you ll find they are Prest-O-Live cylinders are your best investment, just 


shaped from high quality steel of constant thickness call or write the LINDE office nearest you. LINDE Com 
The single seam—not three—is automatically welded by PANY, Division of Union Carbide Corporation, 30 bast 
LINDE’s UNIONMELT Submerged Are method to assure b2nd Street, New York L7, N.Y. Offiees in other prines 
a dense, smooth, leakproof joint. The spud flange is a pal cities. In Canada; Linde Company, Division of 
one-piece, forged unit. cleanly welded with no crevices Lnion Carbide Canada Limited 

to hold dirt or moisture. Footring is completely welded 

to the evlinder. The cylinder bottom is protected against 


corrosion by an asphalt base undercoating. The entire 


cylinder is first shot-blasted to prepare the surface. and UNION 
then electrostatically painted—first with zine oxide, then CARBIDE 


with aluminum enamel, and infra-red dried —to give it 
a hard, tough “skin.” highly resistant to corrosion, 


The term Linde Prest-4)-Lite i me nd “Tt on Carbide ane 
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tne tempi rature inside a 
lite tank car is approximately 
10 J lower thi inside a con 
entiona ; 
The Phillip 
; in. A-212 Grade B steel 
nsile strength of 70,000, compared 
Vitn 1] 16 I! A VA ott) 
09,900-tensile-strength steel used in 
al the 


»a design pre 


Grade ¢ 


vherea the 
at 300 


I tre 


11,700 water yal. on 


Loy compared with 11, 
Livht 


57,600 Ib com 


O50 yal. for insulated car 
veight | 

64,500 Ib over - all 
yth i > ft 11! in 


vith 37 ft 5's In 


riliace nN) 
pared with 


( ompared 


\nother new feature i the re 
placement of conventional tank 
bands by hold-down brackets and 
holt a method of tying-down the 
tank to the underframe never used 
before for high-pressure car 
ub-brackets, that 
ive riveted to the jacket of an in 
ulated car, are welded to the tank 
of the Phillips’ car and the safety 
bolted rather than 
riveted to the bracket 

The tank is all-welded, and fea 
tures ACE's flued manway 
in Which the base of the manway 


utety applian e 


appliances are 


section 


ed extension of the 
tank rather than a welded addition 
\ll welds are X-rayed, and each 
tank i tre relieved 


nozzle is a pre 


Tornado's fury gives LPG 
chance to prove itself 


lL. P. gas, an ideal fuel under all 
normal conditions, rendered extra 
ervice last June to hun 


familie 


ordinary 
dreds of 
devastating 
N. D 


Most of the 


caught in the 


tornad at Fargo, 


damage from the 


Melvin Berger, Consumers Gas Co.'s Moore 
head, Minn 
owner inspect a 420-lb L. P. gas cylinder 
which was turned over during the Fargo 


service crew, and a home 


tornado. Some cylinders were tossed as 
far as 300 ft by the winds, but none was 


seriously damaged . 





torm occurred in the northern 
edge of Fargo, beyond the city’s 
vas mains. Altogether, 1300 homes, 
churche 
building 
nothing of the 10 who were killed 
and more than 100 injured. 
Consumers Gas Co. of Moorhead, 
Minn., just across the Red River of 
the North from Fargo, had about 
100 customers in the stricken area, 
and a recent report from the Na- 
tional LP-Gas Council, Chicago, 
gives a graphic description of that 
concern’s activities in establishing 
emergency services to victims and 
in preventing fire and explosion 
damaye in LPG installations. 
Melvin Berger, service manager 
of the company, and Bruce Thomas, 
serviceman, reached the scene as 
quickly as possible after the tor- 
nado passed with essential pieces 


schools and commercial 
were destroyed, to say 





The total destruction of the Fargo tornado 
is dramatically clear in this view of the 
hardest hit section of the Golden Ridge 
area of the city. An L. P. gas range can 


be seen just to the left of the small tree 


of equipment such as gas detectors, 
pipe fittings and new cylinders 
Their first task was to shut off all 
L. P. gas tanks where shutoff 
valves had not been damaged, and 
to stop all leaks wherever found 
Later, Consumers Gas Co.’s boom 
truck, used for loading and instal- 
ling tanks, was brought into ser 
vice to lift tanks out of the debris 
and assemble them at a convenient 
point. Meters also were picked up. 
One of the biggest demands upon 
the company was to meet calls for 
fuel, as L. P. gas was the only 
means of cooking and water heat 
ing over much of the entire area, 
due to failure of power lines, trans 
formers and other electrical facili 
ties. Additional service was ren 
dered by making available cooking 
equipment which enabled many 
families to carry on until regular 
services could be reestablished. 
The Fargo tornado resulted in 
another illustration of the out 
standing service L. P. gas can 
render in such emergencies. 


Railroad men attend 
LPGA sponsored meet 


Railroads handled their L. P. gas 
traffic faster during the 1956-57 
winter than previously, a group of 
about 125 railroad men heard Sep- 
tember 13 at a car service improve 
ment meeting in Chicago. 

The meeting was the first of a 
series sponsored by the transpor- 
tation committee of LPGA. LPGA 
plans three other meetings this 
fall, at New York, Atlanta, and 
Dallas. Last fall LPGA staged a 
similar series of meetings with 
railroad executives. The Chicago 
meeting was conducted by D. A. 
Patterson, Phillips Petroleum Co., 
Bartlesville, Okla.; Fred Shellhorn, 
Anchor Petroleum Co., Tulsa, 
Okla.; and John K. Smith, Metro- 
gas Inc., Chicago, Ill. C. W. Guy, 
Texas Natural Gasoline’ Corp., 
Tulsa, Okla., heads the transporta 
tion committee. 

The meetings are planned to help 
shippers and the railroads prepare 
for the winter peak using season 
Prompt delivery of gas used for 
heating and numerous other home 
and industry fuel needs is essen 
tial since most of the L. P. gas is 
produced in the Southwest and 
must travel approximately 1000 
miles to using points throughout 
the United States. 

Summarizing a survey among 
L. P. gas producers, H. L. Bowler, 
Phillips Petroleum Co., said 75 pet 
cent of the companies queried re 
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FULL PUMP 
CAPACITY FILLING 


MORE 
DELIVERIES PER DAY 


LOWER TRUCK COST 
IN FUEL AND MAINTENANCE 








INC. 





THE J. B. BEAIRD COMPANY, 


Lip! 


LP-GAS & NH-3 EQUIPMENT 


NOW AVAILABLE. 









SELL LP-GAS 


Attractive, easy to use, and safe Beaird 
LP-Gas stations boost the profits of service 
station operators and LP-Gas dealers alike. 
Located at highway truck stops, they open 
a new year-round source of LP-Gas sales. 
LP-Gas motor fuel is today’s fastest growing 
market, Ask yorr Beaird representative to 
assist you in surveying locations for Beaird 
“Completely Packaged” LP-Gas filling 
stations. Long term financing available. 


CUSTOM DESIGNED 


with BEAIRD LP-GAS FILLING STATIONS 


AS MOTOR FUEL ¢ 
SERVICE STATION 


Beaird LP-Gas Filling Stations meet NBFU pamphiet 58 requirements 





THE J. B. BEAIRD COMPANY, INC. 


A subsidiary of American Machine. & Foundry Company 


Shreveport, Louisiana 
Clinton, lowa 
Stockton, California 





LP-GAS & NH-3 EQUIPMENT 



























plied that last winter’s rail service 
Was an Improvement over previous 
winters He also said that with 
75 per cent of the industry report 
ing, 125,309 carloads of butane 
and propane were shipped between 
Sept. 1, 1956 and Mar. 31, 1957, a 
gain of 720 over the previous year 
The railroad spokesman at Chi 
cago was FE. E. Foulks, assistant to 
the vice president of the Chicago, 
Rock Island & Pacific Railroad. Mr 
Foulks offered his own suggestions 
for improving winter-time service. 
Other speakers were J. E. Don- 
nelly, Phillips Petroleum Co., who 
outlined how the gas industry was 
developing lighter, more economical 
tank cars; and F. M. Taylor, Texas 
Natural Gasoline Corp., who said 
that gas supply would be adequate 
for any foreseeable demand. On 
July 1, he reported, the industry 
had 902 million gal. in storage. 


General Gas Corp. plans 
major barge terminal 


The development of a major barge 
terminal for the distribution of 
L. P. gas is planned by 
Gas Corp., of 


General 
Baton Rouge, La., 
upon an 18-acre site on Flint river, 
Georgia, recently purchased by the 
company. 

According to Hal S. Phillips, 
president of General Gas, the plant 
will be at Bainbridge and will have 
a 600,000-gal. capacity, representing 
an investment of approximately 
$500,000. The plant’s location will 
permit faster distribution of prod- 
ucts to customers in Georgia, 
Alabama, and South Carolina. 

Work on the new terminal, de 
signed to provide more efficient 
service operations in the company’ 
three-state eastern division, will 
start immediately 

“In addition to more. efficient 
operations,” Mr. Phillips said, “the 
terminal will assure our eastern 
division customers of adequate sup 
plies of L. P. 
demands resulting from unseason 
ably cold weather and the fuel’s 


vas despite increased 


growing usage by industry.” 

Mr. Phillips stated that L. P. ya 
supplies will be moved to the new 
Bainbridge terminal in barges of 
approximately 400,000 gal. capacity 
from the Gulf Coast area of Texa 
and Louisiana up the Apalachicola 
river in Florida to Bainbridge on 
the Flint river. Pumps and com 
will be installed at the 
facility to transfer L. P. gas 
barges to the tank farm on the 
river-front property 

A fleet of modern truck tran 


pressors 


from 
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ports will operate out of the new 
Bainbridge terminal to move L. P 
yas to established General Gas bull 
plants in the company’s south 
eastern service area. Mr. Phillips 
further stated that railroad facili 
ties may be added in the near fu 
ture so that tank cars can augment 
the General Gas highway fleet as 
demands among indus 
trial, commercial, and residential 
customers in the eastern division 


Increase 


Bon D. Grussing joins 
Brown & Bigelow 


Bon D. Grus 
sing, merchan 
dising, sales and 
promotion exec- 
utive, has been 
appointed direc 
tor of merchan- 
dising for the 
Brown & 
low special sales 


Bige 


division in St 
Paul, Minn., R 
J Henderson 
Jr., vice president of the division, 


B. D. Grussing 


announces. 

Mr. Grussing joins the advert 
ing firm’s 
where he will handle sales develop 
ment and merchandising programs 
for some of America’s leading in 
dustries. He will work directly 
through Brown & Bigelow’s home 
office division, and district ales 


special sales division 


managers and their sales personnel 
Mr. Grussing is widely known in 
the L. P. gas industry. He was in 
charge of advertising, sales pro 
motion, and public relations for 
Minneapolis-Moline for more than 
2() vears, during which time that 
company pioneered the factory in 
stallation of propane fuel systems 
on all of its tractor 
industrial engines. 


models and 


Cribben & Sexton buys 
commercial range div. 


Magic Chef Inc. and Cribben & 
Sexton Co 
Magic Chef's 
eration in Cleveland, Ohio, to 
ben & Sexton of Chicago 

The purchase includes tools, dis 
machinery, right 
and all inventories of raw 


announce the sale of 
commercial range op 


Crib 


special patent 
mate 
rials, work in process and finished 
goods of the Magic Chef comme) 
clal range operation 

Cribben & Sexton will set up a 
commercial cooking equipment di 
vision, which is 
“an important 


expected to make 


addition to sale 


and earnings,” Wendell C. Davis, 
president, Cribben & Sexton, said 
“This acquisition,” he commented, 
“provides us with a strong entry 
in one of the most stable segments 
of the range industry.” 
According to a Magi 
Cribben & 
manufacturers of Universal gas 
ranges, will be entitled to use the 
Magic Chet 
ranges during an interim’ period 
Otherwise, the Magic Chef name 


Chef 


spokesman, Sexton, 


name on commercial 


is not involved 

Key personnel from this Magic 
Chef operation are joining Cribben 
& Sexton, including George Field, 
who will continue as sales man 
ager of the new division, and Rob 
ert E 
as chief 
policies will not be changed, accord 
ing to Mr. Davi 

Magic Chef will continue to man 


Johnson, who will continue 


enginee! Distribution 


ufacture domestic ranges at it 


Franklin, Tenn., plant 


Fifty year old company 
celebrates anniversary 


The Westcott & Greis division of 
American Meter Co. celebrated its 
50th Anniversary, September 16, 
according to James H. Satterwhite, 
president 

The company was founded in 
1907 by H. P. Westcott and H. N 
Greis to develop and sell measure 
ment and control equipment for 
gas and petroleum products in the 
Southwest 

Mr. Satterwhite marks his 40th 
Anniversary with the company on 
October 1 

Westcott & Greis now operates 
through two main sales divisions; 
the northern division is headquar 
tered in Tulsa Cade ( 
Clover, and the southern division 
is directed by Howard W. Wahl 


Garland, 


undet 


with headquarters in 
lexas In 1956, American Meter 
Co. built a new, modern manufac 
turing plant in Garland to better 
upply the growing business of 
Westcott & Greis in the Southwest 
area. Mr. Wahl has 35 years’ ser 
vice with the company, and Mr 
(lover, 30 yeat 


Norge expands and 
specializes field sales 


An expanded and pecialized 


field force for more intensive di 
tributor coverage and merchand) 
ing liaison is announced by Norge 
division, Borg-Warner Corp., Chi 
Cayo 


Walter ¢ Fisher, general sales 
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manager, said Norge district man 


ager nave been assigned eithei 
kitchen or home laundry specialist 
responsibilities Overall strength 
of the field organization has been 
increased at least 15 per cent 

In addition, the number of divi 
sion managers has been increased 
from four to 1X John A 
and John §S. Wolfe, formerly field 
merchandisers, have been promoted 


Curley 


to eastern and southern division 
sales Managers, respectively In 
this capacity they join Gordon P 
Hentz, northeastern; EK. 1 
on, mid-western; V. £ 

ford, 


Eepper 
Walling 
outhwestern; and Robert E 
Sloan, western, at the division man 
ager level 


Dealers can capitalize 
upon gas unity program 
Dealer who are not on the 
mailing list of the monthy publica 
tion, “Who and W hat,” publi hed 
by the Bastian-Blessing Co., Chi 
hould even at this late date 
try to obtain copies of the Septem 
ber issue. It features the “All-Ga 
Unity Program” and tells operator 


Cayo, 


of the many way in which they 
n profit from the national effort 
to publicize yas as a fuel 

The Bastian-Blessing Co. addre 
in Chicago is 4201 Peterson Ave 


( 


{ 


A. O. Smith plays host to 
large foreign group 


The Permaylas division of the 
\. O. Smith Corp. was host re 
cently to a group of men from 
Pakistan, Yugoslavia, Thailand and 


21 other countries at the company’ 


Representatives from many foreign coun 
tries and U. S. Air Force personnel were 
shown mass production of gas water 
heaters at the Permaglas division of A. O 


Smith Corp., in Kankakee, III 
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I}) , plant where they 


vere hown tep 


Kankakee, 
in the production 
of yvlass-lined water heater 
Accompanying the foreign group 
were their interpreters and U. § 
Air Force personnel from the field 
where the visitors are engaged in 
chedule. For many 
of the visitors it was the first time 


they had observed mas 


an alr training 


production 
applied to 
’ which are not known 
in many of the countrie 
ented 


ecnnique ( pecially a 
ater heate 


repre 


Midland Cooperatives hold 
sales and service schools 


During the month of May, Mid 
land Cooperatives In¢ Minneap 
olis, Minn., held sales and 
chools at seven of its L. P. gas 
plants. Hundreds of sales 


ervice 


and ser 
member dealers at 


( hool 
ervicemen attending 


vicemen of 

tended these 
Sule and 

the hool 


tion on servicing of L. P. gas ap 


gained new informa 
pliances and also learned about 
the rapidly growing field of L. P. 
yas factory-equipped tractor 
Pechnician of two control 
manufacturers, Bastian - Blessing 
Co. of Chicago and Robertshayv 
Fulton Controls Co., 
Pa., instructed the men on instal 


Youngwood, 


ervicing of L. P. gas 
control and regulating equipment 
from Mutual Service 
Paul, Minn., in 


practices In in 


lation and 


Engineer 
Insurance Co.,, St 
tructed on safe 
talling bulk and cylinder equip 
ment, fire demonstration 
also held 

Staff members of Midland’s L. P 


gas department served as instruc 


were 


tors on properties and characteris 
tit of lL. FP. was, 
clothes 

Much emphasis was 


servicing of 
ranges, dryers, and space 
heaters. 


placed on selling and servicing of 


caurburetion 








Neptune Meter acquires 
English meter firm 


Announcement is made of the 
purchase by Neptune Meters Ltd., 
Toronto, Canada, of all outstanding 
stock of Cleveland Meters Ltd., 
England. The Canadian organiza 
tion is a subsidiary of Neptune 
Meter Co., New York 

Purchase of the firm in Great 
sritain is another step in Nep- 
tune’s expansion and diversification 
program which began more than 
five years ago 

Cleveland Meters Ltd. manufac- 
tures water meters, industrial 
liquid meters, and accessories and 
registering components used with 
these measurement instruments. It 
has sales facilities in the British 
Isles and throughout the sterling 
markets of the world. Under Nep 
tune’s control, the company will 
continue to operate from its pres- 
ent location in Redcar, Yorkshire, 
England 

The acquisition of Cleveland 
Meters is Neptune’s first step in 
manufacturing operations outside 
the North American Continent. It 
represents a broadening of the cor 


poration’s activities toward encom 
passing a program of world-wide 


marketing 


Which is best— 
gas or electric? 


The advantages of gas ove) 
electricity for cooking are forcibly 
presented in a new leaflet entitled, 
“Which is best for you-—-gas or 
electricity, for cooking?” 

Many straightforward arguments 
are listed in detail which are help- 
ful to salesmen in presenting the 
case of gas to prospects in the field. 

The leaflet has been published by 
fuelane Corp., Liberty, N. Y., and 
fortunately it has been made avail 
able to LPG operators through the 
courtesy of that company. It is 
worth sending for. 


Cooking range salesmen! 
Want to win a sports car? 


Cooking range salesmen have a 
chance to win five new sports cal 
offered as prizes in a nationwide 
contest. 

Robertshaw-Fulton Controls Co 
announces it will present American 
made sports cars to the five range 
alesmen turning in the best de 
they demonstrate 
temperature con 
In addi 
tion they must arrange in correct 


cription of how 
new range-top 
trols to retail customers. 
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For New LP-Gas Dealers 


Another Helpful cp 
WHITE RIVER 4a 


Service 







/ 





4 : 





Here's an exclusive White River Service, especially 
valuable for new LP-Gas dealers! / 
Send your driver down to pick up your new White River 
truck tank unit. We'll thoroughly explain every feature. We'll show Model 200 
him how to operate it for maximum efficiency and economy. We'll 1300 to 2200 WG 
give him the actual experience of a check-out run over our own 


retail gas route. He'll learn first hand, right on the job. £¥ 


Our own retail gas business helps you in another impor- 






sit 


tant way, too! We know from our own experience what you need in 
design and equipment to cut time and raise profits. We field-test Model 100 
these money-making features first, and then build them into every 1100 to 2300 WG 
model of the White River line. 

That's why we know these are the world's finest propane 
truck tanks, yet they're always priced for unmatched economy. 





Write today for specifications and prices on the complete White 


River line. There's a model and a price to fit your exact needs. Model 150 
1100 to 2300 WG 


WHITE RIVER << “40 


Moc el 30 
DISTRIBUTORS, inc. aoc et 208 
Phone 570 BATESVILLE, ARK. 





tHE Warld's Zines rroPANE TRUCK TANKS, ALWAYS AT _Sawesd Prices 
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Master Tank & Welding Co.'s new plant 
addition in Dallas, Texas. 





order of importance six advantages 


of range-top controls listed on the 
entry blank 

Official entry blanks are now 
available from Salesmen Contest 
Director, Robertshaw thermostat 
division, Robertshaw - Fulton Con 
trols Co., Youngwood, Pa. 

Salesmen 
contest 


participating in the 
must have entries in by 
December 31. 

Winners are to be announced in 
February 1958 


Oran Furnace Co. now 
under new management 


Temptron Inc. is the new name 
for the Oran Furnace Co., now 
under new management and located 
in Columbus, Ohio. 

The name “Oran” floor furnaces 
will be retained for brand name 
purposes, but the manufacturing 
company from now on will be re 
ferred to as Temptron. 

Henry Kelly, designer of the 
Oran floor furnaces and former 
head of the Oran Co., is vice presi 
dent of Temptron 


Robertshaw-Fulton 
opens new head office 


The executive offices of Robert 
shaw - Fulton Controls Co. have 
been moved to 911 KE. Broad St., 
Ric hmond, Va These offices will 
occupy the entire top floor of the 
11-story Life Insurance Co. of Vir 
vinia Bldg. at that address. 

Mr. John A. Robertshaw, chair 
man of the board of directors, and 
John A. Robertshaw Jr., vice pres 
ident in charge of international 
operations, will continue to make 
their headquarters at the former 
headquarters office at 110 East 
Otterman St., Greensburg, Pa. 
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eek 


Master Tank expands 
Dallas tank department 


A new, steel frame building 
measuring 50 x 200 ft has recently 
been constructed for Master Tank 
& Welding in Dallas. This building 
is an addition to the main tank 
department and it houses an over- 
head crane capable of handling 
extremely large pressure vessels. 

The tank department is serviced 
by a railroad spur running through 
the end of the building, facilitating 
speedy handling of shipment and 
delivery to all parts of the country 

One year ago the company con- 
structed a half-million dollar pro- 
pane tank manufacturing plant in 
Quincey, Tll., according to Sam 
Weempe, president of the firm. 


Norge's service quarters 
moved to Chicago 


National service headquarters of 
the Norge division of Borg-Warner 
Corp. have been moved from Muske- 
gon, Mich., to Chicago, according 
to Elmer Fenton, national service 
director. 

Mr. Fenton states that his stall 
and product specialists will occupy 
2300 sq ft of additional floor space 
in the company’s national head- 
quarters at the Merchandise Mart. 


Indoor climate meet brings 
human need into focus 

Man needs greater progress in 
indoor climate design and a cen- 
tral discipline or authority to bring 
existing knowledge into focus and 
use. 

These two recommendations of 
scientist and industrialist emerged 
as probably the major fruits of the 
first U. S. conference on designing 
the indoor climate, held September 
12-138 on the University of Cali- 
fornia at Los Angeles campus, with 


Dr. L. M. K. Boelter, dean of engi- 
neering, as host and keynoter. 

The conference was sponsored by 
the UCLA department of engineer- 
ing and engineering extension in 
cooperation with the Institute of 
Heating & Air Conditioning Indus- 
tries. 

Its aim was to help interact aca 
demic with field knowledge and 
help educate the consumer to high- 
est available standards for promo- 
tion of human health, comfort, and 
productivity. 


Petrolane sales increase 
approximately 10 per cent 


Petrolane Gas Service Inc., Long 
Beach, Calif., has released its semi- 
annual report to the shareholders 
covering the six month period ended 
June 30, 1957 and June 30, 1956. 

Sales and earnings reflect a sub- 
stantial increase over the corre- 
sponding period of the previous 
year. Sales increased approximately 
10 per cent, net income increased 
nearly 12 per cent, and earnings 
per share increased accordingly, or 
slightly over 11 per cent. 

R. J. Munzer, president of Petro- 
lane, in his message to the share- 
holders stated, “At this time, all 
of the 
present to make possible a 1957 
sales level of approximately $10 
million or an increase of. slightly 
less than 17 per cent over 1956 


essentials appear to be 


sales. 


Texas Boiler changes 
its name to Texas Tank 


Texas Tank Inc. is the new name 
for the company formerly operating 
as the Texas Boiler & Machinery 
Co., of Dallas, according to B. R. 
Sprayberry. Mr. Sprayberry states 
that the new name has been selected 
because it more accurately reflects 
the nature of the firm’s business. 
There will be no changes in the 
policies, personnel or management. 

The original company was formed 
in 1915 by Mr. Sprayberry. The 
officers and directors for the newly- 
designated firm are Mr. Sprayberry, 
president; Herman Hart, vice pres- 
‘dent; James A. Garner, secretary 
treasurer, and Earle N. Shell and 
Alfred Corley, directors. 


Safety circuit wire 
may replace conduits 


Recent approval has been given 
of a new, low-energy safety circuit 
wire for use in circuits serving 
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Why tie-up operating capital ? 


LEASE an LPG TANK TRUCK 


LPG TRUCK LEASING, INC. 
KANSAS CITY, MISSOURI 


* ee, Le Ree 


The unit sone: on test pumped 
jin excess of 50 gallons per 

4 minute against 125 psi vapor ~ 

| pressure. 


Completely equipped to ICC codes 
ready for immediate operation—all you do 
is fill the tank with LP gas. LPG Truck Leas 
ing’s unique tank truck leasing program will 
enable you to have more operating capital 
Too, at the end of the three-year lease agree 
ment, you have an option to purchase the 
complete LPG tank truck unit for an addi 
tional one-month lease payment, or re-lease 


the complete unit for the fourth year 


LEASE A FULLY EQUIPPED, 2,000 GAL. SINGLE BARREL, DELIVERY TRUCK 
NEW MODEL 374-8 HEAVY DUTY GMC TRUCK CHASSIS, Converted for LPG 


Equipped with Corken Coro-Vane 50 GPM pump, Nep- Le SO ante ec San, i: Sew a sgtecchiecibes 
tune 142” Print-O-Meter, 100 ft. 1” liquid and 100 ft. Please forward, without obligation, com 
Ya" Vapor Return Hose ‘oneal on Hannay Hydraulic plete information on your LPG TANK TRUCK 
Rewind Reel. Tank has 2” Rego double check fill to LEASING PROGRAM 

insure fast fill and short time turn around. 

All piping and fittings patented O-Ring seal—Eliminating 

all possible leaks, all fitting and valves equipped with By 

Bastian and Blessing exclusive Tri-O-Seal construction. 

All Controls Centrally Located in rear to speed loading ADDRESS ___ 

and delivery. CITY. 

Rear delivery minimizes truck maneuvering and drag- 

ging hose around truck. 

Unit meets specifications and codes in all states. 


Write or Call Collect for Complete information 


TRUCK LEASING, INC. 


HArrison 1-5477 1920 McGEE TRAFFICWAY 
TWKR KC255 Kansas City, Missouri 
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lurnac 


ulety 
loan Ga 
derwritey 

Thi l ‘ pected 
elimination of a lony tandiny 


quirement of conduits for 


VIPTIny 
lubing and similar protection and 
result in a sa i f ¢ t to the 
home ownes tallation prac 
tices for 
everal rating 
<periments | } i Ap 
Manufacturers Association 
and the Plastic Wire & Cable Co 
as involved. It i 
Inspector Vill 


and ¢ 


pliance 


anticipated that 
yradually 
this cla of installation 


approve 


AGA campaign will aid 
whole gas industry 


The L. P. vas indust) tands to 
profit from the publicity campaign 
vhich the AGA will inaugurate in 
195%. Member companie of the 
“association Vill use upward of 
S000 billboards in utility areas to 
tell a colorful story of the advan 
tayes of clothe 
drying and water heating. The 
display Vill feature Mi Julia 
Meade 

Mi Meade currently drama 
tizing the va torv to 12 


Vil fo) cooking 


million 
familie on TV and the effects of 
the publicit is expected to be 
videl felt in district heyond the 


main 


LPG Credit announces new 
minimum down payment 


New minimum, down payment 
requirements and the lengthening 
of time on maturities on certain 
type of equipment have heen 
established — by thre PG Credit 
of ¢ leveland 


| he objective j 1 provide dealet 


Corp., 


vith additional vorkiny capital 


when a large part its capital i 
tied in fixed asset 
\ comple 1¢ chedul of 


minimum mnvestment on 


Initial 
ariou 
kinds of equipment and the maxi 
mum maturities is obtainable from 
the LPG Credit Corp., 312 1 

St., Cleveland &, Ohio 


New company, Atlas Gas 
will market appliances 


In the Northwest a new com 
named Atlas Gas Co., 
head offices at 1245 N. Lombard 
st., Portland, Ore., has been 
formed to market L. P. gas ap 
pliances. 


pany with 
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Principals of the new company 
are Nolan Borgensgard, Lorn Kurtz, 
and W. C. McCall. These men were 
formerly connected with Gas-Heat 
Ine The men have associated 
themselves with Richard 8S. Dodd 
to form Atlas Gas Co. of Salem 
Ore.) with offices at 167 N. Com- 
mercial 

Atlas Gas is now constructing a 
plant at Gresham, Ore., to be man 
aged by Neil Stone. Plants in other 
leading Northwest trading areas 
are contemplated 


New low-cost gas emblem 
offered by Handy Flame 


A metal pin one inch high that 
may be used either as a lapel pin 
scatter pin for 
Handy 
Indian 


for men, or as a 
being offered by 
Flame, 658 Fairfield Ave., 
apoli ”, Ind 

Known as Type (©, the pin is 
hades of blue 
enamel, trimmed with a white gold 
electroplated finish. 


women 1 


decorated in two 


It is mounted inside a card 
folder that carries a message on 
Ka ervice and as appliances 
Twelve carded pins are packaged 
in a clear pla tie bay 

Prices range from 15 cents each 
in quantities of 576 to 50 cents 


each for a single pin 


Australians visit BPN 
before distributing LPG 
Australians G. KE. Barrow and 
J. M. Shaw, Gas & Fuel 
of Victoria, Melbourne, 


Corp. 
visited 





aod vite 


New GAS P* “GE! 


Cecil M. Dunn, president of Magic Chef, 
(left) greets Tennessee's Governor Frank 
C. Clement who welcomed the Magic Chef 
sales organization to his state at the open 
ing of a two-day national convention, held 
in Nashville and Franklin, Tenn 
12-13 


September 





Bing Crosby to help 
sell gas appliances 


What has been called ‘the 
yreatest Christmas appliance 
campaign ever developed by 
the gas industry for local 
level promotion” is available 
to LPG dealers through the 
National LP -Gas 
Bing Crosby has been signed 
by the American Gas Asso- 
variety of 


Council 


ciation for a 
Christmas promotional mate 
rials bearing his picture say- 
ing: “Make this a ‘White 
Christmas.’ Give her an auto- 
Avail- 


able to Council members are 


matic gas appliance.” 


ad mats, floor and window 
displays, gift certificates, bill 
boards, car cards, and rec- 


ord a 











BUTANE-PROPANE News last month 
as a scheduled stop on a round-the- 
world journey to gather informa- 
P. gas. 

Fuel Corp. is a utility 


tion on L 

Gas & 
presently piping oil gas to numer 
ous Australian cities, large and 
small. The firm has decided to 
purchase LPG from Socony Vacu- 
um’s refineries in that country 
and to send the gas through the 
pipes of the smaller cities in addi- 
tion to regular bulk and bottle 
LPG delivery. 

The two men spent most of a 
day with BPN editor Carl Abell, 
associate editor Martin Brower, 
and Fred Ebdon, editor of GAS 
Magazine, BPN’s sister publica 
tion. 


Foreign business for 
Trinity on the upsurge 


The importance of foreign mar 
ket for LPG equipment, and 
especially significant for Trinity 
Steel Co., of Dallas, is evidenced by 
recent shipments abroad by the 
company. 

The first 
Australia is 
Blue-Ray Gas Co. in Sidney; a pro 
pane transport and truck tank are 
headed for Africa; two truck tanks 
transports for anhydrous 
ammonia will go to Taiwen, For- 


“blimp” transport in 
cheduled soon for the 


and two 


mosa; and an L. P. gas dealer in 
Bermuda has placed an order for a 
Trinity truck tank. 

C. J. Bender, president of Trinity, 
states these orders are the result 
of concentrated efforts to establish 
a reputation in foreign markets for 
the company’s products. 
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MASTER-CRAFTED BY 


(OLUMBIAN 


SINCE 1893 


ook What Happened When a Missouri 
Operator Told Columbian "SHOW ME!" 


*O.K. Columbian, show me!” Best of all, the “Advertiser” is now avail 


able to you, too. For more information or for 
Phat What Red K-Ga of St. Louis, Mi any tank type equipment, call Columbian 
sourl, said to Columbian engineers alter out- Our engineer will be glad to figure vour 
lining the special features they wanted cus- requirements without cost to you 
tom-built into an outstanding new L-P tank 


truck unit. L-P “ADVERTISER” SPECIFICATIONS 


‘ . . The compas double or cabine ’ ear houses al ontro 
And Columbian DID with the streamlined 5p gcse he Pe ee 

5 af . meter, all fittings and 150 ft. of 44° hose on power reel. Oper 
Advertiser,” a striking new concept in L-I Ghat ai annem: Get. ce ee den tals teal de eal 
bulk transportation that is helping Red-E sition. Fully equipped with ICC lights and wiring. Meets all 


Gas sell and service more customers than tate and national requirements. Available in 1,200 gal. to 2,500 
ever before. ties above 2,000 gal. should t 


Here’s a new L-P Gas Unit with the clean, 
modern appearance of tomorrow... bright 
eye-catching appearance that advertises your 
firm with billboard effect every mile it go«¢ 
And besides its advertising advantage, the COLUMBIAN 
“Advertiser” combine a host of wanted SAFE-T-TWIN 
functional features like its better rear visi LPG TRUCK TANK 
bility for the driver, and its centralized oper 
ation for faster pumping service. Everything Carries Propane and Butane same load. Truck pictured is 1,700 
Is mounted in the tank unit, for fast, easy water gallons copacity Ake aveilente in capacities to best 
transfer of the tank to a nee eek: (ee Oe eee Oe ee eee 


: ; gravity ce mane count. Fully fitted with pump, 
see, Columbian tanks outlast several trucks! 


) meter pri ne punter avai ose eel 


« COLUMBIAN STEEL TANK COMPANY 


y P. ©. Box 4048-C Kansas Cit Mo 
(MH fog RS Ox Insa y 
. 
vue Ye, f morn ‘ * ’ . ’ ’ ' 
’ = STEEL, Master-Crafted by Columbian... First for Lasting Strength 
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@ ASSOCIATIONS 


Operating costs discussed 
at Kansas convention 


When 157 members of the Kan 
as LPGA met in convention in 
Wichita in September they had the 
opportunity of exchanging idea 
on accounting and the cost of do 
ing business, for that was the 
principal matter of the 
panel discussion, and it was pretty 


subject 


well evidenced that far too many 
operators do not keep. sufficient 
records to enable them to appraise 
their costs accurately 

The chairman of the panel di 
cussion was Clyde Cheatum, of 
Wichita, and prominent deale) 
from all over the state took part 

Another important subject that 
arose at the meeting was proposed 
legislation for the state, including 
a plan to license every operator in 
the industry and providing for the 
policing to be done by the fire mar 
hal’s office. While safety for the 
public is the stated basis of the 
bill, it is also a revenue measure 
because under it dealers 
to pay a fee for all trucks 

It was 


will have 
operated 
also announced that the 
LPGA model constitution has been 
accepted by the Kansas group fo 
its association, replacing the old 
one which was in the process of 
being revised. Among othe provi 
ons 18 one which automatically 
makes the national director for the 
LPGA a member of the state board 
of directors 

The principal talks emphasized 
the theme of “profit” and included 
“Profit Through Good Dealer Re 
lations,” by Anthony Manhart, of 
the Tony Manhart Institute, Wich 
ita; “More Profit Through Bette) 
Management,” by L. 17 White, 
Cities Service Petroleum Inc., New 
York City, and “Profit Through 
Salesmanship,” by Fred Sharpe, 
Washington, D. ¢ 

The annual banquet was held on 
the evening of the second day and 
Wis followed by a dance and en 
tertainment that was labeled “Pay 
ty for Profit.” 

Tom Akin, Central LP-Gas Ser 
vice, Lawren e, Was elec ted presi 


14 


dent of the group, and Neil 
Mid-Continent LP-Gas 
Bend, was 
vice president. Murten Hartzler, 
Hartzler’s Skelgas & Appliance 
(o., Yates Center, is the new 
ecretary-treasurer. 


Dougherty, 


Service, Great named 


Directors for the ensuing year 
are Tom Akin, Murten Hartzler, 
Keith Swinehart, Ernest Unruh, 
Neil Dougherty, Si G. 
Robert Olesen, EK. T. 
and Director at 


Darling, 
Thornburg, 
Large Frank 
Groves 

Glen Humburg will be consid- 
a member of the board, be- 
cause he is the immediate past 
president. Glenn O. McGuire will 
be a member of the board, because 
he is the director of the 5th dis- 
trict for LPGA 


ered as 


Pennsylvania elects 
John Groves president 


More than 200 members of the 
Pennsylvania LPGA attended the 
1957 annual convention in Harris- 
burg, September 10, and elected 
John A. Groves president for the 
ensuing year. Mr. Groves is with 
Goss Gas of Fallston Inc., New 
Brighton, Pa. 

Other officers elected are Henry 
D. Lower, Guernsey, Ist vice presi 
dent; T. Frank Thompson, Carl 
isle, 2nd vice president; Paul 
Haines, Allentown, secretary, and 
John W. Stoner, Rockwood, trea 
The new board of directors 
is composed of Russel C. Trexler, 
Kast Greenville; Harry Ward Jr., 
Ephrata; Eugene’ Schlanger, 


Schickshinny; Raymond FE. Thayer, 
Kane; Joseph A. Pickens, Union- 
town; Russell C. Sewall, New Wil- 
mington; M. J. Cafarella, Read- 
ing; E. Sterling Smith, York, and 
William D. Cook, Whippany, N. J. 
A. C. Horner, chairman of the 
legislative committee, reported 
that the governor of Pennsylvania 
had vetoed association-sponsored 
legislation and that continued ef- 
fort will be 
favorable passage of 
that will protect the public and 
be fair to the industry. 
Secretary William Batt, Penn- 
sylvania Department of Labor & 
Industry, told conventionites of 
some of the problems affecting 
industrial expansion within the 
state. Other speakers were John 
D. Stone, Lowell, Mass., who dis- 
cussed the responsibilities of the 
LPG marketer to his industry, his 
competitors ; 


necessary to gain 
legislation 


employes and his 
Rayson Roche, Small Business Ad- 
ministration, told of the services 
of the Administration and how the 
L. P. gas marketer can avail him- 
self of governmental financial aid; 
and Berry Lethbridge, Director of 
Extension, Pennsylvania State 
University, discussed the program 
of the forthcoming Pennsylvania 
LPGA management conference. 

A friendship hour, a banquet 
and special entertainment  fol- 
lowed the regular program. 

A month before the annual con- 
vention a live fire demonstration 
was given to members of the asso- 
ciation who attended the summer 
social meeting held at Jenners- 
town, Pa. It was arranged by John 
Groves, assisted by Leonard Ma- 
ranowski and Jack Nutter. Volun- 
teer fire companies were in direct 
charge. 





Fire demonstration of Pennsylvania LPGA 
at last summer's social meeting in Jenners- 


town 
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Transistorized Power Supply 
for both receiver and 
25-watt transmitter 


Long Life Transistors Replace the Vibrator... 
Reduce Maintenance and ‘‘Down-Time" 


Already famous for the lowest maintenance and operating costs in the 2-way 
mobile radio field, Motorola mobile radio is an even better investment now—with 
the T-POWER unit. The vibrator is gone!... replaced by rugged long-life tran 
sistors. Gone, too, is the problem of frequent vibrator replacement. Here is a 
mobile radio with an all-electronic power supply. 





New Mounting Flexibility with Plug-In Control Head 

... Same Basic Unit can be Used for Front or Trunk Mounting 

With the T-POWER radio, you are no longer restricted to one type of mounting. 
Install the complete radio, with drawer unit and plug-in control head, for under- 
dash mounting. For rear mounting the same basic drawer unit can be installed in 
the trunk and connected by cable to a dash-mounted control head. And—the same 
basic drawer unit can be interchanged with the equivalent Motorola Twin-V trunk 
mount radio models operated from a 12-volt negative ground source, 


T-POWER radio is another example of Motorola’s continuing leadership in the 
practical application of transistors in mobile radio. Other tested and proved 
transistorized products include the Dynamic Microphone and Power Voice Speaker. 


Gel all the facts. — Write now for literature with complete information. 


MOTOROLA Communications & Electronics, Inc. - 4501 Augusta Bivd., Chicago 51, IMinois - A Subsidiary of Motorola Inc. 
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Can your gas vents rate this seal? 


The new red-and-black Metalbestos “Safety Seal’ identifies an all- 


Metalbestos 


vent designed in accordance with the Metalbestos 


“Safety System” Gas Vent Tables. It’s a visual reminder to builders 


and contractor: 


> 
7 


oo 
“M4 


inspectors and home-owners that you’ve installed: 


GAS-VENT SAFETY 
tale air and sour odors; condensation won't corrode the 


Draft-hood spillage won't cause 
vent or damage the appliance 

QUALITY MATERIALS — I'amous Metalbestos double- 
wall design combines non-corrosive aluminum and dam- 
age-proof galvanized steel for permanent installation 


and operation 


JOB-SITE ECONOMY — Metalbestos “Safety System” 
Gas Vent Tables eliminate wasteful, costly oversizing 
let you plan “correct-to-the-inch” vent sizing before 


you go to the job 


Find out how the new Metalbestos “Safety System” can 
olve your gas vent problems increase your over-all 


job profits. Write Dept. M-11 








M ETALB E ST0 . DIVISION 


WILLIAM WALLACE COMPANY - BELMONT, CALIF. 





Stocked by principal jobbers in major cities. Factory warehouses in Akron, Atlanta, Dallas, 
Des Moines, Newark, Chicago, New Orleans, Los Angeles 


Following the demonstration a 
dinner meeting was held at the 
Green Gables Studio Barn. In keep- 
ing with the general theme of the 
day, Len Farmer and Len Lemon, 
Bastian-Blessing Co., 
some colored slides on some of the 
“do’s” and “don’ts” of the industry 
Also, C. Richard Hewes, Phillips 
Petroleum Co., gave an interesting 
talk and film on LPG carburetion 
The guest of honor was State Sen 
ator Ernest F. Walker of Johns 
town, Pa., who pledged his support 


presented 


to the association. 


| Shenandoah Valley group 
to start TV campaign 


The fourth meeting of the Shen 
andoah Valley Blue Flame Council 
was held at the service building of 
the Virginia Gas Distributing Co 
in Staunton, Va., August 28. 

The meeting was opened for a 
discussion of the proposed TV 
budget that had been submitted at 
the previous meeting. A_ poll of 
the various companies concerned 
showed that all but three of the 
companies were willing to support 
the program as stated for a six- 
month period. 

R. T. Sloan, secretary of the 
group, moved that the Council au 
thorize a $300 per month budget 
for a six-month television cam 
paign and that the first payments 
from members would be expected 
on October 1. The motion was sec- 
onded and unanimously. 
Mr. Sloan was then elected trea 
surer of the organization. 

Carolyn Boling, home economist 
for the Virginia Gas Distributing 
Co., a guest at the meeting, gave 
an interesting cooking demonstra 
tion on a gas range showing the 
effectiveness and uses of the new 


passed 


top burner heat control. 
Moylan 
tary for the LPGA, gave a short 
talk on what is being done on a 
national scale by AGA and LPGA 
toward the Gas Unity program. 


Brown, district secre 


Blewett Cotton elected 


prexy New Mexico LPGA 


At the 11th annual convention 
of the New Mexico Liquefied Pe 
troleum Gas Association, August 
25-27, Blewett Cotton of Loving 
ton, was elected president for the 
ensuing year. Heading the Cotton 
Butane Co., he has been active in 
association matters and was on 
the board of directors of the group 


last vear. 
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CHARLOTTE Engineered TRUCK EU LS 


i 
are quality-built for performance you can count on! 


Twin Tank. 
lou ba ket 


5» semi kirt. 


Unique piping and high speed pumping 


I 
lets you deliver more customers per day: 


“Straight-line” piping. Constant full flow. Balanced load, 
Tanks bolted to chassis. Spark proof wiring. bvtra-heavy 
pipe and fittings. Reces 


sed internal relief vals 
excess flow check valves 


‘ Single sor twins tit your present 
trou k ora new chassis ol your choices 


High or low basket. 
bull or semi-full skirting. 


Inu rial 


Twins: 1300 through 2400 gal. (w.c.) 
Singles: 1250 through 2000 gal. (w.c.) 


I, Ta | / oh has ket 


Charlotte Engineered Truck Tanks are built 
to ICC Specifications and ASME Code. 


Manufacturers of: 
Engineered Truck Tanks, 


tneiosered Treck Tents CHARLOTTE TANK CORPORATION 


Phone EDison 2-2188 + P. O. Box 8037 CHARLOTTE $, NORTH CAROLINA 
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FOR (Ife LOA: 


A 1600-HP1L and a 1605-J regulator, plus a 1682 
hogtail, recommended for loads up to 250,000 
B.T.U.’s with a LO pound second stage inlet pres 
sure. Package also contains 1605-40 mounting 
bracket, Combinations of additional low pressure 
regulators may be added to this basic package to 
build the total load well over 2,000,000 B.T.U.'s 


WIN-PAC FOR ZAWS-YNela LOADS 


A 1600-HPL and 1600-1 regulator, plus a 1625 
mounting bracket, and a 1682 hogtail, recom 
mended for loads up to 750,000 B.T.U.’s with a 
10 pound second stage inlet pressure. Additional 
1600 low pressure regulators may be added to this 
basic package to bring the total load well over 
2,000,000 B.T.U.'s 


TWIN-PAC FOR BRig-Wag@ LOADS 


This package contains a 1600-HPL and a 1610-J 
regulator, plus a 1625 mounting bracket and a 1682 
hogtail. Recommended for loads up to 1,500,000 
B.T.U.’s with a 10 pound second stage inlet pressure 


HIGH PRESSURE REGULATOR 


4 \ 

" 

HI =i | | 
PRESSURE GAUGE cll Subs 


ADAPTOR 





Here in one package are the four important components 
of the finest two stage regulation system ever designed. 
Here you have both high and low pressure Sel-Pac regu- 
lators, a mounting bracket and a large diameter connecting 
hogtail of three times the area of ordinary 14,” tubing, an 
important factor in preventing freeze-ups. If you are not 
already using Twin-Pacs for your two stage systems, why 
not begin today? They are easily adaptable, low in cost and 
tops in performance. Simply order the Twin-Pac two stage 


assembly to suit the load requirement indicated at left. 


Send for prices and delivery information today 


Selwyn-Pacific Company 


14502 So. Figueroa, P.O. Box 61031, 
Los Angeles 61, Calif. 
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(Advertisement) 


CHANGES IN PAMPHLET 58 
PERMIT FLEXIBILITY IN 
REGULATOR SELECTION 


by 
GEORGE R. 
POSTLEWAIT 
President 
SELWYN-PACIFIC 
COMPANY 


With the recent changes in pam- 
phlet 58, an LP-Gas dealer is no 
longer required to buy and use gas 
regulators supplied by the tank fab- 
ricator in order to have a UL ap- 
proved system. He is now free to 
choose his own method of regula- 
tion and type of regulator he desires 
just so long as the regulator carries : 
proper UL listing. This enables the Other officers are W 
LP-Gas dealer to choose a single or Navajo Butane Inc., Gallup, vice 
two stage system that will best suit 
his particular installation needs. 

By purchasing regulators, expan- Taos, secretary-treasurer. Dire 
sion tubes and fittings directly from tors are Frank Thornton, outgoing 
the regulator manufacturer, the 
dealer eliminates the extra cost for- 
merly and justifiably added by the Mexico, Santa Fe; Fred English 
tank fabricator to cover his expense Carrizozo Hardware Co. Carrizo 
of stocking, mounting, etc. The 
dealer is not required to accept with 
his tank, expansion tubes or fittings Lovington; Chas. Nicholson, L P 
— _ not 7 needed. , Gas Service, Estancia; James IL 

y supplying his own regulators, ae sat ' 
the dealer may standardize on equip- Ikard, Ika : d & Newsom, La 
ment and “custom layout” each in Cruces; Virgil Henry, Henry Gas 
stallation for efficiency, economy Co., Dexter: and Perry Tate, Belen 
and best performance. For example, 
if a dealer is piping a trailer park 2 
or motel type installation, he may Crawford is executive vice pre 
be much better off using a two dent 
stage system wherein one large first 
stage regulator at the tank is used 
with a number of smaller individual LPG industry included Talmage 
second — gee. yon ag each Lovelady, president of the Na 
meter or outlet, r possiDly Nis in- ‘ 
stallation would be such that he tional LPGA, and Charles Corken, 
would prefer to use one large sec- Corken’s Inc., Oklahoma City. The 
ond stage regulator to take care of convention committee wa com 
the kitchen or a heavy heating load, —— : ‘ 
in addition to several small regu posed of Eddie Gilliland, R. ( 
lators for smaller individual loads Martin and L. D. McCurdy 
In other words, a dealer can now, Prizes were awarded to those 
by using UL approved regulators, 
“tailor” his installation to suit his 
needs and still have a UL listed visited the various display booth 
rid ' ' in the trade show room. Lubbock 

ith the ever growing trend to : 
ward two stage eg ae Sel-Pac Machine & Supply Co. presented 
Twin-Pac kits offer these advan- J. B. McShan, Jay-Hawk Gas Co 
tages: 1 In ordering a larger num Hobbs, with a 125-gal tank. the 
ber of regulators directly from the 
manufacturer, a dealer buys at a 
lower price; 2 By two-staging 
with Twin-Pacs he can save money 
on piping and tubing costs over 


single stage piping; 3 — With Twin Members of two groups 
Pac double-staging he makes each hold fire control schools 


appliance or group of appliances, 
operating from a second stage reg Two fire control choo! 
ulator, independent of other loads 
being supplied from the same tank : 
This can eliminate pilot light out members from Oregon and Wa 
ages, ‘‘weak flame burners,” freeze ington, in cooperation with 
ups, high lockups, etc., experienced 
with single stage systems 

The Twin-Pac system is flexible Baker, Oregon. Both indoo 
It ae ge additional loads to be outdoor sessions were held 
added to the system as required 
without necessarily changing the ‘ 
piping. With Twin-Pacs you receive Armory Grounds, and Septem! 
a neatly packaged set of regulators 22 at the Baker Community ¢ 
and accessories, boxed together in 4 ' 
an orderly manner for easy and er, Bake 
efficient installation Some 100 firemen 


SELWYN-PACIFIC COMPANY =—"Unding and: dist 


both Oregon and Wa 


president, Butane Gas Co. of New 


zo; Jesse Keeth, Keeth Gas Co 


Butane Supply, Belen. James ¢ 


Convention speakers from. the 


holding lucky numbers for having 


award from that company’s booth 


meetings were conducted by LP 


fire departments of Pendleton 


September 21 at the Pendlet 


14502 So. Figueroa, P.O. Box 610631 
Los Angeles 61, Calif in attendance, as 


NOVEMBER, 1957 


president, and Harry Washam, 


Most of the new officers and directors of 
the New Mexico LPGA, elected at this 


year's annual convention 





L. P. gas dealers from the area 
Donald M. Johnson, assistant 
fire protection engineer of Stand 
ard Oil Co. of California, con 
ducted and supervised the lecture 
and demonstrations, and gave a 
howing of a dramatic 30-minute 
film, “Oil Fire Protection Through 
Knowledge,” produced by the 
Standard Oil Co. He wa ssisted 
by M. A. Wiggs, northwest field 
specialist on L. P. gas for Standard 
DD. W. Dick, of Gas-Heat of Pen 
dleton, and C, §S. Lewis, Jr., di 
trict manager of Petrolane Gas 
Service at Baker, were responsible 
for furnishing much of the equip 
ment and products used in the out 
door demonstrations. W. H. Wet 
gen, of Liquid Gas Co., Enterprise 
Oregon, furnished the amplifies 
The fire departments of Bake 
and Pendleton, as host to the 
rural district firemen, furnished 
fire trucks and other equipment 


and men to participate in the dem 


onstration 
The purpose of these schools ij 
further enlighten firemen from 
the rural districts on the ibject 
of fire characteristics of petroleum 
products and the proper proce 


‘ ‘ { 


dure LOT the mtro ol rire tr 


volving L. P. ga 


Georgia dealers expect 
4-H Club converts 


Members who attended the 
meeting of the Georgia 
lation i the Bon 

August 25-27 

r the prog 

to pro ide a 

ation building ar tne 

Club bo F gir 


ld become 





; | ) 
With the use of L. P. gas for do a 


ociation to acquaint the public 


three 


Building 
Atlanta 


meeting, 


offi- 


mestic and farm application with its product included the ex- 
L. Cais iburban LP-Ga hibition of equipment at 

Co., Griffin, Ga., as chairman of hows in Atlanta—-the Southeast 

the 4-H Club committee, reported ern Trade Exposition, the 

that the 4-H Club Center is neat Industry show, and the 

ing completion and that it will con food show 

tuin 24 individual cooking demor This being a mid-year 

tration units on which membe there was no election of new 
receive instructions in the use cers but talks were made by R. H. 

of L. P. gas. One part of the build Wherry, Jesup, and Arthur C. 

ing will contain a complete display Kreutzer, vice president and gen- 

of the various types of L. P. ga eral counsel of the National LPGA, 


\ ailable for 


The 


around 


equipment farm and Chicago panel 


home use 
Other promot 


centered record 


of the accident 


and 


ional effort prevention. 






discussions 
keeping 


FOR BETTER PERFORMANCE 
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aid vill ha julete Viking return-to-tank valves are re¢ 
pump operation 


ommended in place of regular safety 


e A valve poppet that lasts relief valves for LP-Gas pumping. They 


onger be 


fuse it oper permit bypassing of excess liquids 
ates in liquid 


directly to tank, thus preventing ex 
e Pump parts that last 1" 
} Pr cess vaporizing. If reversing pump 
longer pecause they 
operate in liquid rotation, valve and cover plate can 
7 be switched. Ask your distributor 
* A mechanical seal that , 
asts longer because it about Viking pumps with return-to 
operates in liquid tank valves 
For mplete information end for our 1talog 


Section Hb today 
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Cedar Falls, lowa, U.S.A. In Canada, it's "“ROTO-KING" pumps 


See our File in Butane-Propane Catalog 








Of special interest to all atten- 
dants was a talk given by Miss 
Lucy Slagle, director of the home 
demonstration division of Atlanta 
Gas Light Co. She has been active 
in this work for 18 years and is an 
expert in home and 
demonstration work, according to 


economics 


T. G. Fields, southeastern secre- 
tary of the National LPGA. 
The Georgia association presi- 


dent is Jack Hackett, of Home Gas 
Co., Moultrie, and the chairman 
of the convention committee was 
P. W. Stubbs, Twin States Gas Co., 
Augusta 


WLGA attracts over 1000 
to 21 one-day schools 


More than 1000 LPG dealers and 
their employees from Escondido, 
in southern California, to Eureka, 
at the northernmost tip of Cali- 
fornia, attended the 21 
schools on servicing LPG controls 
conducted jointly by the Western 
Liquid Association and the 
Minneapolis-Honeywell Regulator 


one-day 


Gas 


Co. 

A special work book on controls 
was devised for the schools by 
Minneapolis-Honeywell and_ this 
was used, under the guidance of 


two M-H sales engineers, together 


with service manuals and actual 


controls to give those attending 
an intensive course in control ser- 
Vvicing. 

The series of schools, which 


lasted six weeks, ran from Sep- 
tember 9 to October 16. WLGA 
executive secretary Douglas C. 
Westerhout made all arrange- 
ments with dealers in each of the 
21 cities for meeting places and 
invitations. Beginning at the 
southern end of California, Mr. 
Westerhout, accompanied by sev- 
eral shifts of two Minneapolis- 
Honeywell men, zig-zagged his 
way up the entire state. 

Meetings began at 3 p. 
for a dutch-treat dinner 
at 6 p. m. Following dinner, a 
prepared _ by 
Bastian-Blessing Co. on safety in 
the LPG industry were presented, 
followed by more controls school- 
ing and The 9:15 
p. m. scheduled adjournment was 
pushed aside many times during 
the 21 meetings as students kept 


m. and 
recessed 


series of slides 


discussion. 


the teachers after school asking 
questions and discussing their 
service problems. 

BPN associate editor Martin 


Brower attended the Long Beach, 
Calif., school and—along with all 
others who completed the session 
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the 
word 

is 

really 
getting 
around! 


GO 


Ss oan anteed by 


Good Housekee 


Q 
we 
NOT As ADVERTISED» 


UNITROL 400 





ROBERTSHAW-GRAYSON WATER HEATER CONTROLS 
now feature the GOOD HOUSEKEEPING GUARANTY SEAL! 


Here’s important news for your water heater 
customers...the Good Housekeeping Guaranty; 
Seal on ROBERTSHAW-GRAYSON water heater 
controls! What buyer doesn't recognize thi 
value immediately? Next month, ROBERTSHAW 
GRAYSON will announce their new promotion 
with a colorful full page advertisement in Good 
Housekeeping magazine... read by more than 
101% million homemakers all over America 
ROBERTSHAW-GRAYSON controls on the water 
heaters you sell will give them a great new 
mark of distinction. 

Specify Robertshaw-Grayson Unitrols Today! 


Kolentsh ourFulton ke 


CONTROLS COMPANY 
GRAYSON CONTROLS DIVISION * LONG BEACH, CALIFORNIA 


UNITROL 200 





UNITROL 110 





Wow « you need in... 
SE-FITTINGS 


prtetie one source 


WEATHERHEAD 


> aa 


Automatic tube height gauge to control 
flaring diameter to SAL. Standards. 
Positions automatically 


Patented “built-in” rotary clamping 
dies. Nine popular easy to read sizes, FLA R : N G 
%" thu % 


—— 2. 
0 ~ @& 
/ . at 
Models also available with automatic Here’s a brand new tool for perfect tube flaring unparalleled in performance. It's 
burnishing attachment and burnishing faster one piece construction, It's easier Dial-Matic’ tube size selection 


cone It's accurate tube stop automatically controls flaring diameter. It's compact for 
easy storage. It's durable. for years of service 


most important advancement in tube working in 20 years! 


Here’s good news for the serviceman . . . a full range of dependable 
tools, hose and fittings from the industry’s Number One LP-Gas equip- 
ment source. In addition to the revolutionary new rotary flaring tool, 
time-and-labor-saving accessories include tube cutters, bar-type flaring 
tools, butane-propane hose, a full line of SAE 45° flared tube fittings, as 
well as spring-type and mechanical tube benders. Place your order now! 


Sead for new Se, 
Catalog Y, 
LP-1503T 


Illustrating the toe Type Mechenical 





Weatherhead line 
of LP-Gas Tools, 


r i* 4 
\ 


Hose and Fittings ; 
. x Pe 
© ~~ > 
J oA 
VJ 


Bar Ty Tube 
Flaring Tools Hose Fittings 








LP-Gas Equipment Division of ‘ 
THE WEATHERHEAD COMPANY °* CLEVELAND 8, OHIO 


The Weatherhead Co. of Canada, Ltd., St. Thomas, Ont., Canada 
Export Division Cable Address WEATHCO 


AMERICA’S LINE OF LP-GAS EQUIPMENT 


received a_ special certificate 
from Minneapolis-Honeywell. His 
instructors were Robert Bell and 
Norman King of M-H’s Los An- 
geles office. 


Flame weeding story given 
by Doyle Davidson 


At the Kentucky annual conven- 
tion last summer a highly impor- 
tant talk, and accompanying mo- 
tion picture, was presented by 
Doyle L. Davidson, sales manager 
of Agricultural Equipment Co., 
La Junta, Colo., entitled ‘‘Let’s 
Burn the Weeds.” 

Inadvertently, BPN gave credit 
to Woodrow Trail, of Dealers Sup- 
ply Co., Memphis, Tern., and we 
are glad to have this opportunity 
to make this correction. 

Agricultural Equipment Co. has 
been a leader in the development 
of weed burning equipment, spe- 
cially designed for use with L. P 
gas. 


Maryland group holds 
first summer meeting 


Establishing a precedent that is 
hoped to become an annual event, 
the Maryland LP-Gas Association 
held its first summer meeting on 
July 31 at the Great Oaks Yacht 
Club. 

The occasion was devoted primar 
ily to relaxation and swimming, 
but at the dinner President H. J 
Poist of the association spoke 
briefly upon the subject of widen- 
ing the LPG dealers’ viewpoints 
He said in effect that the time has 
come for people in the industry to 
put aside their blinders and widen 
their scope of vision; to look only 
at today can lead to disaster for 
the individual as well as the indus 
try, and that the long look ahead, 
with proper planning, can achieve 
the success all operators seek 


LPGA's board meets 
September 19 in Richmond 
A phase of wider cooperation 
between state and national asso- 
ciations was opened when LPGA 
at its September 19 board of direc- 
tors meeting in Richmond, Va., 
granted the first two charters un- 
der its state affiliation plan to the 
Western Liquid Gas Association 
and the North Carolina LPGA. Un- 
der their charters WLGA and NC 
LPGA will carry on programs 
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TEXACO LP—Gas Distributors have no supply problem. 








They have a constant source of supply with on-time deliveries! 


call or write TEXACO today... 


The’ 


'exas Company 


largest producers of L.P-Gas 


The same sound and profitable sales policies apply 
of (1) a product of highest quality (2) dependable 
delivery service 


does not operate outlets of its own. 


Texaco LP-Gas is produced in 25 strategically located 
delivered in a brand new fleet of tank cars. 


Gas has 
the famous, nationally known trade 
the quality of such other well-known Texaco products a 
and Fire Chief Gasolines, Motor Oil, Marfak 


Present distributors find Texaco LP immediate 


product bears 


Havoline 
You can build a sound and profitable busine 


Let us tell you how 


with ‘Tex 


You can count on... 


The ‘Texas Company, 
Oklahoma, DIlamond 3 


LPG S 
4101 


ale Division O 


929 South KBroadwa 


JAY) 


Angele i 
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the only petroleum company that has success 
built up distribution of its quality products in all 48 states 


Distributors 
upplie: 
Texaco markets only through independent Distributors; 


mark 


VPhiltower 
Calife 


sfully 
is one of the 


are a ured 


and efficient 


ireas and is 


acce plance ince thi 
Te and matches 


Sky Chief Supreme 


xXxAaCcCO 


and many others 


ico LP-Ga 


Building 


Tulsa 2, 


wnia, TRinity 9271. 





guided by their own leaders and high-point members, starting in as the testing body. Before getting 
will continue to maintain separate 1958. plans underway the committee will 
executive staffs The start of a new student re- report to the board. 

Highlights of other business cruiting drive for Southern Tech- 
transacted at the meeting presided nical Institute and the interest in 


over by Talmage Lovelady, presi- the school by the AGA were re- .&. LPGA sees double 


dent, include: ported. Contact with high schoo] ; c , LPGA 
Recognition of members’ ser principals was recommended as a When the South Caro aR S68 NS 
met at Myrtle Beach in September, 


vices to LPGA is to be the basis of start toward securing at least 20 : 
a new membership committee pro- new students by September 1958. the members were entertained by 
gram to focus attention on the im The appointment of a joint com- the appearance of Alice and Thae 
portance of members’ identifying mittee with the National Council sielfeldt, the 20-year-old twin 
themselves with the state and na was suggested for a new series of models who were crowned Miss 
tional groups. Operation Special fuel efficiency tests. An unbiased Butane and Miss Propane at last 
Service will operate on a point agency, such as the National Bu- May’s national convention in Chi- 
coring system with prizes for reau of Standards, was suggested cago. j 

A banquet and business forum 


were other important events at the 
annual convention. 


Superior Motor Fuel Tanks Council establishes 
eastern headquarters 
meet every To provide better service by 
working more closely with mem- 
power conversion need! | bers throughout the country, the 
| National LP-Gas Council has es- 
tablished an eastern regional head- 
quarters in Washington, D. C. In 


John Hartzell 


charge is John Hartzell, first pub- 
lic relations - membership — repre- 
Built for service, dependability. sentative to take the field for the 
Motor Fuel or Tractor Conversion, St Council, according to A. H. Cote, 
PERIOR tanks are engineered to meet any president of the Council and - al 
consumer requirement. In SUPERIOR’S eral sales manager of Suburban 
modern plant, two-deep-drawn — shells Propane Gas Corp., in Whippany, 
are transformed into a fully-fitted, single New Jersey. 

welded, tested, finished product—qual 
ity controlled and thoroughly tested to 
insure maximum service and depend 
ability, Supertor offers 21 standard 


= South Dakota group 
motor fuel tanks ranging from 12 to 107 ‘ busy in September 


gallons water capacity. Custom tanks 


are built to specifications tractor ' ee ' eagle 
ar rectors ee as 
tanks designed and fitted with necessary yoard of directors m g 


mounting brackets for individual instal SEVEN MOST POPULAR SIZES: | held in Pierre on September fi. 

lation. Welded or strap style mounting 127%” 1.D. x 40” 18” 1.D. x 42” The board met with the Weights & 

brackets available for motor fuel tanks 14%" 1.D. x 43” 20” 1.D. x 42” Measures Department regarding 

Sell service with Superior. Call or write 16” J.D. x 40” 22” iD. = 32” the new law pertaining to meters 

today for details! 24” 1.D. x 45” and temperature correction. The 
law was expected to go into effect 
on or about October 15. 


Sl ff 121/O8 Se The association had its usual 


‘ display of trucks, tractors, irriga- 
TANK CORPORATION Lcovuste\ tion equipment, flame weeding 


Tel. (Clarkston) HI 3-7151, 4846 Lawrenceville Hwy., Tucker, Ga. equipment, and cultivation equip- 


A special South Dakota LPGA 
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For propane system Ser 


stress-relieved 
because forming 
internal 

residual stresses 
formed ellipsoidal! 
are welded under 
bone dry Steel 
lower maint 


Svstems 





All QC f Propane Systems meet highest standards...constructed 
to ASME 1952 W-SR code...inspected by Hartford Steam Boiler 
and Insurance Company. All designed for 250 pounds working 
pressure and comply with all local and state regulations, includ- 
ing Ohio. Underwriters’ laboratory seal of approval 

For full information, contact your nearest QC f Sales Office or 
write Dept. 11-B, Advanced Products Division, ac¢f 
Industries, Inc., 30 Church Street, New York 8, New York 

Sales Offices: New York—Chicago—St. Louis —Cleveland—Philadelphia~ 
Washington, D.¢ San Fran o— Berwick, Pa intington, W. Va 


C] C f PROPANE SYSTEMS + ICC-51 PORTABLE AMMONIA TANKS * SAFETY VALVES 
“a, STORAGE TANKS FOR PROPANE, CHLORINE, REFRIGERANT GASES 
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ment at the South Dakota State 
Fair the first week in September 


The annual Farm Bureau pie 
. ; baking contest was held Septem- 
’ ber 6. The pies were all baked on 
: age > . . 
a —— L. P. gas ranges which were fur- 


nished by L. C. Lippert Co., Sioux 
Falls, and Huron Skelgas Co., 
Huron, S. D. Winner of the contest 


® a | was Mrs. A. L. Olson, Huron 
\ 
\ - 
\ tf 4 Wat 


New York dealers hold 
j annual clambake 


© ‘ ik ey oui A social get-together for mem 
d ~ bers of the L. P. gas industry i 
ye! oO } x industry 1n 
New York state, suppliers, manu- 
facturers, producers, and their 
WATER WARMER W ives, was held August 14 at 
Beck’s Grove. There were 110 in 
attendance to enjoy the daytime 
You sell more than an automatic stock - sports, a clambake, and dancing 
tank heater when you sell a Johnson Write for catalog of The committee on arrangements 
Water Warmer. You sell an average of Johnson's complete was composed of Ben Shulkin, Glo- 
600 Ibs. of LP-Gas per heater per year. water heating line. : Gas Service, Rome, N. Y., chair 
The dependable, weather-proof Johnson JOHNSON GAS man, and Jack Morrow, Household 
Water Warmer is easy to sell, too APPLIANCE CO. Gas Service Inc., Clinton, N. Y. 
Cattlemen and dairymen know their stock 597 E Ave. W. W This is an annual affair for the 
do better, profit more, when their water Cedar Rapids, lowa New Yorkers 
is at a drinkable 48°. And the Johnson * 
Water Warmer maintains that temperature 
in the coldest weather. It's safe, efficient 


and very easy to install. Profit twice A n , . 
with the Johnson Water Warmer If it burns gas (,) Gas jet charms’ rattlers 
look to Johnson Since 1901 


wenn ene ------------------) 





Copeland, Kan.—The deep- 
freeze technique for extin- 
guishing rattlesnakes needs 
to be perfected before Wayne 
INDUSTRIAL Reed, Copeland farmer, tries 

EQUIPMENT it again, reports the Denve? 


BURNERS & FURNACES (Heat Treating, Melting, Soldering) Post. 


Mr. Reed was one of many 


farmers in the area who got 
stuck in fields recently. Pick- 
ing up a big thistle to pack 
under the wheels of his truck, 
he uncovered a couple of big 
, rattlers. 

attainable without a blower. Full range His first effort 


control of heat and turn-down,. Standards : 
or specials available for manufactured, a crowbar at them. It missed 


natural or liquefied gas applications Then he jumped into the 

truck, seized the hose of a pro- 

pane gas tank he was hauling, 
opened the nozzle and released 

BENCH TYPE OVEN FURNACES for i lan ak Mie aia 

heat treating and pre-heating le Bas a 1€ Snakes. 


PIPE BURNERS for even heat distribution temperatures to 2000° F The gas froze the snakes in 
in any Capacity 


NO BLOWER OR OTHER POWER NEEDED 


. . « just connect to gas supply! 


Outstanding service since 1911! Each 
unit, with the famous “BUZZER” Venturi, 
delivers the hottest, quickest heat 


ae a ta a ie 


was tossing 


ARAAAAARAARA RRR DD SF; 


coiled position. 


ae >). , Mr. Reed put the snakes in 
etme mn “ + the truck bed, freed the truck 
_ from the mud and _ drove 


NOZZLE BURNERS for all capacities RING BURNERS for all capacities up 


home. 
up to 1% million BTU's to 500,000 BTU's 


3y this time the snakes 


fe ¥ , ~ were thawing out and moving. 
WRITE FOR NEW "BUZZER" CATALOG Reed grabbed an ax and 


quickly halted their recovery 
CHARLES A.HONES, INC. “& 


(Now if there had been a 
J weed-burner torch handy 
133 S. Grand Avenue, Baldwin, L. I., New York + BAldwin 3-1110 


| 
; ) Ed.) 
oy | 
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p 
Zi 


of LPG/VESSELS 


includes equipment 


for every phase of the 
LP-GAS industry! 


ECONOMY tanks are engineered and fabricated 
by pioneers of the LP-Gas Industry. Time-proven 
methods of manufacture and quality control, finest 
craftsmanship add to Economy's long experience 
gained in fabricating more than 2/2 million tons of 
steel, to bring you the best pressure vessels 


that money can buy! 





More than that, the name ‘‘Economy"’ means economy! 


WRITE TODAY FOR YOUR FREE 


Economy CATALOG! 


TRAILER TANKS 


DALLAS TANK COMPANY, INC. 
PLANTS AT: 


FABRICATORS OF Economy PRESSURE VESSELS VICKSBURG, MISS. 
203 W. COMMERCE @ _ Riverside 1-500) @ DALLAS 22, TEXAS DALLAS, TEXAS 
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" never had & greeze-UPl 


~ 


“ee s 


_. standby plant worked perfectly)! § 


always have uniform pressure. 
fp... heat value is constant! J 


~ 


Customer praise builds business! 
ee. you'll get it with a MITCHELL 
VAPORIZER on every installation. 





MITCHELL Direct-Fired Vaporizers are available in two sizes to meet the Provides up to 30 


need for continuous LP gas service in a variety of commercial and indus- gallons of gas per 
trial applications. For use with above or below ground LP gas systems, hour... well suited 
MITCHELL Vaporizers provide a safe, steady, constant-BTU supply of gas 


uninterrupted by freeze-ups due to temporary over-loads or heavy ; a 
withdrawals. medium size indus- 


to the small and 


trial and commer- 


Minimum Size Storage Required MITCHELL Vaporizers 
eliminate the need for oversize storage tanks to meet temporary over- 
load demands . . . hence make possible more compact systems. They are 
designed for use with all heating, drying or stand-by applications requir- 
ing from two to several hundred gallons per hour. (For the larger 
demands, MITCHELL Vaporizers may be manifolded together.) 


cial applications. 





Automatic Selective Control MITCHELL Patented ‘Automatic 
Selective Control'’ automatically controls the rate of gas vaporized to 
equal the rate of usage. It permits vaporizer to supply either generated 
gas, or storage gas... or both at the same time. Simple, positive safety 
devices (providing overflow and pilot burner shut-off protection) make P 
MITCHELL units safe and reliable Capacity: 70 


gallons perhour. 
Simple Installation Installation of MITCHELL Vaporizers is simple This unit is the 
and easy; and once properly installed, they will give years of constant, largest standard 
trouble-free gas service. All MITCHELL units have been tested and listed MITCHELL Va- 
under Underwriters’ Laboratories’ requirements. porizer. May be 


<%, = <= = 
Approved by Listed by used singly or in mani ae 
Underwriters . 
Factory Mutual Cacia folded combination for 
Laboratories 


large industrial applications 
Build a reputation for dependability 
with MITCHELL VAPORIZERS 











SPECIFICATIONS 


Dia. 


JOHN E. MITCHELL COMPANY 


1%, 
3800 COMMERCE STREET @¢ DALLAS, TEXAS 2 
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LITERATURE 





For further information on items reviewed in this section use 


the convenient post-paid Readers’ Service Cards on pages 91, 92 








Yenkin-Majestic Paint Corp., mai as been approved by the AGA 


f 


facturer, pointed out that Plasti in invented single faucet t 
Metal serves inside or outside heater. It uses gas only when 
rele » on Reade) water 18 being used It welg 
iD 319 in. high and is e 
vith 100 per cent snut-o 
) 
feature a temperature se 
dial, built-in mixing faucet 


New LPG refrigerator line vater pressure regulator 


Norco Inc. will begin marketi: Circle 4 on Reader 
its line of gas refrigerators to 
general consumer field early & 
1958. The refrigerato: will 
CO orate é snyineering in ; s 

A gas appliance tester has been elt vse Reve <oeirn n " “ts a Redesigned hose coupling 
designed to assist servicemen in Nose time will consiat 
checking and testing thermo and 10.5 ca ft slaes-ta both 
couples, magnetic valves, and and L. P. gas models 
thermostats as used on gas ap lurable Acme thread. Th 
pliances. The Goldak Co.’s G-6 is Cirele 3 on Reade , , been accomplished with a1 
capable of reading the millivolt threaded steel inset which 
output of thermocouples and _ pilot right into the aluminum 
nut and replace the olte) 


Gas appliance tester 


Bastian - Blessing Co 
\7575L safety hose coupling 


been redesigned to provide ‘ 


yenerator sets from 0 to 1000 
millivolts. It can be used as a num Acme thread 
millivolt “driver” or generator t Cine oe 
replace the thermocouple’ and 

thereby test the electromagnet . * 
for “pull-in” and “drop-out” 

points, 


Circle 1 on Readers’ Service Card 


Colored metallic coating 


A colored metallic coating called 
Plastic Metal No. 300 enables a 
manufacturer, marketer or distrib 
itor to achieve color identifica 
tion on his product or equipment Unvented wall water heater 
without sacrificing the reflective Insta-Matie Heater Co al ‘ vi cylinder 
efficiency protection and durability nounces the new portable no-tan} easie lift on and 
available in metallic coatings. The water heater, Mode] 125F, whi 


NOVEMBER, 1957 





vith replaceable liquefied petro 
fuel cylinders. The new 

handle on Hackney 
manufactured by Pres 
Tank Co., 
vrip for handling the 
The handle is formed as 
in integral part of the cylinder 


eum Yas 
double-curl] 
vlinders, 
ed Steel provides a 
mootn 
vlinders 
ollar, and is reported to eliminate 


harp edye 


(‘ircle 6 on feeadei 


Safety gas regulator 


Gia Appliance Specialties Co 
afety ga 
maximum 
user. The 


automatically 


Inc. has developed a 
eyulator that vive 
protection for the ya 
eyulator hut off 
in event of main pressure failure, 
diaphragm failure, or if overloaded 
iyned Jload caused by 
fittings or leak It 


t be manually reset to restore 


Love de 


roken pipe 


vice when repairs have been 
nade, At 300°F. it instantl hut 
fY and cannot be reset 


(‘irele 7% on Reade) 


Free slide-rule calculator 
Chart 


calculator 


\ Combustion Efficiency 
actually a slide-rule 
fered free by F. W. Dwyer Manu 
facturing Co, will give the overall 
furnace or boiler 


setting. The cal 


efficiency of a 

simple 
ilatoy hows 
yustion efficiency, eliminates 
costly “call 
mcks” for the heating serviceman 


vith one 
visual proof of com 
yues 
vork and reduces 


Circle 8 on Readers’ Service Card 


Chevrolet truck line 


\n expanded line of truck 
“itured by a new 348-cu in. V8 of 
30 hp, improve 
ments, and 
durable sixes and V8’s is) an 
Chevrolet Motor di 
stvling include 


many chassis 
more powerful and 
nounced by 
vision. Front-end 


dual iyned 


headlamps and red 


90 


yvrille, hood, and fenders. The new 
line lists 12 new models, for a 
total of 128, up 10 per cent over 
the number available in 1957. For 
the first time, Chevrolet will as 
ime body production responsi 
bility for three forward control 
Step Van models. The same 
warranty and parts service will be 
extended to these bodies that now 
company-built panels, 
stakes, and cab-chassi 


apply to 
pickups, 
models 


Circle 9 on Readers’ Service Card 


Forced draft burners 


availability of a new 
forced draft, flange 
mounted yas burner, has been an 
nounced by Iron Fireman Manu 
facturing Co. It is for use with 


General 
industrial 


high or low pressure boilers and 
attached by bolting the 
burner assembly to the 
front. To be known as the RGF-F 
eries, the burner is designed to 
fire all types of fuel gas with high 
combustion efficiency and a wide 


un be 
boiler 


turn down ratio. 


Circle 10 on Readers’ Service Card 


Automatic lighting portable 


Insto-Gas Corp. announces auto 
matic lighting in its Model 1710 
blower type portable heater. It is 
equipped with automatic continu- 
ous ignition. One switch starts the 
heater. Gas and ignition shut off 
power or flame 
auto 


in the event of 
failure Heater 
matically when power is restored 


restarts 


(‘ircle 11 on Reader Service Card 


Prefabricated chimney 

A prefabricated, all-fuel “Metal 
estos Chimney” is announced by 
William Wallace Co. It is suitable 
f with residential heating 
low-heat industrial ap 
pliances and domestic incinerato 
burning any type of fuel. Meeting 
UL, test requirements for factory 
huilt chimneys, it emplovs the same 


Ol Use 


ippliances 


intro- 
Metal- 


double-wall principle first 
duced to vent design in 
bestos gas vent pipe. 


Circle 12 on Readers’ Service Card 


Trencher 

The Charles Machine Works Inc 
announces its Model M_ Ditch- 
Witch trencher, which is complete- 
ly mobile with three forward 
digging reverse plus 
road speeds up to 5 mph. In usual 
digging conditions the Model M 
will trench at speeds of 1% to 6 
fpm. It is also equipped with a 
trailer hitch for towing at speeds 
ip to 25 mph. Trenching widths 
and depths available on this ma 
chine are: 3 in. wide up to 48 in 
deep, 4 in. wide up to 36 in. deep, 
and 6 in. wide up to 380 in. deep 


speeds and 


Circle 13 on Readers’ Service Card 


Adapters for Ford, Mercury 


Beam Products Manufacturing 
Co, announces the development of 
a carburetor adapter, the Beam 
5000S, which may be used on both 
two and four barrel 1957 Ford 
automobiles and trucks, and 1957 
Mercury automobiles, fits inside 
the air filter and does not disturb 
gasoline carburetor or throttle 
mechanism. Maximum increase in 
height, at one point, is % in. In 
stallation time of this adapter is 
two minutes. 


Circle 14 on Readers’ Service Card 


Combination washer-dryer 

The Philco Corp. announces its 
Duomatic combination washer- 
dryer. It features the new styling 
that kevnotes the 1958 line of 
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about New Products in this issue... 


use these time-saving 
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Each New Product or Trade Literature item reviewed in this issue is numbered. To 
get further information about items that interest you, circle the corresponding num 
bers on the Readers’ Service Card below; then PRINT your name, title, company and 
address plainly and drop the card in the mails (no postage is needed) 
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Philco-Bendix laundry equipment, 
which includes automatic agitato 
and tumble action washers, auto 
matic dryers, and 
wringer-washers, It 
dries 


conventional! 
washes and 
clothes in a little as 50 
minutes, Clothes are dried wrinkle 
free through a special automatic 
clothes conditioning cycle. 


Circle 15 on Readers’ Service Card 


Lease a bulk tank 

LPG dealers who can use one or 
additional bulk delivery 
trucks but who do not want to put 
out the money to buy additional 
bobtails, can now 


more 


lease’ fully 
equipped LPG delivery trucks from 
LPG Truck Leasing Ine. Trucks 
available for leasing are 2000 gal. 
single barrel units, mounted on a 
Model 374-8 heavy duty GMC truck 
chassis. The complete package 
ready to go to work, can be leased 
for 36 months with option to buy 
or re-lease for an additional year 
at the end of that time. Pump, 
hoses, and all fittings are top name 
brands and engineered for com 
plete safety and rapid delivery. 


Circle 16 on Readers’ Service Card 


Floating grid boiler 

Magic Chef commercial equip 
ment division of Cribben & Sexton 
Co., announces a floating grid 
boiler that moves up or down with 
a feather touch and needs no slot 
or pin to stay at the level desired 


Circle 17 on Readers’ Service Card 


Gravity furnaces 


The American-Standard air con 
ditioning division has announced 
four new gas-fired gravity furnace 
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anging in size 90,000 to 
145,000 Btu input. 
Model GG, they 
ingle port up-shot burner, easily 
front 
and have a full metal bottom pan 
for dust-tight enclosure. All heated 
l 


from 
Known as the 
incorporate a 
plate, 


accessible clean-out 


ireas have in. thick foil faced 


fiberglass insulation. The two 
smaller 
sembled 


sizes come completely as 


Circle 18 on Readers 


Excess flow check valve 
Fisher Governor Co 
an excess flow check valve designed 
to protect liquid or vapor outlet 
in containers or for use in L. P 
vas piping systems. Identified a 
Types F100 through F105, the 
valves come in container conne 


announce 


tion sizes *4 in. and 14 in. male 
NPT and feature a wide range of 
closing flow from 11 to 51 gal. per 
minute liquid propane 


Circle 19 on Readers’ Sei 


L. P. gas pickup truck 
International Harvester Co. an 
nounces that factory-installed LPG 
power has been offered in the 
International Model A-100 pickup 
lightest truck in the line, making 
this fuel system available’ in 
models through the 4200 to 60,000 
] 


lb. range in the line 


rele ”) on Readers’ 
e 
New filing system 


Kard Up, a 


that combines the advantages of 


new filing ystem 


ertical and visible recordkeeping 
has been developed by Remington 
Rand division of Sperry 


The Kard-Up folde 


possible to use the visible 


Rand 


Corp make it 


stem of Kardex with a 


Available in 6 x 4 card 
size, punched-card size, and 8 x 5 
card size. A illustrated 
folder describing the system may 


ard file 
SIX-page 


be obtained 


Cirele on Readers 


Automatic changeover system 


For gas engine installations 
where the Btu value of the fuel gas 
varies, Ensign Carburetor Co. has 
perfected and patented a new auto 
matic system for changing from 
low to high and from high to low 
Btu fuels. The dual-fuel system is 
said to be ideal for automatically 
from natural to L. P 
yas or vice versa. A bulletin con 
taining complete information will 


switching 


be sent upon request 


on Readers’ Service Card 


Hydraulic system 


A new hydraulic system is now 
available for handling product 
delivery of LPG trucks. Offered by 
Ardmore’ Products, the tem 
consists of 1) hydraulic pump 
driven by drive shaft from power 
take-off, 2) oll 
Oo) four-way 


hydraulic 


upply reservolr 
control valve 1 
motor for drive to 
product delivery pump, >) 
draulic motor for hose reel 


and (6 Ardmore ho ¢ ree] 


Circle ton Reade 


Home heating package 


A counterflow forced air recessed 
vall heater with all the automati 
and safety features of a central 

tem plu the added 
if two-speed burner 
control ] available 
General Co 
65,000 Btu and w 


three bedroom hou 





Your One Supplier with everything in L. P. gas 
and Anhydrous Ammonia Equipment 


"The Loadmaster’ LPG Truck Tank 


PASLEY-DESIGNED Truck 


Tanks (see above and right) 


were first to feature all 


controls from one location. 
All operation is from one 
point—rear compartment. 


PROPANE BULK PLANT 
ys AB 


we 





¥ =I" ; : eer “| BULK PLANTS Pasley LPG and 

<4 ~:~] Ammonia type installations — a 
turnkey job or engineering for 
your own installation. Write, wire 


or call. 


Also a complete line of accessory 
equipment. 








Blush Peach 
Sunshine Yellow 
Mustard Lime 
Eureka Orchid 
Lake Blue 





COLOR — The Modern Trend! 


e¢ Bring your LPG Equipment up to 
Pastels By Pasley Available in the following 


date. 
colors . . . (write for information) 


Smoky Grey 
Seafoam Blue 
Wedgewood Green 
Rose Beige 

Desert Rose 








_ “EVERYTHING IN LPG AND ANHYDROUS AMMONIAY | 


sley Mfg. & Dist. Co. 


The Pas 


601 fast Mth Street + Kansas City, Mo. . Tel. Victor 2-236 


94 


datos be 


expensive duct work. The Holly 
CF65 can be easily installed eith 
recessed between studs or as a f 
standing unit in any corner. 


Circle +, on Readers’ Service 


Small gas control 


A silent operation gas control, 
approximately the size of a play 
ing card, has been developed |} 
A-P Controls, division of Contro 
Co. of America. Called the Oven 
Tender, Mode! 5030 is designed for 
automatic gas ranges with clo 
controlled ovens. A variety of 
and outlet sizes are available. Tab 
or screw terminal electrical lead 


are optional. 


Circle 25 on Readers’ § 


New forced air feature 

Furnished as optional equipment 
on the 75,000 Btu model of Kresky 
Manufacturing Co.’s_ gas floor 
furnace is a circulating fan which 
provides forced air circulation, It 
is designed to increase the heating 
potential and produce a thorough 
distribution of heat throughout 
he home. 


Circle 6 on Readers’ Ser ce Card 


TRADE LITERATURE 





AGA safety manual 
Increased demand for it 

manual on the installation 
servicing of gas appliances 
prompted the American Gas 
sociation to prepare a_ supple 
mental printing of the illustrated 
booklet which was first made avail 
ible several months ago. The 
manual gives detailed instructions 
for 11 types of gas appliance 
conversion burners, furnaces and 
boilers, floor furnaces, radiant 
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WITH THE GREATEST 
SELLING FEATURES 
IN YEARS! 


HAS THE MOST | ae) 

Your reputation for quality met 
COMPLETE LINE chandise will be enhanced when you 
OF GAS HEATERS display and sell PEERLESS GAS 
for every need! FIRED CONSOLES because Pcer- 


less are gas heating specialists with 
over 70 years experience and a 
record for leading the field in smart 
designs, greater heating efficiency 


and maximum dollar value. 


The 


RADIANT FRONT 
GAS 


CONSOLE 


Only Peerless has exclusive Direc- 
tional Louvres that provide best 
circulation and keep walls clean. 
This is only one of the many desir- 
able features that sell Peerless .. . 
and keep it sold. A full range of 
sizes ... 15 models in all... from 
the 14,000 B.T.U. “Mighty Midget” 
to the 65,000 “Low Boy.” 


The 


PLAIN FRONT 
GAS 


CONSOLE 


GAS She modern fuel 


D : 
LLM EN) THE MODERN HEATER 
CRerl 


, MANUFACTURING DIVISION — ; Bains ron. Fo 
OF DOVER CORPORATION — LOUISVILLE 1, KENTUCKY See your Distributor or write us 
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control 


collee 


( ontrols Co. 


rated at 


yas-fired 
cludes 


For further information 


fires, 
dryers 
will be 
request, 


ranges, refrigerators, clothe 


and incinerator 


q ioted Dy the AGA 


Pi ice 
pon 
Circle 27 Card 


on leaders’ Service 


Coffee urn thermostat data 


A throttling type temperaturs 
commercial yas-fired 
and coffee makers i 
scribed in a bulletin now 
from Robertshaw-Fulton 
Model GC thermostat, 
rod-and-tube type control, i 
157,000 Btu for L. P. 


Reade; 


for 
urns 
fully de 
vailable 


va 


Circle 28 on Card 


HPervice 


Muffie furnace booklet 
A fully 

the 
Combustion Corp.’ 


illustrated bulletin § de 

features of Surface 
tandard rated 
muffle furnace It in 
field tested application 
bright heat treatment 
r special steels 


cribe 


for 
and brazing 


and non-ferrou 


metal 


Circle GV on Peeade) 


on these products use Readers’ Service Cards on pages 91, 92 


Basic safety controls book 
A 24-page book 
McDonnell 


DASIC 


published by 
& Miller Inc., covers 
safety controls for all low 
boilers. It is a 
companion-piece to a_ previously 
issued booklet covering safety con 
trols for hot water space heating 
boilers, which is also available. 


pressure steam 


Circle 30 on Readers’ Service Card 


Valve catalog 


A valve 
bank 


iron 


cataloy covering Fair 
s’ complete line of bronze and 
body valves, has just been 
published by the Fairbanks Co. 
The well illustrated, 136-paye, 
hard cover includes many 
recent additions to the line. 


catalog 


Circle 31 on Readers’ Service Card 


Welding blowpipe brochure 
The Oxweld W-47, welding blow- 
pipe, capable of welding any metal 
thickness from 28 gage sheet to 
3-in, plate, is described in an eight 
page booklet available from Linde 


The range wit the most to soll). 


the 1957 
Auitomalic 


Co., division of Union Carbide 
Corp. Cutting attachments that 
quickly convert the W-47 to flame- 
cutting are also described. 


Circle 32 on Readers’ Service Card 


Hose reel bulletin 


Products announces its 
bulletin which 
and capacity 
Ardmore hose 
reels, and describes such important 
design safety features as the Ard- 
more combination bearing and 
swing joint assembly that elimi- 
nates the need for a flexible coup- 
ling between reel and tank outlet. 


Ardmore 
complete reference 
gives dimensional 
specifications for all 


Circle 33 on Readers’ Service Card 


Safety valve literature 

Bulletin 741 describes the Part- 
low Corp.’s mercury-actuated safe- 
ty valve which gives positive pro- 
tection from gas pilot 
Mechanically operated; 
tied open. 


failure. 


cannot be 


Circle 34 on Readers’ Service Card 





ixie 


A RANGE FOR OVO BUDGET... 
from apartment-size cooker 


to luxury models... 





double ovens— built-in rotisserie 


Don't miss those borderline sales. Sell every interested range 


“Looke 
as they choose from Dixie's wide 
to suit them. And there's a DIXIE Automatic 
fit every home.. 


customer with only one line —DIXIE. 
“buyers” 


. every pocketbook. Be su 


rs’ become 
selection the range 
Gas Range to 

re and make 


1957 your big year. Stock Dixie Automatic Gas Ranges 


and watch your profits rise. 


SUCH A RANGE OF FEATURES: 

® Thermal-Eye Automatic 
Top Burner Heat Control 

* Cast Aluminum Griddle 

® Thrifti-Kool Needle-type 
Lighters 


Top and 


56 


® Double Oven with 
Built-in Rotisserie 
\ <<, “tae 


® Safe-T-Locking-type Valves 
© One-piece "Waterfall" 


320-9GLET 


Manifold 
Top Surface Lighting 


Hour Interval Timer 
” 


© 33” Lamp Hood —Fivorescent 
® Telechron Clock with 3'- 


@ E-Z Glide Burner Grates 
® Automatic Oven Heat Control 


® Lifetime Titanium Porcelain Finish . 


Drop-Front Smokeless 
Broiler on Roller Bearings 
with Two-Piece Broiler Pan 


Gravy Moat and Drip 
Trays for Griddle 


® Rounded Oven Corners 


View-through Glass Oven Door 


DIXIE PRODUCTS, INC. 


Dept. 7BP3, CLEVELAND, TENNESSEE 
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® POWER 


> 


Have a Coke, courtesy of LPG 


By L. H. HOUCK 


P. GAS has proved so success 
L.. ful as a_ replacement for 
gasoline in the truck fleet of the 
Coca-Cola Bottling Co., 
Ark., that no other fuel will be 
used in the future. 

The main fleet was converted 
from gasoline to LPG two vears 


ago in the company’s own shops 


E>" 


A long haul tractor-trailer, converted to 


LPG powered fork lift truck at the Coca-Cola Bottling Co.. Fort 


NOVEMBE”, 1957 


Fort Smith, 


The last new units purchased were 
factory-equipped for LPG and the 
few gasoline units left are old and 
will soon be discarded All new 
trucks will be purchased factory 
equipped to operate on L. P. ga 


Longer periods between ove1 
hauls, savings in routine mainte 
nance, and reduction in use of oil 
are the three major dividends the 
firm received from conversion, a 


cording to Preston Meek, president 


1s loaded by an 


and drivers 


of the Fort Smith companys 

“Our greatest savings In routine 
maintenance as a result of con 
verting to L. P. gas comes from 
Meek 


drive 


a surprising quarter,” Mr 
aid. “‘With butane, our 
who are essentially salesmen first 
second, can’t ‘cowboy’ 
like they can with gasoline he 
there but the 


pickup that ruin tire 


powell 1 quik I 


snappy 


clutches and axles is not. there 


ae a 


Smith, Ark. Tne Coca-Cola plant operates a total of 24 converted 


and factory-equipped trucks 





POWER SECTION y 


~\// WORKMANSHIP BUILDS 
STRONG USER PREFERENCE 


Everybody appreciates quality. In LP-Gas carburetion it’s especially im- 
portant. Ensign vaporizers built of bronze alloy castings cost more to produce 
but are practically corrosive resistant and outlast others by many years. 


After machining, Ensign bronze castings “HOLD THEIR SHAPE” against 
distortion of mounting screws etc. thereby eliminating gasket and water leaks. 
There is no question about it—it costs more to produce an Ensign Vaporizer, 
Carburetor or Filter of bronze alloy, yet the selling price is frequently less 
because we produce thousands at a time for distribution all over the world. 


Examine an Ensign product — compare it in any way. It looks like quality — 
it is quality! Insist on Ensign — accept nothing less! 


WTI (IN S7 
ah V 
= Some * Ly - 
1551 EAST ORANGETHORPE AVENUE e FULLERTON, CALIFORNIA 


j ; j [, : j / 
////7/)\/ CARBURETOR COMPANY 
BRANCH FACTORY, 2330 WEST 58th STREET, CHICAGO 36, ILLINOIS 
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and so we found out we had 
ideal automatic governor in butane 
which has saved us a lot of money 
This saving is particularly r 
flected in the shop records on r¢ 
placement of tires and engine 
valves with a considerably longer 
wearing period on clutches 

All regular route trucks are now 
converted to L. P. gas as well as 
a transport tractor used for haul 
ing trailer loads of bottled Coca 
Cola to a supply depot at Poteau, 
Okla., and to haul bottles from the 
Liberty Glass Co., at Supulpa, 
Okla. A total of 24 units now use 
this fuel with about half of them 
now factory-equipped. The othe 
half were changed over in the 
company’s maintenance shop 

While there is not a great 
of difference, Paul Pittman, main 
tenance superintendent, recom 
mends that new units be bought 
with the factory L. P. gas equip 
ment installed. His purchase or 
ders specify that units be delivered 
without gas tanks which insures 
that the unit has not been ope 
ated. Mr. Pittman places great 
stress on starting out a new truck 
with factory LPG equipment it 
proper condition. The engine 
started for the first time in 
Coca-Cola shop after the ga 
are installed. 


Whether factory equipped or 


converted, all LPG engines at Fort 
Smith use Ensign carburetion 
Advantages of factory installa 
tions, according to Pittman, are 
factory engineered high compres 
sion heads, cold manifolds, solenoid 
shut-off valves, and cold plugs. 
The elementary consideration of 


changing from gasoline to butane 





Top, one of the several panel delivery 
trucks operated on LPG by Coca-Cola 
Bottling Co., Fort Smith, Ark. Trucks run 
twice as long on LPG before overhaul than 


on gasoline. 


Center, Paul Pittman, maintenance and 
fleet superintendent for Coca-Cola, shows 
off his LPG-powered service truck. Truck’'s 
fuel tank can be emptied into another 
vehicle's tank on out of gas calls, truck 


returns on gasoline 


Bottom, one of three fork lifts converted to 
LPG. All fork lifts and all other trucks 
purchased in the future will be factory 


equipped for LPG 
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is that a cold manifold is needed 
Gasoline requires heat in the mani- 
fold, while the L. P. gas requires a 
cold manifold because it is already 


4a vapor before it reaches the car 
buretor, 

Converting a gasoline engine to 
difficult nor 


L. P. gas is neither 


expensive considering the almost 
immediate returns, 
Mr Pittman, 


nomic 


according to 
although for eco 
reasons the decision § to 
change must be 
of the truck 


“Conversion 


based on the age 


cost about $300, 
and you must decide whether you 
want to invest $300 more in an old 
truck o1 


and buy a 


run out its remaining life 
one,” the mainte- 


“We're 


running out the last dregs in sev- 


new 
nance superintendent said 
eral of our old units. We converted 
ome new trucks and the oldest we 
converted had run 38,000 miles 
with gasoline 

been 


“All our conversions have 


successful and highly practical.” 

Mr. Pittman explained that his 
firm didn’t get quite as much mile- 
aye per gallon on the old trucks as 
trucks. He attributed 


the difference to the condition of 


on the new 
the engine due to the mileage 
The factory little 
better than the conversions, ac- 
cording to Mr. 


jobs are a 
Pittman, because 
10.5-to-1 
heads and the 


they use compression 


ratio compression 
ratio on the gasoline trucks he con 
verted was 7-to-1. He used a cold 


manifold and the Ensign Model NS 


One of Fort Smith Butane Co's four bulk trucks delivers L. P. gas 


to Coca-Cola's 


100 


810n 


gasoline but 


L. P. gas vaporizer and regulator 
unit. Old pistons were removed and 
high altitude pistons installed 
which served to raise the compres- 
ratio. 

He said the trucks get a little 
less mileage per 


gallon than on 


that is an incorrect 
way of making the 
With = all 


dollars, 


comparison. 
factors converted to 


there is a money saving in 


cost per mile. 


Changing to L. P. gas cured 
many problems in the operation of 
a fleet of this kind. For instance, 
since stopping 


there is so much 


and starting there was a tre- 
mendous sludge problem with gaso 
line, particularly in the winter 
time. This has been eliminated. 
“We have always been glad we 
fork lift trucks to 
LPG along with our delivery 
trucks,” 


“Reduction of 


converted our 
and 
Meek 


and 


highway President 
stated. 
smelly 


makes LPG inherently safer. This 


toxic 
fumes from the exhaust 
is an important factor in employee 
morale and in producing an uncon 
taminated product.” 

Some driver training was given 
to all drivers for simple problems 
For instance, Mr. Pittman ex 
plained, butane will flood itself, so 
pull the 


to keep it 


drivers trained to 
choke 
flooding. 


Pittman 


were 
valve out from 
that 
had gone up one third, a surpris- 
ing dividend as Mr. Meek pointed 
out. Tires now run 55,000 to 65,000 


said tire mileage 


eT SMT PWIA 


ww tite & 


eee @ &8 


5917 Towson Ave ft ie] Prone Su 2 5055 


1000 gal. storage tank. The bottling company also gas. 


miles before the first recap. Mr 
Pittman found that hot 
spark plugs are not desirable with 
LPG. He uses a cold plug (AP-4 
Autolite). 

Truck motors were formerly 
overhauled at 75,000 miles. With 
L. P. gas they are running 150,000 
miles without unbolting the 
or dropping the pan, and experi- 
ence records indicate that the mile- 
age between overhauls will even be 
greater in the future. Engines 
inspection at 150,000 
miles are showing compo- 
nents and little wear. 

Oil changes formerly scheduled 
than 5000 miles are now 
made at 15,000 or 20,000 miles and 
that mileage the oil re- 
mains clean, showing only a ten- 
thicken. This 
has been taken up with the oil com- 


said he 


head 


opened for 


clean 


at less 
even at 


dency to condition 
pany supplying the lubricant be- 


cause of some recommendations 
made that oil be thinned, but their 
supplier said that the oil should 
not be thinned but should be op- 
erated at that 


showed 


Lab- 
that all the 
lubricating and flowing character- 
istics were still intact in spite of 
the high mileage. 

Mr. Pittman thinks that 
replacement has been 


consistency. 


oratory tests 


clutch 
reduced by 
half as compared with operation on 
gasoline, but where a gasoline en- 
gine will limp along in bad condi- 
tion, an L. P. gas engine just quits 

One 
truck used to supply 


innovation is the service 


maintenance 


has a smaller bulk tank for non-taxed fork lift liquefied petroleum 
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Of course, the wheel fits your car rm per 
fectly=it was precision made especially for your 
car model—just as Western Tanks dre specifical 
iy made for tractor models. No wonder LPG 
dealers have learned to ¢ xpect a pe rfect fit with 


every Western Tank 


a perfec 


Because Western is the nation’s leading supplier 
of LP-Gas tanks to tractor manufacturers, ex 
tremely close tolerances are alwavs demanded 
of a Western tank. Engineered jigs assure these 
close tolerances everytime. For vour protection 
and your custome rs satisfaction, always be sure 
of superior quality by specifying a Western 


motor fuel or tractor tank 





Wa 


MOTOR FUEL & TRACTOR TANKS 
WESTERN TANK AND STEEL CORP. 
LUBBOCK DALLAS 
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? ‘ P 
a! an claeaeeniee 
Wit CAC NEBRASKA @ CHICKASHA. OKLA © LIBERAL. KANSA‘ 

- ume Ro 


NVER © OKLAHOMA CITY © EDINBURG, TEXA 


For the name and address of 
7 lowing cities 
your Western Distributor, write 


Box 1338 of call PO 5-9474 


Lubbock f N ANSA‘S TY @ SIKESTON, MO. ®@ ST. LOUIS 


NOVEMBER, 1957 





Butane Ce 


verted thi an 
Has | 

changed 
turn of a valve. He 
and © 
tanh 0 
1} 


LPG if it 


, 


tank on 


vul 


ti 


tunks that 
The 


A 
( 


ick fleets in his 


uy 
it 


Kirkpatrick, owner of the Fort Smith 
other 


due to 


conversion 


has converted several 


marketing area 
of the Coca-Cola 


Preston Meek 
Bottling Co 
with 


president of the Coca-Cola 
Fort Smith, Ark., is 


the savings in maintenance 


over 
joyed 


overhauls and oil from use of LPG 





of the 
Mt 


truck on 

Pittman 
R-110 
that it can be 
the 
installed a hose 
truck’s L. P. ga 


route con 
Interna- 
lal piekup 0 
over to gasoline by 
the 
that he 


ck in the 


itlet on 


can refuel any 
with 
The ser 
come back on 
The LPG 
truck holds 23 


carry 26 gal. 


fleet on a 
fuel 


route 
runs out of 


e truck can then 
oline if 
the 
All city 
the 
hold 37 


fleet 


nece ary 
ervice 


trucks 


and large trucks have 


gal 


truck consist mostly 


« "Ml 


under the hood of one of the 


peek 


onversions were made in the Coca-Cola shops 


102 


converted trucks 


of Internationals although the firm 
1'4-ton Fords 
erted to L. P. gas. The transport 
truck 
L,-190 

Three fork constant use 
burn L. P. gas Clark 
Clipper units with Y-91 Continen- 
tal engines. 

The: lL, 2 


on the 


ha everal con- 


tractor is an [International 
lifts in 


These are 


vas supply is located 
tanks—a 


are used. 


premises. Two 
1000 gal. and a 108 gal. 
The small tank is used for the fork 
lifts which use untaxed fuel. 

“A lot of folks are afraid of L 
Mr. Meek said, “but it is 


inherently than 


P. gas,” 


afer gasoline 


shows just how it was done 


since it cannot drip on the ground 


floors and become a fire haz- 
We have truck and fork 
lift tanks filled only to the specified 


winter to 


and 
ard. our 


outage in summer and 
avoid pop-offs from expansion. 
The Fort Smith Coca-Cola Co. is 
one of the oldest companies in the 
United States continuously bottling 
The 
tablished by two 
Meek 
cation in 1899. Present owners are 
Preston Meek, son of Robert, 
Jim D. Meek, son of J. W. 
The 
Coca-Cola in 
the 
was bottled in 
The 


modeled in 


Coca-Cola. company was es- 
brothers—J. W. 
and Robert in this same lo- 
and 


company started bottling 
1903, only six years 
first 
1897. 


building 


after world’s Coca-Cola 
present 
1941 


was re- 
1953 the 
completely modernized 
fork lifts. 
complete bottling units insure con- 


and in 
plant was 


with pallets and Two 
stant delivery. The main unit han- 
dles 300 bottles per minute and the 
second unit bottles the larger size. 

The firm’s 


area 


immediate trading 
counties in 
Fort Smith 

Oklahoma 
across the Arkansas 
the 
counties at 


consists of six 
Arkansas adjacent to 
three counties in 


which 


and 
is just 
addition, 


River. In company 


supplies two Poteau, 
Okla., by 
formerly had a bottling plant. 

The the 
fleet with L. P. gas fuel has made 
a decided impression on other op- 


warehouse where it 


success of Coca-Cola 


erators in the area. There are three 
other large truck fleets which have 
fuel 
to Coca-Cola and these fleets, Fort 
Smith kept 


converted and the supplier of 


Butane Co., is busy 


with new conversions which it does 


in its own shop. 

Sam Kirkpatrick, owner of Fort 
Smith Butane Co., is equipped to 
install LPG 
equipment has 


Ensign carburetion 


and his crews set 
up so that an average truck can be 
which 


out of 


converted in seven hours, 


means a minimum time 
service 


The 


erates 


Smith 
International 
trailers, 


Fort 
two tractors 
tank tank 
trucks, two International, a 
Chevrolet, 


Butane Co. op- 


with four de- 
livery 
GMC 
service 
bottle delivery 
fleet, Mr. 


car, operates on LPG, of course. & 


and a besides a 


There is also a 
truck. The 


Kirkpatrick’s own 


pickup. 
entire 
plus 
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GIANT MARKETS 


GROWING LARGER 
EVERY DAY 


Att 


FARM TRACTORS & EQUIPMENT 


WIDESPREAD INDUSTRIAL USE 


SELL THE LARGEST L. P. GAS MARKET WITH ZENITH, 
THE WORLD’S FINEST L. P. GAS SYSTEM 


I 1 al re eat bi olure ptLisine Ww e our ‘ 
carbur lepat nt toda lor complete detail 
Intormatto 
pair, MOTE experience 7m more fields 


with more envine types than any other carburetor 


manu fac turer. 


Zenith Carburetor Division “be ye” 


AVIATION CORPORATION 
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Eleven steps 
toward solving One of those 


valve going down 


or seat. 


valve problems But even on 


By C. F. 


Acme 


VODAY’S 
compressioned 


presenting problems, particularly 1. Exhaust back 


BEST BUY BEA 


rete 


set up with hard valves and hard 


TTERWORTH seats, this problem 


list some of the causes which can 

bring this condition about. 

peed, high list them in the 
engine are we usually check an engine. 


COMPLETE 
Butane-Propane 
Carburetion Equipment 


Easiest to Install 





eh 

-_— Md) i ? 
rye 
i onl 


~ 
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Simplest to Operate 
NO PRIMING — NO CHOKING 


Manufacturers of 
Regulators-Car- 
buretors-Adapters- 
Solenoid Valves- 

y Filters-Spud-in 

aS Fittings 


With a Complete Stock of 


HOSES —- TUBING — CLAMPS —— CONNECTORS 
AIR CLEANERS ——- AND ALL ITEMS NECESSARY 
FOR THE CONVERSION OF ANY GASOLINE 
ENGINE TO L P-GAS 


BEAM PRODUCTS MFG. CO. 


3040 Rosslyn Street Los Angeles 65, Calif. 
Phone CHapman 5-5791 


Vrite for Mlustrated Brochure 


where light passenger car engines 
are used in heavy duty trucks. 
problems is the 


countered. For this 


time it checks out over 1 lb., we 
clean it up either by dual ex- 
hausting or punching the insides 
out of the muffler. Where the 
muffler is restricted either by a 
small tail pipe or a restriction 
just as it goes into the muffler, 
we replace using a_ straight 
through muffler. A good straight 
through muffler eliminates all 
back pressure and is by far the 
best. 

2. Check for lean mixture under 
load, using a reliable combustion 
meter. Unless you can trust that 
meter, you don’t know where you 
are. Lean mixtures contain super- 
heated oxygen, which gives an 
effect like a cutting torch. 

3. Does it have a cold mani- 
fold? If not, put one on, or if not 
available, cool the present mani- 
fold. Remember that on gasoline 
the wet fuel vaporizing at the in- 
take valve helps cool those valves 
and the rest of the combustion 
chamber. With propane we do 
not have that action. Therefore, 
we must offset it by introducing 
our air as cold as possible. Not 
only a cold manifold but where 
practical, let’s pick up that air 
for the air cleaner where it’s cold 
instead of the heated air back of 
the radiator. 

4. With your instruments on for 
taking the back pressure check, 
and your combustion reading. 
have the driver of the truck do 
the driving. Get him on a hill and 
watch closely how he drives that 
truck, noting particularly whethe 
or not he allows that motor to lug 
down. If he does, give him ’ell, 
and tell him that’s what that shift 
lever is for. High speed engines 
should never drop down below 
2000 rpm and it’s preferable to 
keep them above that. If equipped 
with a vacuum gauge, don’t allow 
it to drop below 5 in. 

5. Be sure the ignition timing 
is correct. Late timing causes 
high exhaust temperatures. Too 
early timing allows extra time for 
combustion chamber surface and 
valves to absorb heat—may cause 
detonation. 

6. A leaky intake manifold usu 
ally causes rough idling, although 
not always. A simple check is to 
squirt the gasket with kerosene 
or parts cleaner solution. If the 
engine speed changes, it leaks. 
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CAN YOU SPOT THE BIG DIFFERENCE 


between these 
, LP Gas 
> fuel tanks ? 


Not at a glance — you have to take 
a closer look. Better yet, you have 
to compare costs. It is the cost of 
the finished installations that con 
cerns you, and not how cheap the 
tank can be made. Manchester tanks 
Ferguson HI-40 shown with 18 gal have a lot of little extras to make 
W.C. conversion tank in place of gas : ° 
jan in stack tos tndieie thieneel installation easy, and there you save 
the most. Conversion tanks have 
been a specialty with Manchester for 
so many years that they have piled 
up a lot of experience. Why not get pact Pc -eon 
the benefit of it? safety and con 


venience 
. . . . comply with in : 
Farmall 400 with inline 26 gal. W.C Their plant 1S equipped with modern dustry and insurance company codes 
production machines yet is small Inset is closeup of exclusive Manchester 
quick change bracket 
enough to build exactly what you 
want — they have 70 different trac 
tor tanks to convert your tractor as 
neat looking, as safe, and as efficient 


to use as a factory equipped job. 


tank. Tanks for all popular tractor 
models available from stock 


Heavy duty trailer unit with twin 60 
gal. Manchester LP Gas truck tanks 
(mounting brackets for easy installation) 


On Rear-Vu pick up tanks, gauge is 
visible through rear window. A snap 
to install on any pick up through 
adjustable brackets 


Maximum fuel capacity, easy installa 
tion and a minimum loss of usable 
trunk space give full benefit of LP Gas 
conversion 


Dealers will be interested in the new 
Manchester catalog. This is a com 
plete handbook with index tabs for 
each section: Tractor tanks, truck and 
automotive tanks, fork lift tanks, ICC 
cylinders, weed burning equipment, 
and selling aids. The whole thing is 
geared to let you choose the exact 
tank you want for a certain job; size, 
trim, installation instructions, price 
and even order writing instructions. 
If you have not already gotten one, 
write for a copy today to NEwmark 1-9357 or NEvede 62839 


2880 NORTON AVENUE, LYNWOOD, CALIFORNIA 
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Dix Carburetor Company will 
rebuild any DIX LP-Gas Regu- 
lator — regardless of age — for 
$5.00 (plus parts). This is the 
buyer’s guarantee of satisfac- 


NOTE: This offer applies only to units 
returned direct to factory in Los 
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DIX CARBURETOR COMPANY 


6605 S$, WILSON AVE., 


Red Warning Light 
Flashes when 
LPG is low! 


LPG 
FUEL 
INDICATOR 
KIT 


END DELAYS AND EXPENSE 
CAUSED BY “OUT OF FUEL’ 


Positive, “can’t-fail” signal flashes low fuel 
warning in plenty of time to reach refuel- 


In full 


Fits all indus 


ing point. Simple, sure, accurate 


view of driver at all times 


trial truck Easily installed in minutes 


Quickly pays for itself Order today, 


epecify 6 or 12 volt system 


LPG TANK 
MOUNTING BRACKETS 


For Materials Handling 
Equipment. Safe, Surel 
Change Tank in | minute. 


BRAKE MANUFACTURERS, INC. 


1711 Race Cincinnati 10, Ohio 


106 


LOS ANGELES 1,’ 


7. A far greater offender, par- 
ticularly in the case of vacuum 
brakes, is a leak in the 
booster diaphragm, or in the case 


booster 


of truck tractors pulling trailers, 
watch for leaks where all connec- 
made, particularly on 
fire wall. The  gasoline-fueled 
trucks have had this as a head- 
ache with brakes, and 
they tell me that time after time 


tions are 


vacuum 


by fitting with electrically oper- 
ated brakes they have tripled 
their valve life. 

8. With high- 
speed engines some are using ex- 
tremely 


these present 
high 
springs to prevent float at 
rpm, and this with the 
shouldered wide opening 


pressure valve 
high 
sharp 
cams can 
cutting cam 
Then too, | wonder if with this 
set-up, the hard blow of the valve 


give trouble lobes. 


closing is the cause of some of 
this cupping and the valve going 
down into the seat. 

Another thing to watch on en- 
gines 


which use comparatively 


soft valve springs is the case 


where the valves have’ been 


ground two or three times so that 


they have been ground down into 
the seats. On one particular make 
of engine the springs are stiff and 
even though they will check okay 
on spring tester, if the 
have been ground a few times, 
held’ tight 


ValVes 


valve will not be 
against seat. This may be reme 
died by the use of washer or shims 
under the springs to bring back 
the original 
valve is seated. 


tension when the 

9. Then there is the matter of 
valve face itself, 
cent of the valve cooling is done 
through the face and seat. On 
gasoline, a narrow face is used 


because 90 per 


to chop out crud and _ corrup- 
tion between the valve face and 
the seat. With LPG we do not 
have that problem, so use a facing 
at least half 


indicated for 


again as wide as 
usually gasoline. 
Some of the most successful truck 
engine builders, if they use a 45 
seat, finish the 
of 44% 
of If, 


Hard seats and preferably hard 


valves with a face 
, thus giving a difference 


valves are always indicated for 
heavy duty engines, but be sure 
those seats are hard! 

We have 
Stellite seats always be used, but 


been suggesting that 


too often we find this has not been 
done. Either the mechanic didn’t 
know what he was getting or 
someone along the line threw him 
what many got 


a curve, because 


were ordinary soft replacement 
seats which are 
the old type engines where con- 


made to use on 


tinued grinding has pulled the 
seat down into the block or head. 
This type 
bring it back to its original posi- 
tion. 
Another 


quently see is a Case 


seat is simply used to 


mistake we too fre- 
where the 
mechanic has pounded in the 
seats instead of heating that head 
and cooling the seat 
Then we 


in hot water 
dropping it in. 
see cases where the seat was ap 


before 


parently fitted loosely and to in- 
sure its staying in, they have used 
a punch and battered the head all 
the way around in order to hold 
it in. 
Positive rotators usually are 
unnecessary in LPG engines. The 
nicest jobs we see are where 
least .001” 


have been used, and on the larger 


seats of at oversize 
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engines seats that are even .002” 


High tension polarity 

An important factor in the op 
eration of any engine is that th 
high tension (ignition) system ha 


oversize. The head is heated 
in hot water and the seats are 
cooled and shrunk, either in dry 
ice, deep freeze, or with liquid a positive ground... that is, the 
propane and then dropped into ground 
place. Remember that if that se: tive in relation to the secondary 
is not tight in the head, the sea of the ignition coil. 
cannot conduct its heat into the We know that heated 
block and on into the tends to emit electrons, and ele 
jacket. 

10. Then we come to the matter 
of the head itself, and the head 
gasket. 
sure that the head is true and 


engine) should be pos 


metal 
water 
trons are considered to be 
tive. The direction of e!] 
flow (current is always f1 
The cent 


electrode of a spark plug in op 


. ; negative to positive 
We, of course, want to be 
ation is heated to a greate 


that it has no sharp edges or pro- perature than the grounded 
trusions to glow and cause pre- side electrode, and _ it 


follows that since the center ele: 


naturall 


ignition. These may be removed 


with a half round file or even bet trode is the higher temperature, 
Then the it will emit electrons | 


Therefore, electron flow 


ter, with a rotary file. OES C8 
matter of the head gasket. We 
are not about the 


steel gaskets, and if a thin gasket 


current 
pe eae aE should be from coil, through cen 
ter electrode, to ground. Reve 
ing the polarity simply make 
dificult for the spark 
jump the gap. 

In our own shop the boys follow It has been proven in labora 
the practice of hot 


is to be used we much prefer a more 


soft copper gasket. 


rodders by tory tests that incorrect polarit 
coating the gasket with aluminum 
paint and while it is still tacky, 
put it in place. Be sure the head 


in the high tension system can re 
quire an increase in voltage of a 
much as 40 per cent before the 
operation of the system will equal 
that of an identical system co) 
rectly polarized. 


is torqued according to factory 
specifications. 
11. Air cleaner. An _ inefficient 


; ; Following is a quick method of 
air cleaner allowing dirt and sand 


determining what polarity is pre 

ent in a system: Remove a spark 
plug wire. Lift the wire so that 
there is a spark jumping from the 
wire to the spark plug terminal 
and insert the tip of a lead pencil 


to pass into engine will cut and 
cup the intake valves. 

Be sure water passages are 
clean and openings in head gas 
ket block no holes. We have seen 
new blocks where sand from ¢ast- into the center of this are. You 


ing mold was. still in block will notice that the arc on one 
ide of the pencil lead will take 


casting. : 
on an orange feathered appear 


If this appears on the side 
towards the spark plug, you 

tem is right. If this appears on 
the side closest to the spark plug 


On older engines, clean water 


ance 
jacket and cook out radiator. @& 


do) CO Pe 
eereses ji == | 


wire, you should reverse the low 


tension wires on your coil 





arkhill 





Safety Hose Nozzles 
@ QUICKER FILLING 
@ SAFER OPERATION 
@ LOW MAINTENANCE 


Parkhill Nozzles 

attach in 3 seconds . 
two operations . 
They're safe: Nozzle 
must be locked on before 
fuel can discharge. Upon 
release gas escapes 
away from hands 


No Cold Burns! 


Write for Information 


PARKHILL-WADE 


2264 Huntington Drive, San Marino, Calif. 
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PISTON & 
MANIFOLDS 


FOR LPG, BUTANE OR 
GAS HI-COMPRESSION 


VANASIL PISTONS (aluminum) 
Now you can sell John Deere “A”, “G’ 


and “60” model* owne! a 
lightweight piston with cast-iron prop 
ertic It’s VANASIL—with an amaz 
ing 130 BHM rating by the latest 
Brinell hardne test. Micro-expansion 
VANASIL pistons employ a solid skirt 
design and can be fitted to a cylinder 
with ca 


°A 


tractor 


iron clearance 


im pistons for other mode 


What Is VANASIL? 
VANASIL i 


aluminum alloy. Silicon content runs 
from 21 to 25 irface 
produces wear-resistant qualit 
VANASIL mear easier starts 
lower fuel costs... less vibration 
smoother running quicker load 
pickup . and durability 


a newly patented silicon 


Silicon on the 


JOHNSON COLD 
MANIFOLD FOR L-P GAS 


For converting John 
L-P wa Maintains constant 


required tempera 


Deere tracto 
aw 


ture 


WRITE fo prices and info 


tion on above equipment 


Water Pumps for Joh 


tractora 


JOHNSON 


MACHINE SHOP 


Dept. B-16 
914 E. Howard Sf. 


Deere 


Pontiac, Illinois 
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Another Outstanaling 


“FIRST” 


FOR TEXOIL 
LP GAS DISPENSERS 


the NEW 





7 < Mg 


lighted dial face 


EASY 10 SEE! 
ELIMINATES YELLOW 
CAST OF ORDINARY 
LIGHTING!. 


iMSPECTEO 


ange 


. 
view 


PIONEERS IN 


No smoke 
but more 
horsepower 


and 


efficiency 


with an 
ELLIS 
DUAL 
FUEL 
SYSTEM 


This ts the new Illis Dual Fuel Mixer 


Phe Ellis Dual Fuel System eliminates obnoxious Diesel 
moke by the addition of propane fuel to the intake air 
of the engine. This produces a kindling effect that causes 
more complete combustion of the heavy fuel and reduces 
the tendency to smoke, Fuel efficiency as well as power is 
increased and actual test how a mileage boost of as 
much as 20 percent, An additional benefit is the produc 


tion of 20 or 30 more horse power 


Join the list of dealers today who are increasing their fuel 


load by stocking and selling the Ellis Dual Fuel System 


In most cities, dial information for the number of 


your Ellis Manifold Dual Fuel System distributor. 


ELLIS MANIFOLD CORP. 


2212 E. Washington Blvd., Los Angeles 21, Calif. 


This has nothing whatsoever to 
do with the grounding of the bat- 
tery on the engine of a vehicle but 
is merely the polarity from the 
coil to the spark plugs. 

Courte aT] of Ce ntury News Letter 


Century offers rebuilt 
carburetor exchange 


A 24-hour exchange service on 
the company’s M-4 converter has 
been announced by Century Gas 
Equipment Co. Converters re- 
ceived on the exchange deal will be 
completely disassembled and _in- 
spected immediately upon receipt 

A rebuilt converter which has 
been completely rebuilt, inspected 
and tested will be shipped back to 
the sender within 24 hours. The 
charge for the exchange will be 
based on the labor and parts neces- 
sary to renew the sender’s con- 
verter 


LPG Guide helps motorists 
find butane-propane 


A recently published LPG Guide 
tells motorists where and how to 
find butane-propane in North and 
South Carolina. 

South Carolina, when the Guide 
went to press, had three complete 
truck stops offering 24 hour service 
for motor vehicles operating on 
butane-propane power. A similar 
facility could be found at Wythe- 
ville, Va., but at the time North 
Carolina had none. There are 20 
communities in North Carolina 
where the bottle gas dealers are 
ready to do something about meet- 
ing the need for butane-propane 
filling stations. 

Twenty-two communities in 
South Carolina have one or more 
dealers who offered their services 
And a few in the neighboring 
states of Virginia, Georgia, and 
Florida 

This booklet lists by highway 
route number and then alphabeti- 
cally by states where butane-pro 
pane is available to the motorist 


Lube oil inspection 


The best maintained engines ac- 
cumulate abrasive material such 
as dirt, dust, and metal particles 
which oil filters do not completely 
remove These microscopic 
contaminants cannot be detected 
by the human eye. If you are run- 
ning your lube oil for extended 
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periods, be sure to get laboratory 
analysis periodically. To insure 


the removal of these contaminants 
when the oil is changed, drain the = rn Ul 
crankcase while the engine is hot 


and as soon as possible after the 
engine is shut down. 

After conversion, detergent oil now factory standard 
particularly those of lighter color 


will continue to discolor for a pe on new 


riod as they suspend contami 


nants accumulated from the gaso 
line operation. 
When oil is oxidized in the ab- 


sence of these contaminants, it 
turns brown, mahogany, or a light 
wine color. The better oils do not 
form sludge during normal oxida- 
tion, while those that do form 
sludge as they oxidize have a 
muddy brown appearance. Milky 
tan or mustard color is usually 
due to excessive moisture. Water 
can be detected by heating a small 
quantity of oil in a spoon. Exces 
sive sputtering and foaming indi 
cate moisture. If water is pres 
ent, check for coolant leakage. A 
test for glycol should be run on 
oils taken from units using gly Important advantages are gained by standardizing on Century 3C carburetion 
col-base antifreeze. Glycol ex Easy starting, smooth idling, constant power and speed, superior performanc: 
posed to high temperatures of and maximum economy in any service are assured, Each carburetor employs 
pistons, valve stems and other hot Century's exclusive metering valve system which is factory-calibrated and pre 
engine parts oxidizes very rapid set to the performance curve of the engine, to provide ideal fuel-air mixtures 


ly, causing varnish-like deposits for all operating conditions 
and Sten resulta ts tark Performance is not affected by changes in temperature or altitude 
and ofte res | 1 a dark, a 


; Selected as standard on Diamond T Model 831 LPG trucks ts the Century 
most black, used oil color which 7) 


4 inch single throat carburetor with built-in Holley governor, 1 Model K-4 

may mask the milky tan or mus converter, and a 12-volt filter-fuelock 
tard color of moisture alone. Low Century carburetors for conversion or replacement are available for all 
temperature engine operation of makes and models 
“stop and go” driving may con- 
tribute to some condensation of 
water vapor in the crankcase. 

Many of the major oil compa 
nies offer laboratory analysis as 


‘ Z eS 
a customer service. iO). oe CENTURY 
Get all the life you can out of 
’t let 4 yz ‘ 


Write for complete information today 


your oil, but don’t harmful 

contamination ruin your mainte 

nance record to save a few gal CENTURY GAS EQUIPMENT CO. 
lons of oil. 6855 E. Rosecrans Ave 


LP-GAS CARBURETION 


: , Paramount, Calif 
Courtesy of Century News Letter 





WHEREVER DEPENDABLE CONTROL 
IS REQUIRED ALWAYS SPECIFY 


REGO’ LP GAS EQUIPMENT 


For lift trucks and all other types of com 
bustion engine installations, be sure of get- 
ting the finest LP Gas control equipment 
Always specify RecO the best in the in 
—. : istry as well as the most complete line 
WRITE TODAY for complete REGO Catalog. Free! 


REGO Is a THE BASTIAN-BLESSING COMPANY 


registered trade 4201 West Peterson Ave. © Chicago 30, Ill 


mark of The 








Bastian-Blessing i‘ i ‘ 


Company 
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Dealers tell how they outsell electricity 





Continued from page 34 
getting vas appliances installed in 
model homes, one or more of which 
18 venerally provided in connection 
with the opening of a new housing 
tract. In addition to vetting many 


new customers in tracts not upplied 


with utility yas, they vet many new 


prospects amony people who merely 


visit the model homes with no in- 
tention of buying in the tract. What 
they see in the model home spurs 
the desire to modernize their own 
homes, 

from 
outlined 
use of adver- 


In response to a question 


the floor, several dealers 


their allocation and 


tising budgets. These ranged from 


N E W......and even Finer 


MUSTER 


your Biggest Dollar 
Value... because 


THE IMPROVE 


isip-e 


FLOAT GAUGE 


for LPG and NH3 





& 


it’s TAYLOR-made... 


Completely Corrosion-Resistant 


Balanced Twin Counter Weights 


Extra Large Stainless Float 


Moisture-Proof Dial Ass *mbly 


Easy-To-Mount Die-cast Head 

Sturdy Die-cast Gear Fork 

Hi-tensile Aluminum TUBING Float Rod 
MANY MORE NEW AND FINER FEATURES 


WRITE TODAY FOR FULL DETAILS AND PRICES 


MEEDER EQUIPMENT CO 
1745 N. EASTERN, 
LOS ANGELES 


ODELL GLASS CO 
1277 HARDEE ST. N. E., 
ATLANTA 


1213 §. AKARD, DALLAS 


SQUIBB 


xn €¢ Oe? Pr ORPA T 2S 


2545 SUMMER, MEMPHIS 





1'2 per cent for some of the larger 
dealers to 24 per cent. Use of TV, 
radio, newspapers, highway signs 
and direct mail were all reported. 
In some cases manufacturer parti- 
cipation was mentioned, and in some 
the budget was divided be- 


cases 
local advertising and the 
National Council. 

George Gawthrup, Kentucky Gas 
Winchester, Ky., 
out the need of the small dealer in 


tween 


Service, pointed 
the strictly rural area for help in 
getting er preparing suitable ad- 
vertising material 
use of gas. He commented that most 
dealer help material received from 
manufacturers of appliances deals 
with the features of their 
products. This is fine as far as it 


promoting the 


only 


voes, but his first need is for some- 
publish that 
will tell the advantages of gas over 


thing to send out or 


electricity. 

Frank that 
the LPG producers might be of help 
along this line, and offered to take 
the matter up with the appropriate 
committee of the American Petro- 


Albanese suggested 


leum Institute. 

The urgent need for gas air con- 
ditioning systems to go with gas 
furnaces came in for lively discus- 
sion. The this 
development was presented by 
Winkler, Stewart-Warner 
Corp., and C. C. Owens, Janitrol. 
They predicted that it would be at 
three years before 
work would be far 
enough along to bring additional 


current status of 


Herman 


least two or 


development 


new units into the market. 

Floyd Rupert, 
suburban Columbus, summed up the 
stating 


who operates in 


situation by 
severe competition 


competitive 
that our most 
i not the electrical industry, but 
is the cut price situation that has 
been created by the discount houses 
and the efforts of LPG 
dealers who try to meet those prices. 
This 
low quality appliances, or the loss 


unwise 
results m the sale of many 


of those sales to the electric indus- 
is selling high quality 
basis of 
this 
price 


try, which 
merchandise on the 
performance. The 
problem is to forget the 
competition and concentrate on the 


answer to 


sale of top quality merchandise 
that will out-perform 
electric or low-priced gas com- 


petitors. & 
Ple ase 


its rival 


” 
oOo 


return to page 
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REPRINTS 


from BUTANE-PROPANE 
News 


... to help you sell— 
to guide your staff— 


These important articles from past issues of 
BUTANE-PROPANE News are available as 
reprints, while they last, at the prices in- 
dicated. Quantity discounts (same reprint) 
10 to 49 copies, 20% ; 50 copies and up, 30%. 


(Check should accompany order) 


Agricultural 


Agricultural flaming (March, ’56) 16 pages 25¢ 
Whirlwind in a feather 

factory (Nov.,’55) 4 pages 10¢ 
Propane cuts cost of weed 

control on railway rights- 

of-way (March’56) 2 pages 10¢ 
Industrial 
New savings in propane 

torch metal cutting (July,’57) 2 pages 10¢ 
Plumbers’ furnaces provide 

hot market (April, 56) 6 pages 16¢ 
LPG helps surface Nebraska 

highway (April, '56) 1 page 10¢ 


Power 


America’s leading industries 

use L.P. gas fork lift trucks 

(May,’57) 8 pages 20¢ 

Full report on Chicago’s 1050 

propane buses (July,’56) 8 pages 20¢ 
Douglas industria] trucks 

show quick saving of con- 

version costs (April,’56) 4 pages 10¢ 
LPG precools California 

crops (March,’56) 4 pages 10¢ 
Small bus fleet articles 

(San Antonio and 

Wichita) (Aug. & Sept., '56 6 pages 15¢ 
His “Carburetion Fingers” 

pay off (March ’56) 2 pages 10¢ 
My same-sized crew services 

twice the fleet since con 

version to LPG (Sept., 57) 2 pages 10¢ 


Heating 


This fantastic infra-red heat (March’57) 8 pages 20¢ 
Selling LPG heating beyond 

the mains — the story of 

Cookgas (Nov.,’55) 4 pages 10¢ 
Degree day counter saves 

the day (June,’56) 2 pages 10¢ 
We can have schools for less 

money, with gas heat (Dec.,’55) 4 pages 10¢ 
General 
The house trailer problem 

is nearer solution (July, ’57) 6 pages 15¢ 
Trial by fire (March ’57) 2 pages 10¢ 
Look for new highs in 

LPG sales in ’56 (Jan.,’56) 4 pages i0¢ 
Is the insurance picture 

better? (May,’56) 6 pages 15¢ 
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HEAT 
aco ~©WITHOUT 
~~ HAZARD! 


NO CHIMNEY! 
. 


NO DUCTS! 
OUTSIDE 


AIR FOR t ° 
COMBUSTION ROK 4 NO ELECTRICITY! 
= on N * 


BURNS ALL GASES! 


AUTOMATIC 
/RE GAS HEATING 


Sealed’’ 


Sef 
Jf) | Pee 


gg f AE 








Y | 

—_\ 

For enclosed porches 
and added rooms 


For workshops ."! For garages 


This is the safe way, the efficiert wa to heat one room or 
an entire house! 

Saf-Aire burns gas in a ceramic lined, steel chamber com 
pletely sealed from the room air being heated. Sealed vents 
through the wall supply outside air for combustion and dis 
harge products of combustion directly outdoors...no stuffy, 
suffocating rooms 

Each Saf-Aire unit operates independently and has optional 
thermostatic control. Fool-proof...maximum safety 1s assured 
under all conditions of use. Units are easily installed in any 
wall at any 

o LP gas dealers, Saf-Aire offer 


opportunity 


Write today for descriptive literature. 


STEWART-WARNER 


HEATING AMD AIR COMDITIOWING DIVISIOM + Dept. AT-117, Lebanon, Indiana 





ippliance Sales do increased volumes; six expect Gas-Fired Direct Heating 
lesser volumes; and three expect ° , f 
' BPiaieggtit Bo. Equipment, Unit Heaters 
' : he same volumes as in 1957. 
hig mee yi year is 16.3 per GAS FLOOR FURNACE MAN- and Duct Furnaces 
cen xelow last year. Sales i r rEPpe ~ , 
on | mes |  UFACTURERS feel that 1958 MANUFACTURERS OF GAS- 
1958, which manufacturers feel cn. cael p ual 1957 : spe ape 
QA ft ; ; pig " will not equal 1957 under FIRED DIRECT HEATING 
will be 94,500 units, will be 7.5 any conditi So r 19 » “OYTT wRINN . 
any conditions. seven of 12 re EQUIPMENT anticipate sales of 
plying companies look for lesser 1,373,000 units in 1957 and 1,400,- 
' volumes than in 1957; three for 000 in 1958. This year’s sales are 
VENTED RECESSED increased volumes; and two an estimated to be 19.2 per cent be- 
WALL HEATER sales could in ticipate no change. If these com low 1956 sales and 1958 volumes 
crease as much as 4 per cent to panies perform up to expectations, to be 2.0 per cent greater than 
308,400 units in 1958, if manufac 1958 sales could attain about 101, during the current year. 
urers sell up to individual expec 900 units; or 1] per cent below Eight gas direct heating equip 
tations. Kight companies expect to the current year ment manufacturers expect 


Continued from page 42 


per cent less than were sold this 
year. 


; 


greater volumes next year; six ex- 
pect them to be below their 1957 
volumes; and two anticipate no 
change—1958 sales, on this basis, 
could go 5.1 per cent higher than 
in 1957, and approximate 1,443,000 
units. 

GAS UNIT HEATER MANU- 
FACTURERS look for increased 
volumes in 1958. Ten of 14 re 
porting companies expect to ac- 
complish greater sales than this 
year; three expect no change; and 
only one company anticipates his 
sales will be less. The consensus 

manufacturers whose sales are 
expected to total 125,300 units in 


Dak ll DOMESTIC AND 1957 expect 1958 sales to be 135,- 
INDUSTRIAL | 700 units, an increase of 8.3 per 


cent. 


also 


IN SIZES FROM v6) fe) 420 POUNDS | creased sales in 1958. Four of S1X 
VERTICAL & HORIZONTAL 


CYLINDERS | GAS DUCT FURNACE MAN 
| FAC TT JRERS expect in- 


reporting companies think their 
sales will be greater; one expects 
no change; and one looks for a 
NOTED FOR: decrease. The consensus 1958 
ales will be 14.3 per cent greater. 

GOOD SERVICE 


TRAILER CYLI , , 

NDERS Other Gas Appliances and 
COOPERATIVE ENGINEERING TRAILER PACKAGES Equipment 
FLEXIBLE FINANCING PLANS PLUMBER POTS GAS INCINERATORS— Nine of 


12 responding companies expect 
EVERY CYLINDER GUARANTEED LIFT TRUCK their sales volumes of 1958 to be 
CYLINDERS greater than in 1957; two expect 


lesser sales; and one feels there 


FAIR PRICES 


FINANCING AVAILABLE ON COM.- will be no material change in his 
PLETE 100 Ib. CYLINDER OUTFITS - BUY THE own sales picture. | 
INCLUDING YOUR CHOICE OF FINEST .. rhe consensus——1958 sales will 
REGULATORS, HOODS, POSTS AND top 1957 by 22.1 per cent. 

BASES. BUY COMMERCIAL GAS RANGES 


special cylinders for every application. F) Five of six reporting companies 
ce look for their sales to increase in 


1958 and one anticipates a de- 


is ! & The consensus—next year’s vol- 


THE SERRICK CORP. ume will be 17.8 per cent greater 


than this year’s. 


4801 BELLEVUE AVE. © DETROIT 7, MICH. © WALNUT 5-3430 | Please return to page 43 
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the trade 


Charles Gay joins McNamar 
as a vice president 

The appointment of Charles Gay 
as vice president in charge of man- 
ufacturing is announced by James 
Jackson, president of McNamar 
Soiler & Tank Co. 

In 1943 Mr. Gay joined Hanlon- 
Waters Inc. shortly before that 
company was purchased by Black, 
Sivalls & Bryson. Before his ap- 
pointment with McNamar, he was 
affiliated with Vulcan Steel Tank 
Corp. as vice president in charge 
of manufacturing. 


W. H. Ferriss 


hA 1 


Charles Gay 


Magic Chef appoints Ferriss 
its new advertising manager 

William H. Ferriss, for the past 
four years advertising manayer 
of Temco Ine., has been ap 
pointed advertising manager of 
Mayic Chef Inc. The announce 
ment is made by Cecil M. Dunn, 
president of Magic Chef. 

Prior to his position at Temco, 
Mr. Ferriss was copy chief of 
General Shoe Corp. He was a 
member of the National LP-Gas 
Council and of its advertising 
committee while at Temco 


Crouse-Hinds promotes two 
veteran executives 

Two veteran executives of 
Crouse-Hinds Co. have been pro- 
moted to jobs of greater responsi- 
bility, according to John R. Tuttle, 
chairman of the board and presi 
dent of the firm. 

Albert H. Clarke, former vice 
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New and Improved 


CYLINDER FILLING MANIFOLD 
is more reliably accurate than ever. 





The heart of the automatic mani- 
fold is the control valve which 
automatically stops the flow of 
liquid into the cylinder being 
filled. The Roney control valve is 
accurate to within plus or minus 
2 oz. 


Roney now offers an improved 
control valve with a new double 
“O” ring seal on the stem to in- 
sure against leaks and add years 
to its life. 

From 2-port manifolds to the 
large 12-port or more installa- 
tions the Roney automatic mani- 
folds have proven their relia- 
bility. They are in use the world 


CONTROL VALVE 
WITH DOUBLE “O” RINGS 








TYPICAL INSTALLATIONS 
WRITE FOR 1957 GENERAL CATALOG 


105 COLE STREET, DALLAS, TEXAS 
LOOK TO RONEY FOR LPG AND NH3 EQUIPMENT 


bi A 











Me 
Y, 
iN 
LP 


GAS GAUGE 


ROCHESTER MANUFACTURING COMPANY 
17 Rockwood St., Rochester 10. N.Y 
GAS EQUIPMENT CO., DALLA TEXAS « GASE IPMENT JPPLY CO. ATLANTA. GA 








PRODUCTS 


“NOSEY 


JOE” LEAK 


TESTING KIT 


A positive, 


easy way to detect 


leaks in LP Gas lines between 


tank and 


house regulator. 


Adapter fittings, gauge, valve, 


hose fittin 


gs and instructions 


packed in metal box. 


SERVICEMAN’'S TOOLS 


# 


j 


4 


Imperial Flaring Tool 

Faceted flaring cone main 
tains full thickness of tube 
Flares aluminum, brass or 


copper 


Pigtail Wrench 

Offset style "s and 
1% Fits old and new 
style pigtails. 12 point 
openings cannot slip 


Flexible Manometer Kit 

Contains all parts for com 
plete adjusting and testing 
Accurate as the finest lab 
oratory U-Tube 


Gas Kit 

Complete set of Reamers 
Files Drills Wrenches 
elc., in handy metal box 
meets every service need 


Millivoltmeter Kit 

Checks open circuit voltage 
output of #£50 and #80 
thermocouples. Leatherette 
case and instructions 


Safety Flashers 

Small, compact-—60 flashes 
per minute. Weatherproof 
20-98. case. Standard 6 
volt battery 


Send for New Fine complete LP 


Catalog 


JUHE PRODUCTS Co. 


ye lemele)e) 4. NY: 
BERWYN (Chicago Sub.) ILLINOIS 








R. P. Northup 


eer } 


A. H. Clarke 
Manufacturing 


engineering, has 
been president for 
manufacturing. He will direct 
and coordinate al] manufacturing, 
industrial engineering, employee 
relations, production planning, 
and procurement for Crouse- 
Hinds. 

His successor as vice president 
Russell P. 


commercial 


president for 
named vice 


for engineering is 
Northup, formerly 
vice president for condulet sales, 
who will supervise the company’s 
product research and development 
programs. 

Mr. Clarke joined Crouse-Hinds 
in 1925 and became commercial 
vice president in 1952. Mr. Nor- 
thup is a 22-year veteran of the 
company’s sales division. 

Mr. Tuttle also announced two 
other appointments; John B. 
Crosby, assistant to the president, 
to succeed Mr. Northup as con- 
dulet sales manager, and William 
A. McAuley will become new prod- 
ucts manager in the sales divi- 
sion, 


Wolverine's Smith promoted 
to newly created post 


A new administrative post has 
been created within the sales di 
vision of Wolverine Tube, division 
of Calumet & Hecla Inc. 

In announcing the new 
istrative level 
Dumser, director of 
pointed Jack H. Smith 
of districts. 

Mr. Smith, with the company 
since 1940, has for the past five 
been manager of Wolver 
central district. 
He has served in a wide variety 
of sales capacities with the com 
pany and government agencies. 


admin- 
John 
sales, ap 
manager 


capacity, 


years 


ine’s east sales 


Tankersley elected president 
of propane gas distributor 

G. L. Tankersley has been 
elected president and a director 
of Western Kentucky Gas Co. and 


| 
ATS 


a, 
wasting 


The clocks keep ticking 
away. We need your dol- 
lars to make each minute 
count in the fight against 
cancer. 


With $70, we can buy an 
eyepiece micrometer .. . 
$48 buys a laboratory 
flowmeter...$15 buys an 
instrument sterilizer... 
$3.75,ahematocrit reader. 
Only you can decide how 
much you can afford to 
send. But send it today, 
to help us keep moving 
ahead in the struggle to 
save lives. 

Send a generous check to 
“Cancer” c/o your local 
Post Office. 

AMERICAN CANCER SOCIETY 
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its subsidiary Ken-Gas Inc., pro 
pane gas distributors, it is an 
nounced by A. D. Hannah, chair 
man of the board. 

Mr. Tankersley formerly was 
executive vice president and a di 
rector of Gas Light Co. of Colum 
bus, Ga. He joined Gas Light in 
1949 and was named executive 
vice president in 1954. 


Temco appoints new 
sales promotion manager 

Temco Inc. has appointed Wil 
liam T. Brent as sales promotion 
manager, it was announced recent- 
ly by Cecil B. Oakley, sales man- 
ager of the firm. 

Mr. Brent has represented Temco 
for the past three years as district 
manager in the Mid-South area 
with offices in Memphis, Tenn. 


Tuloma promotes Pace 
to credit manager 


John R. Pace has been named 
credit manager for Tuloma Gas 
Products Co., it is announced by 
R. A. Carter, president. 

The position is newly created 
to supervise personnel and work 
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of the credit section in Tuloma’ 
treasury department. 

Mr. Pace joined 
August, 
assistant to C. H. Browning, trea 
surer, the position he held until 
his recent appointment 


Tuloma in 


Rockwell names Chicagoan 
assisant manager-gas products 


John L. Leisenring, Chicago dis 
trict sales engineer for Rockwell 
Manufacturing Co.’s meter and 
valve division since 1948, has been 
promoted to assistant manager-gas 
products sales with headquarters 
in Pittsburgh. 

The promotion is announced b 
Donald C. Morgan, assistant vice 


1954, as administrative 


J. L. Leisenring W. Etherton 


president and gas products sales 
In his new capacity Mr 
Leisenring will assist Mr 
in directing Rockwell's nationwide 


manage! 
Morgan 


vas meter and regulator sales pro 
yram 


Holly-General names Etherton 
head of quality control dept. 
Wallace Etherton has been ap 
pointed supervisor of the ex 
quality control 
Holly 


division of the Siegler Corp., ac 


panded 
ment of 


depart 
General Co., a 


cording to an announcement by 
W. J. Keegan, president 

Mr. Etherton, who will control 
this new department at both the 
Pasadena and Burbank plants of 


OUND VALUE TOP SELLER 
WITH WAIST-HI BROILER 


Extras galore in these exciting, 


quality-built Custom Deluxe Ranges 


Today it's the extra features that make quick sales This 


Brown 286 Custom Deluxe Range offers more extra 


features than 


FEATURES: * Waist-High Broiler 


any other gas range in its price class 


No more bending and 


stooping to see how the steaks are doing. *2 Giant 


Burners and 2 Regular Burners. “Large Oven with Windoor 


and Lamp 


*Thermal Eye Automatic Top Burners available 


"Modern Backguard with Sof-Glo Lighting and Electric 


Clock. *Center Simmer Burners with Instant Action Micro 


Lite Ignition 


*Pull-out Drip Trays. * Griddle-in-the-Middle, 


available with chrome or white porcelain main top 


Griddle Cover in matching chrome or white 


For more information about this sound value, top selling, 


Brown Waist-High Broiler Range, write 
BROWN STOVE WORKS, Inc. 
CLEVELAND, TENNESSEE 





MODERN 
SERVICEMAN'S WRENCH KIT 


FOR FLARED FITTING RANGES 
seven wrenches are packed in 
Polyethylene Bag 


i, 


{ 


+o J 
Vv fy 
US) Ke 
Lie 4” ¢q 


SQUEEZE 
BOTTLE 
APPLICATOR 


REQUIRED 


AVAILABLE IN PINT & GALLON CANS 
G-4046 OVEN TESTING 


PYROMETER 


The modern, 
fast method for 
checking OVEN 
TEMPERATURES 


. 
Also perfect 


for checking 
Flue Temperatures 


lel Bad tile], Mee) tisie 2: 


AND TOOLS 


Many other 
available in- 
Cylinder & 
Appliance Hand Trucks 


WRITE FOR COMPLETE CATALOG 


special 
items 


cluding 


PHILA.44, 
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FUEL 


PENNA | 


Holly-General, has been identified 
for many years with modern 
methods of manufacturing proc- 
esses in California. 


Rheem appoints Kirmser 
director of public relations 

The appointment of Earl] Kirm- 
ser as director of public relations 
of Rheem Manufacturing Co. is 
announced by A. Lightfoot 
Walker, president 

Mr. Walker added that 
N. Krohne continues in 
in his capacity as associate direc- 

| tor of public working 
largely with the Rheem divisions 
| and domestic plants. 

Mr. Kirmser has been in charge 
of public relations for the Camp- 
bell-Mithun Advertising Agency 
in Minneapolis since early 1956. 
Previously, he was three and a 
half years with Carl Byoir & As- 

New York public rela- 
tions firm. He also had been asso- 
ciated with the Minneapolis- 
Honeywell Regulator Co. 


James 
Chicago 


relations, 


sociates, 


_ Cities Service names 
| Butler as a director 

The election of Fred M. Butler 
as a director of Cities Service Oil 
Co. (Del.) was announced recently 
by Robert L. Kidd, president of the 
company. 

Mr. Butler is manager of the 
company’s industrial relations di- 
vision and been active in in- 
dustrial and personnel relations 
work for the company since 1930. 
He was named industrial 

| manager in 1941, 


has 


relations 


Ankeny is general sales 
manager of Maytag 
Gerald KE. Ankeny 


named general sales 


has been 
manager of 
the Maytag Co. it is announced by 
Claire G. Ely, vice-president-elect 
| in charge of marketing for the ap- 
| pliance manufacturing firm. 

Mr. Ankeny, who has been assis- 
tant manager, 
Ely, who recently was elected vice- 
president to succeed Roy A. Bradt 
upon his retirement Sept. | 


sales succeeds Mr. 


Flynn is manager of east 
| central district for Wolverine 
Richard B. Flynn has been ap- 
pointed manager of the east cen- 
| tral district for Wolverine 
Tube, division of Calumet & Hecla 


sales 








OPEN THE DOOR TO 
NEW MARKETS 





SUBURBAN NOVENT 
AND 
DYNAVENT 
GAS HEATERS 





The vented heaters 
that have no 
stack or chimney. 


These are the ONLY forced 
air circulation gas heaters 
that are fully vented, yet 
need no stack, chimney or 
flue pipe, and burn no room 
alr. 





Completely automatic, with 
built-in thermostats, these 
attractive heaters are easily 
installed in windows and 
outside walls. They take up 
no floor space, and extend 
only 814” into the room. 


It's no wonder that the 
Suburban NoVent and the 
Dynavent Heaters are open- 
ing the door to new mar- 
kets. They're ideal for 
rooms where gas heat is 
extremely desirable, but 
where venting through a 
stack or chimney is im- 
possible, impractical or too 
expensive, and where safety 
requirements do not permit 
the use of unvented heaters 
or gravity flow circulation. 


e for all gases in 35,000 
000 BTU models. Subur- 
ond Dynovent heaters 
d by the Americon — 
ding viilities and \P- 


Avoilab! 
BTU and 45/ 
bon Novent 
are approve 
Association, leo 
Gas marketers 


SUBURBAN APPLIANCE CO. 
WHIPPANY, N. J. TUCKER 7-0500 
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Inc., announces John Dumser, di 
rector of sales Mr, Flynn suc 
eeds Jack H. Smith, new manager 
of districts for the company. 

Mr. Flynn has served in various 
capacities with Wolverine since 
1939. In recent vears, he has been 
Detroit plant sales manager, field 
sales representative in Detroit and 
Dayton, and 
manager 


acting district sales 


American Meter promotes 
Welsh and Lints 


American Meter Co. has named 
Vernon C. Welsh to the position 
of sales representative for the 
Wynnewood, Pa., sales district 
and Wilbur W. Lints to the posi- 
tion of sales-service representa- 
tive with headquarters in Erie, 
Pa., according to an announce- 
ment by C. B. Dushane, Jr., 
president, sales. 

Mr. Welsh has 20 years’ experi- 
ence with American Meter at its 
Philadelphia factory and Mr. 
Lints 18 years at the Albany fac- 
tory. 

Both men recently completed a 
six months sales training course. 


vice 


Doroff and Viafora promoted 
by Bendix radio division 


Gilbert D. Doroff has been pro- 
moted to national manager, 
mobile products, and Frank R. Via- 
fora will replace Mr. Doroff as 
midwest regional manager for 
3endix 2-way mobile products. The 
announcement was made by Nor- 
man Caplan, mobile products man- 
ager for Bendix radio division of 
Bendix Aviation Corp. 

Mr. Doroff will direct national 
sales of 2-way mobile radio com- 
munication truckers, 
contractors, transit-mix operators, 
fire and police departments 

Mr. Viafora will move to Bendix 
Chicago office where he will man- 
age the sales of the same products 
in the midwestern region. 


sales 


systems for 


Dunham named eastern utility 
representative by Norge 


The appointment of Edgar A. 
Dunham, Jr., as eastern utility 
gas representative for Norge di- 
vision, Borg-Warner Corp., is an- 
nounced by Harold P. Bull, vice 
president in charge of distribu- 
tion. He will report to E. A. Nash, 
director of gas appliance sales. 

Dunham will be responsible for 
the development of Norge gas ap- 


NOVEMBER, 1957 


what any serviceman knows 





% about . 


- TRUCK 


lo replace a worn pump usually costs more in parts, labor, lost truck 


time, delayed deliveries and 
best pump 


customer good will 


than the price of the 


That’s why Smith Precision makes every effort to build the best truck pumps 
possible even if they cost a litthke more; pumps that pay for themselves many 


times over through much longer top efficiency service 


With this principle 


in mind, we constantly test and incorporate new materials and other im 
provements to give you longer trouble-free pump operation. Factory recon 
ditioned pumps carry all the latest improvements and are equal to new ones 
in every way at less than half the new pump price 


* Contact factory for further information and prices 


The right pump for your truck 
Model TC-2, shown, is 
popular size 
different speeds and capacities 
are available 


SMITH 


the most 


seven others of 














PRECISION PRODUCTS CO. 


1135 MISSION STREET, SOUTH PASADENA 


CALIFORNIA * RYar 


12293 and RY¥an 12691 





WHY 7 LOSE 4% OF B-P FUEL ? 





© 





KRUG B-P PUMPS 


eliminate this loss—assures safe transfer of 
liquid petroleem fuel — Venting tanks while 
filling costs money and is very dangerous. A 
KRUG Pump is the proven and practical 
method of transferring 8-P Gas for tractor, 
bottie and tank filling. PROFIT TWO WAYS 
—your customers need KRUG Pumps for their 
protection. You can use KRUG Pumps in your 
own operation. The World's Largest Prodac- 
ers of B-P Hand Pumps. 


KRUG PUMPS—Often Copled—Never Duplicated—Ask Your Distributor or Write: 


=D. H. KRUG COMPANY Desi. 8?-117 MADISON, SOUTH DAKOTA— 
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Model 4T 

Pow-R-Ditcher 
The Vermeer 
“Midget 
er” digs 6”-14" 
wide and is only 
6’ high, 13’ long. 


Ditch- "_ 


48” wide, Easily & 


transported on 
a pick-up truck, 
Very maneuver- 
able and ideal 
for footings, ca- 
ble, gas, water 


and sewage lines. es 


Model 524T 
Pow-R-Ditcher 


Lowest priced 
BIG ditcher on 
the market! Digs 
8”.24” wide at 
speeds of 1’-15’ 
per minute, One 
man operation, 
Id eal for cone- 
tractors, Mmunici- 
palities, utilities, 
etc, 


Model W-2 
Pow-R-Ditcher 


Smallest of the 
Pow-R-Ditchers, 
the W-2 digs 
214,"-4" wide 
and 3’ deep, For 
gas service, 
trical service and 
shallow water 
lines. 


elec - 


Write For Literature and Low 
Prices on the Complete 
Vermeer Pow-R-Ditcher Line 


Thousands of 
from coaat to 
ditcher 
name 


prices 


. 
MANUFAC 
1446 W. WASHINGTON 
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Pow-R-Ditchers 
Learn 
mean! Write 
of nearest dealer 


const 
really 


te | 


used 
low 
for 


what 


+ 


TURING CO. 


PELLA, 10WA 


| headquarters — in 
| berta and act as sales representa- 


pliance sales with utilities in New 
England, New York, New Jersey, 
and other states in the 
part of the country. 
For many years 
was associated with 


Mr. 


Servel Inc., 


in sales service and management | 


York 


positions including New 


City factory branch manager. 


Canadian Meter appoints 
two new sales representatives 


L. Raymond Sauve and Douglas 
M. Chilibeck are new sales repre- 
sentatives for Canadian Meter Co, 
Ltd., according to an announce- 
ment-by John W. Ostler, president. 

Mr. will make his head- 
quarters in Montreal. He was 
formerly associated with Canadian 
Industries Ltd., and with 
Liquide Society 

Mr. Chilibeck 


Sauve 


will make his 


Edmonton, 


tive for that area. 


| Fisher adds Ferguson 


in northeastern states 


Fisher Governor Co. has added 


Les Ferguson as a sales engineer | 
| to 


the 
with 
Conn, 
Mr. Ferguson will call on L. P. 
vas customers in the northeastern 
states. Before 


eastern district 


headquarters in 


territory, 


Co. 
spent a short 
Petroleum in 
department. 


for 16 
time 
the L. 


troleum and 


Anchor 


years, 
with 


| Horan is appointed manager 


of Janitrol Institute 

The appointment of R. F. Horan, 
as manager of the Janitrol Insti- 
tute of Dealer Management for 


the Janitrol heating and air con- | 


ditioning division, Surface Com- 
bustion announced 
H. C. Gurney, sales manager. 

In this newly created post, Mr. 
Horan will conduct schools 
throughout the country for Jani- 
trol heating and cooling dealers 


Corp., is 


on the various facets of salesman- | 
and | 


ship, business management, 
sales promotion. 

Mr. Horan is not new to the 
heating and cooling business. He 
spent 30 years as a retail sales- 
man and manager in the 
heating field before entering the 


sales 


| sales education phase of the busi- 


ness. He has been merchandising 


eastern | 


Dunham | 


L'Air | 


Al- | 


Westport, | 
joining Fisher he | 


was associated with Phillips Pe- | 


P. gas sales | 


by | 


(Advertisement) 





You'll close more 
appliance sales 
when you use 

this handy 
COMPETITIVE 

COST CALCULATOR 


T 

Now ... With this authoritative, 
jconvincing sales tool, you can prove 
to your prospects quickly, easily, 
and simply that LPG costs less 
than electricity for cooking and 
water heating. Money talks with 
most people, so dramatize the sav- 
ings with a Competitive Cost Cal- 
culator. 

Compares the average annual cost 
of operating LPG versus electrical 
appliances, using your own 
rates. 


local 


Proves to your customers’ satisfac- 
tion that it’s less expensive to cook 
and heat water with LPG than 
with electricity. 
It’s authoritative! Average annual 
usage figures for both LPG and 
electricity are taken from Techni- 
cal Bulletin 1073 prepared by the 
U. S. Department of Agriculture. 
It will last for years. Made from 
durable plastic-laminated board. 
LPG OPERATORS— 
The Competitive Cost Calculator 
builds fuel sales as it builds ap- 
pliance sales. Hundreds of LPG 
appliance salesmen are using the 
Calculator to add authority to 
their sales presentations. Be sure 
each of your salesmen has one 
with him on every call. 


$1-°0 each 
Orders of 50 to 99—-80¢ ea. 
Orders of 100 or more—70¢ ea. 
(In California 


add 4 Salea Tas 


The supply is limited, 
so order today! 


Butane-Propane News 
198 S. ALVARADO STREET 
LOS ANGELES 57, CALIF. 
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R. F. Horan L. A. Gambill 


manager of a control manufac- 
turer and director of sales educa- 
tion for a manufacturer of heat- 
ing and cooling equipment. He 
was one of the founders of the 
National Society of Sales Train 
ing Executives, an organization 
limited to the 100 outstanding 
training specialists in the United 
States. 


Gambill is sales manager for 
Charlotte Tank's LPG division 


Luther A. Gambill of Fayette 
ville, N. C., has been appointed 
sales manager of the LPG divi- 
sion of Charlotte Tank Corp., 
Glyn Thomas, general 
recently announced. Mr. Gambill 


manayer, 


has been with the company for 
four years. 

Prior to joining Charlotte Tank, 
Mr. Gambill was active in the field 
of LPG retail selling 

Also announced is the 
ment of James E. Raines 
representative. 


appoint 


as sales 


Berger joins Empire Stove 
as regional sales rep. 


The appointment of Victor | 
Beryer as regional sales represen 
tative for Empire Stove Co. in the 
Oklahoma and 
announced by Lee A 


southern Kansas 
areas is 
Brand, vice president of the com 
pany 

Mr. Berger has since 1949, been 
representing the Detroit, Mich., 
Stove Co. and when they were con 
solidated, the Welbilt Corp. in the 
same area, 


United Petroleum moves 
Koch to Illinois territory 
C. H. Koch, United 


Gas Co.’s sales representative in 


Petroleum 


Indiana, assumes the duties of 
sales representative in the Illinoi 
area replacing Wally Stange. 


Mr. Koch has worked for United 


for eight years in the sales order 
department and in marketing and 
was moved to his present position 
from the Midland, Texas, office 


William Russell Mabee 
William Russell Mabee, 48, vice 


president and assistant general 
manager of the Tappan Stove ( 
died unexpectedly at his home in 
Mansfield, September | 
a heart attack 

Mr. Mabee became affiliated with 


Stove Co 


following 


Tappan immediately) 
after high school graduation, work 
ing first in the press department, 
then in the production department 
Later he was named 
Then followed his pre 


production 
manager 
motion to assistant plant superin 
tendent, and several years ago he 
plant superintendent 
He was serving on the firm's execu 
tive committee at the time of his 


was named 


death, and also was a director of 
the firm. 

In addition, he was exe 
vice president of the O’Keefe-Me: 
ritt Stove Co of Los Angeles, 
Calif., a director of the Certified 
Gas Equipment Co., and a dire 
Gurney Product Ltd., 
Toronto, Canada 


utive 


tor ot 
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if they want 
a 24-INCH OVEN, 
sell them 
Enterprise 
“Miss 1630” 


with pull-out broiler 


MISS NO SALES WITH 4 
(Ae De Luxe “TWINS”! 


\ 








= 


Look-in (sweatproof) oven © Lightinoven ® Hi-Lo valves base °¢ 
* Electric clock with 4-hour timer © Appliance outlet © Cooktop 
light @ De Luxe trim on backguard ® One-piece frame and 


Ask your Phillips & Buttorff salesman about our dealer's advertising allowance. He's more Enterprise-ing, too! 


Like we said before ... it takes EntexzpruAe. 
PHILLIPS & BUTTORFF CORPORATION 


Nashville, Tennessee 


et 


\ with swing-out broiler 


These Enterprise De Luxe TWINS" require only 30” of space and are 
so popular for today's homes. This is one of many Enterprise gas ranges 
that offer you a choice of large or standard ovens 
“*TWINS" have other Enterprise-ing features to help you MISS NO SALES 


Tank-type oven ¢@ 
Titanium acid-resistant finish © Completely enamelled inside 


Enamelled, rustproof grates © Universal orifices © AGA-approved 


if they want 
a 16-INCH OVEN, 
sell them 
Enterprise 
“Miss 1930” 


The De Luxe 


Heavy Fiberglas insulation 





in its 99th year 
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"G J-BOSS” STYLE X-34 


GROUND JOINT FEMALE COUPLINGS 


Unequalled in strength, durability and safety! That’s why more and 
more “GJ-Boss” Couplings are being used on hose handling L-P Gas 


... at bulk plants . . . and other installations. 


. on carloading rigs. . 
All parts are steel or malleable iron, thoroughly rustproofed. Fur- 
nished with super-strong “Boss” Offset and Interlocking Clamps. 
Ground-joint union between stem and spud forms leakproof, trouble- 
free seal. Sizes 14” to 6”, inclusive. Also available in washer type, 
and with companion “Boss” Male Couplings. Stocked by Manufac- 
turers and Distributors of Industrial Rubber Products. 


DIXON WK ¢Gy, 


GENERAL OFFICES & FACTORY. PHILADELPHIA 


ELES « HOUSTON - 


22, PA. BRANCHES 


DIXON VALVE & COUPLING CO 


Av AN " Age (Pe pat 


POULTRYMEN CHOOSE SILENT SIOUX 
; QUALITY GAS BROODERS 


Champion,’ the first gas brooder field tested and 
accepted for both cold and warm room brooding. The 
brooder that selis itself! Features a fully enclosed remov 
able burner, New Dustmaster Target Pilot, 100% Safety 
Shut-Off, Modulating thermostat control and 
adjustable legs. Circulating and Radiant heat 
under canopy eliminates moisture problems. 












CHAMPION" 


STANDBY OF THE POULTRY INDUSTRY 
FOR 35 YEARS 


Three dependable models are offered in the 
Broodmaster'’ series, both Vented and Nen- 
Vented, from 21,000 to 30,000 BTU input. These 
brooders have all the features that experienced 
poultrymen demand. 100% Safety Shut-Off stand- 
ard on all models. Proven the best gas brooders 


SILENT SIOUX CORPORATION 


Dept. BP117 ° ORANGE CITY, IOWA 
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Sales Talks 

Continued from page 46 

his roast rare, the children prefer 
it medium, you want yours well 
done, and you will not be there 
to supervise the oven. You 
have it exactly as you like it by 
absent treatment. You just insert 
the thermometer into the center 
of the roast and set the dial for 
‘rare.’ That shuts off the burner 
when the meat is cooked just right. 


can 


Then you set the automatic time- 
clock to turn the oven on at the 
proper hour to allow all the cook- 
ing time that will be needed. You 
the oven thermostat for the 
proper cooking temperature, and 
then you change your dress and 
go to the party. The automatic 
controls take over the job of pre- 
paring your roast, and when din- 
ner time comes all you have to do 
is put it on the table. You haven't 


set 


had to slave over a hot stove 

you have had your afternoon’s 
fun—you have a perfect roast 
for your family. Have you ever 
seen anything that would make 


life more perfect?” 

There it is, with the transition 
properly established, the problem 
outlined and answered, the points 
summarized, and Mrs. 
agreeing that it is all pretty won- 
derful. The way you told it, she 
was in the picture all the time. 
A modern CF range is not a col- 
lection of features hung in a 
chassis. It is a better way of life. 
And every appliance that you 
have for sale is a contribution to 
better living. 

The desire for this condition 
called “better living” is a built-in 
feature in every prospect. Your 
job is to satisfy that desire by 
selling the appropriate appliances 
and thereby increasing your com- 
pany’s gas load. To sell your ap- 


Jones 


pliances you must create the de- 
sire to have those in preference to 
something else. When 
that point you must help the pros- 
Where do 

we go from here? Next month we 
will go into the various elements 
of the closing including answer- 
ing of objections, finding out if 
the prospect is ready to make the 
decision, arranging the terms and 
delivery procedure, and getting 
the signature on the order. ® 
Please return to page 47 


you reach 


pect to decide to buy. 
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CALENDAR 


Coming events 
in the Industry 


October 29 
Annua Meeting 
Boston, Mass. 


November |-2—Eleventh National Home 
Laundry Conference—Mayflower Ho 
te Wash ngton dD. C 


November 4—Minnesota Petroleur 
4 
bhntal ka 


November 10-11 
Deale A 


November 12-13—Penr 


A 


November 22—Natural Gasoline Asso 
ciation of America, Panhandle Plains 
Regional Meeting Herring Hotel 
Amaril 1@xas 


January 31—Natural Gasoline Associ 
atior f Amer 1, Oklahoma Regiona 
Meeting Skirvin Hotel Oklahoma 
City Okla. 


February 17-19—-Northeast LPGA Dis 
trict Convention and Trade Show 
raton Park Hotel, Washingt 


( 


February 28—Natural Gasoline Assoc 
stor f America Permian Basin Re 
Meeting ncoln Hote 


Ode 


March 9-11 jiana LPGA Trade Show 
nd vent C 1ypool Hotel, In 


March 28-29 


A 


April 16-18 


A 


All associations are invited to send in 
dates of their forthcoming meetings for 


this calendar. 


NOVEMBER, 1957 


j Leoking for 


the 


BEST 


in STYLE 
and HEAT? 


“Continental 
Console 


Styling’ 


9 Vent 





ed He ster 


15,000 to 85,000 BTU 


25 Unvented Heater 


10,000 to 
Sen { for n 
showing com} 
Line and « 


50,000 BT 
ew catalog 
lete Martin 


Jealer a | 


vsoo 


A new concept in 
heater styling gy Oe 
 (uetiiliins 


A.G.A, APPROVED cae nearens 
WwW 


MARTIN STAMPING & STOVE CO., suns, A 





for leakproof, 





pressure-tight 





connections 


SEALING 
COMPOUNDS 


Heat and vibration- 
proof, non solvent, 
will not shrink, crack 
or crumble. Makes all 
assemblies leak-proof 
and pressure-tight 
Prevents rust, cor 
rosion, joint seizure 


Wor 


The 


At Industrial, Auto 
Hardware, Plumbin 


super-penetrating 
Me 


LOOSENS 


rusted bolts, nuts, 
screws, ‘trozen’ parts 
Liquid Wrench 

fast yet is absolutely 
afe for all metals and 
alloys 


motive, 


Jobbers 


Parracoil 


LP-GAS 


VAPORIZERS 


Specified by 
Consulting Engineers 
throughout industry. 
Units are applicable 
to ammonia 
vaporization as well. 


Write for Bulletin 130 


DAVIS Makes It Better! 
ENGINEERING 
CORPORATION 


30 Rockefeller Plaza, New York 20, N.Y 
Circle 6-5650 

1064 East Grand St., Elizabeth 4, N.J 
Elizabeth 26780 














CLASSIFIED Advertising 


All Classified Advertising payable with order 
Copy must reach publisher's office prior to 
the Ist of the month preceding publication 
Address Classified Advertising aterial, 
BUTANE-PROPANE News, 198 8S. Alvarado 
Street, Los Angeles 57, Calif 





DISPLAY CLASSIFIED 


$12.00 a column inch per issue. Choice of 18, 
14, 12, 10 pt. display type for headings. Set 
with 1 pt. border, Maximum ad size 3’. No 
cuts permitted. Publisher will set ad for 
maximum effect in space purchased. 











UNDISPLAYED CLASSIFIED 15¢ a word 
Set in 6 pt. type without border. $3.00 minimum 
charge per insertion. If Blind Box number care 
of B-P News is used, count as five words. 


POSITION WANTED. Undisplayed rate is 
one half of above rate, payable in advance. 


DISCOUNT OF 10% if full payment is made 
in advance for four consecutive insertions of 
undisplayed ads. 





SITUATIONS WANTED 


FIELD NGINEER, CARBURETION AND 
industrial applications, desires position with pro 
gressive marketer of L-P Gas Familiar with 
internal combustion engines and able to make 
ipervise fleet conversions Hiave nice per 
mality and am able to meet public Position 
must offer opportunity for use of initiative and 
also future advancement Presently employed in 


the Southeast with medium distributor, prefer 
to relocate anywhere on the West Coast of U. § 
Reply to Box 59, BUTANE-PROPANE News, 
19 0, Alvarado St Los Angeles 57, Calif 


HELP WANTED 


PLATED A MANAGER REQUIRED FOR 
c I P. Gas operation in rapidly growing 
I ust Cos t area, Permanent position with out 
tanding company Must be thoroughly experi 
enced in all phases of plant operation, bulk and 
linder deliveries A proven record of suc 
ful managerial experience is a_ basic 
quirement bk. xcellent working conditions All 
mipany benefits including pension plan. Salary 
pen depending on experience ind = personal 
jualifications Please give complete informa 
tion in first letter Replies will be held in 
trictest confidence. Write: C. Wesley Roberts, 
Vice President and General Manager, Natural 
(,a8s Company of Florida, ?. O. Box 2191, Or 


undo, Florida 


EXPERIENCED MAN IN ALL PHASES OF 
I P. Gas Bulk-Bottled operation including ad 
ertising and iles. Good pre nality and will 


ng to work most essentia Vicinity Chicago, 

Hil Give references, age, education, experience 
nd salary desired AS first letter Reply Box 63 
BUTANE-PROPANE News, 198 5 Alvarade 
t La Angele 7, Calif 





MANUFACTURERS REPRESENTATIVE 


Wanted for several good territories in the 
United States. Liberal commissions. Chinook 
Wind Portable Heaters and Torches 
Write 
International Manufacturing Co. 
675 Rio Grande, Littleton, Colorado 











EMPLOYMENT SERVICE 


OIL INDUSTRY EMPLOYMENT SERVICI 

405 Tuloma Building, Tulsa, Okla., phone Gl 
974, Tom Robinson, Owner } ‘ 
pyees write u 


BUSINESS OPPORTUNITIES OFFERED 


LPG BULK PLANTS. WE SPECIALIZE in 
selling petroleum properties throughout Midwest 
Have number desirable plants for sale. OLF 
BRODD, PETROLEUM MARKETERS, 605 
Produce Bank Bidg., Minneapolis, Minnesota 


LPG BULK STORAGE, BOTTLE GAS AND 


ippliance store, Colorado location in irrigation 
listrict. No natural gas, Busine on increase 
Reply Box § BUTANE-PROPANI News, 
198 So. Alvarado St., I Angeles , Calif 


L. P. GAS AND APPLIANCE CO. Central Il 
linois. Two locations. 1956 gr 1 million gal 
lon. $65,000 down payment, Terms 
Established 9 years. Owner retiring. Reply Box 
¢, BUTANE-PROPANE News, 198 So. Al 
varado St., Los Angeles 57, Calif 


on balance 


122 


BUSINESS OPP. OFFERED (Cont'd) 


GAS CO. w/APPLIANCE Sales, N. W. Ga 
Renew, Ise for low rent on A-l cor. Nets 
30,000 Retiring. Details of exclus. rts on 
eq. Ref, B9150 


BUTANE GAS & APPL-SALES & DISTR. 

FE. Central La., Price $25,000 incl R. E. & 

Del. trucks & franchise. Gross Sales $262,000 
Gr. oppty. Ref. B-9282 


PROPANE GAS DISTRIB. S. Cen. Colo 
1000 active accts: 1 Million vals sold '56! Low 
e RR prop w/A-1 eqpt. Storage tanks for 
49,000 gals, Firm est 1939 w/top reputa. Av 
mpet. w/no price cut Details on req. Ref 
4459 


BUSINESS MART OF AMERICA, 5723 Mel- 
rose Ave., Le ngele 8, Calif 


FOR SALE--3 USED 30,000 W G PLANTS 
ywated N. FE, Nebraska with Tank Car and 
Pruck Risers, Corken Compressor Complete 
ping. Flint stress relieved 1954 Vessels with 
M inway, ladders, platforms. 2502 WP. Previ 
Ammonia Service Purged and available 
mmediately $10,750.00. Tank only $9,500.00 
Contact Midwest Service, Tekamah, Nebr 


FOR SALE: UTILITY AND INDIVIDUAL 
L.P.G. Tank Business; appliances, sales and 
ervice, located in Eastern New Mexico. Priced 
right. Approximately 900 customers. Reply _ 
61, BUTANE-PROPANE New 198 So 
varado St., Los Angeles 57, Calif 


FOR SALE — TRUCKS - TRAILERS 


FOR SALE—TRUCKS, TRAILERS—FOR 
something different in propane tanks, see Mas 
ter Tank & Welding (Dallas) advertisement in 
this edition. 


FOR SALE: $2500.00 KFACH, VERY CLEAN 


+) International RP195 propane tractors 
Write or wire Berman Sales Co., 925 N. God- 
fre st., Allentown, Pa., Hemlock 3.5266 
USED PROPANE DELIVERY TRUCKS, 


1200 GALLONS W.C. Presently in use and 
being replaced with larger units. United Pe 
troleum Gas Co., 4820 Excelsior Blvd., Minne 
ipolis 16, Minnesota. 


USED TRANSPORTS FOR SALE: SEV- 
ERAL Twin-Barrel, 250% Propane Transports, 
late model Columbian, single and tandem axle, 
omplete with tractors. Priced right and in ex 
cellent condition Ready to go. Write Dixie 
(Gas, Ine., Marks, Mississippi 


FOR SALE: USED PROPANE DELIVERY 
trucks, 1181 water gallon, presently in use and 
eing replaced with larger units Also twir 
1000 water gallon propane truck and 1-1200 
water gallon used propane truck tank, United 
Propane Company, Box 521, Decatur, Illinois 


FOR SALE—TRUCKS - = TRAILERS - Cont. 








HAUL MUCH MORE GAS! LOAD AND 
UNLOAD FASTER! Users say, ‘Nor-Tex 
Units are the best answers to today’s need for 
profitable delivery units.” You can save as 
much as 1000 lbs. with 202B_ material, alumi- 
num skirts and cabinets. High-flow piping 
with INCREASED capacity pump, meter, hose 
reel and hose now boosts deliveries to 50 GPM 
Vapor manifold permits easy simultaneous load- 
ing and enteatins of twin tanks with either 
compressor or liquid pump. These pular, 
carefully engineered and sleek designed Nor-Tex 
Single and Twin units are produced in ‘four at 
tractive models: The “Standard’—‘‘The Cus- 
tom”’—‘The Payroll Special” and the “De 
Luxe.” That's not all! Twin units, up to 2000 
WG, are mounted on 84” cab to axle. Start 
hauling more gas and less steel. Do it profita- 
bly and in much less time. Phone, wire or 
write for prices now. NORTH TEXAS TANK 
Co., Denton, Texas. Phone Central 5416 


PROPANE DELIVERY UNIT. BRAND 
NEW—1800 WG twin Model 200 (rear cabi 
net), mounted on 1957 Chev., 2 ton, 2 speed, 
9x22% 10 ply rear tires, ONLY $4,608.00 Tax 
Paid, Plumbin meter, hose, etc., extra. We 
trade. White Kiver Distributors, Phone 570, 
Batesville, Arkansas. 








TRANSPORTS: SINGLE OR TWIN 
barrel; new or used; for lease, or sale on 
budget or rental sale plan. If you want 
maximum payload, with all of the latest 
equipment engineered to fit your truck, 
roads, and your hauling problem, get the 
LMC PAYLOADER 
Contact Lubbock Machine & Supply Co., 
Inc., Drawer 1589, Lubbock, Texas. 








DELIVERY UNITS: SINGLE OR 
Twin Barrel. Our prices are competitive. 
We invite comparison between the equip- 
ment and price on our units with any com- 
petitive units, We believe we can give you 
the highest payloads per pound of gross 
vehicle weight. Write, wire, or phone, 
Lubbock Machine & Supply Co., Inc. 
Drawer 1589, Lubbock, Texas. 








TRINITY BULK TRUCK UNITS 


In Stock Immediate delivery Twin 
1400 through 2450 WG your chassis 
or ours 
Get ready for the winter rush and call, write or 
wire: RED DOWNING 

TRINITY STEEL CO., INC., 
DALLAS, TEXAS PHONE FL 7-396! 








FOR IMMEDIATE DELIVERY 
Propane Transports. Good condition throughout 
Terms 25% down, bal. 12 months. No interest. All 
twin tanks. Located New York area 
| Tandem 6044 W.C 


| Tandem 6015 W.C. 36’ 6"— 4500.00 
| ransom 6150 Y iz 37°7"— 5000.00 
| Tand 5200 W 39 3"— 5000.00 
3 Single Axle a200 w.c SY 6’— 4000.00 Ea 


NATIONAL PROPANE CORP. 
Box 14, New Hyde Park, N. Y 
Fieldstone 3-7100 








FOR SALE 


Used 6000 W G Twin Barrel U W 1950 
250# Fruehauf Transports $4,750.00; also 
new 7800 W G Drop Neck 250# Yucca 
$10,950.00 and used 7000 W G Fruehauf 
Blimp 2507 Transports $6,750.00. Deliv- 
ery to most northern cities $200.00 addi- 
tional. 


Write for pictures and details 


IRVIN F. NELIS ASSOCIATES 


4800 Navigation Bivd., Houston 23, Texas 
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FOR SALE—TANKS - CYLINDERS 





NOW—IMMEDIATE DELIVERY 


250% WP Propane Storage Tanks, 1000 
thru 3380 Gallon 46” diameter, 2180 thru 
788C gallon 60” diameter, 9050 thru 16,800 
gallon 84” diameter. Phone, write, wire, 
blueprints furnished. 

Red Downing, Trinity Steel Company 
Dallas, Texas Phone FL 7-3961. 








SKID TANKS 
— IN STOCK NOW — 
3000 gallon size built especially rugged for 
oil field use. Write, wire or phone 


Lubbock Machine & Supply Co., Inc. 
P. O. Drawer 1589 
Lubbock, Texas 








PROPANE 
TRUCK TANKS 


Model 100, trim skirted 


1500 WG $1,630.00 Tax Pd. 
1800 WG $1,843,00 Tax Pd. 
Plus Packaged Plumbing, meter, hose, 
etc. 3 other Models, 1300 to 2300 


WG. Fleet prices on New Truck 
Chassis. 


ABOVEGROUND PROPANE SYSTEMS 
115 to 1000 gal. 


USED DELIVERY TRUCKS—WE TRADE 
LONG TERM FINANCING 


WHITE RIVER DISTRIBUTORS 


Phone 570 — Batesville, Ark. 











FOR SALE—MISCELLANEOUS 


DIXIE SEMI-LOCK HOODS. ALUMINUM 
and Aluminum coated steel. Wal! bracket or 
free standing. GUARANTEED mechanically 
for life. $3.00 up. Dixie Manufacturing Com 
pany, Elizabethtown, Kentucky. Box 65. Phone 
Collect RO-5-9229 





SERVEL GAS REFRIGERATORS 


BN600A W600A S600A 


Used: Guaranteed in good operating order 
Low delivery cost any- 


where. Send for illustrated folder NOW 


Excellent condition 


BEACH REFRIGERATOR CO. 
196-11 Northern Bivd Fiushing 58, N. Y 


Phone Flushing 7-616! 





FOR SALE—MISC.—Cont. 


DECALS MADE FOR TRUCKS, EQUIP 
ment. Small or large quantities. Catalog free 
Mathews Co., 827 S. Harvey, Oak Park, Ill. 


FOR SALE—IMMEDIATE DELIVERY 
Eureka Smokehouse Burner Assemblies! For 
meat smoke houses using bottled gas. Completely 
automatic. Clean filtered smoke. Distributes 
heat uniformly. Low gas consumption. Auto 
matic temperature and pilot control. Less pro 
duct shrinkage. Easily installed. Write for de 
scriptive pamphlet. Eureka Equipment Company 
P.O. Box 396, Beloit, Wisconsin 





FOR SALE 


USED APARTMENT SIZE 
WELBILT GAS RANGES 


20” — all white porcelain — in 
wholesale quantities — $12.00 


FOB Brooklyn. 
Send for photos. 


AJAX FURNITURE OUTLET INC. 


9602 Ditmas Ave., Brooklyn 36, N. Y. 
HY-acinth 48-6121 











WANTED—MISCELLANEOUS 


BUTANE STORAGE TANKS 
000 to 30,000 gallon, W ( De 
pletely as to openings, diameter and 
o light weight—9,000 to 10,000 gal 

tandem transport. Reply Box 62, BUTANE 
PROPANE News, 198 So. Alvarado St., Los 
\r es , Calif 


WANTED 


EDUCATIONAL SERVICES 





The L. P. Gas Industry is grow- 
ing—are you prepared to grow 
with it? ... 


Important jobs must be filled NOW 
in: 
® Research & Development 
® Sales @ Distribution 
® Supervision and Manage- 
ment 


yY f 


GAS FUEL TECHNOLOGY 
a nths course sponsored by the Lf 


>A 
For information write Mr. Karle A. ¢ 


SOUTHERN TECHNICAL INSTITUTE 
Chamblee, Georgia 
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BUSINESS RECORDS 


BUSINESS RECORD FORMS. ALL 
WEATHER EZE-SNAP delivery invoices, for 
use when making LP gas metered truck de 
liveries. 1000 sets (3 part) imprinted with name, 
addres and telephone. $17.50 per 1000 sets 
DEGREE DAY SYSTEMS, WOODSIDE 77 
Ln Boo ; 


PROFESSIONAL SERVICES 


CLIENTS OFTEN INCREASE PROFITS 
2% or more by using my cost reducing bulk and 
bottle operating procedures and sales procedures. 
Property evaluations and special assignments also 
handled. Floyd F. Campbell, Management Coun 
selor, 821 Crofton Ave., Webster Grove 19, Mo 





LP GAS INSTALLATIONS and 
ANHYDROUS AMMONIA PLANTS 


DESIGNED AND INSTALLED 
“There's No Substitute For Experience” 


PEACOCK CORPORATION 
Paul E. Peacock, Jr., Pres. 
Box 268, Westfield, N. J 








INDIVIDUALLY DESIGNED 
Ammonia and LP Gas Plants 


H. Emerson Thomas 
& Assoc., Inc. 
Westfield, N. J. 








L. P. GAS 
INSURANCE 


Have your agent write us about our Com- 
plete and Comprehensive Coverage for Ade 
quate Limits of Liability at Reasonable and 
Normal Rates with Specialized Safety En- 
gineering and Claim Service. Available only 
in Alabama, Arkansas, Arizona, Georgia, 
Kansas, Louisiana, Mississippi, New Mexico, 
Oklahoma and Texas. 

PAN AMERICAN FIRE & 

CASUALTY COMPANY 

Earl W. Gammage, President 


P. O. Box 1662 Houston, Texas 








The KNOW-HOW 
BOOK for LPG 


* Dealers + Salesmen + Servicemen 


The Bottled Gas Manual has been ac 
epted by many companies as the quick 
est way to acquaint new sales and ser 
ce men with ’ i ‘ prob 
ems This 35 r) text 
working facts 


» your entire staff in non-tecl al lar 


book brings 


wuage Nearly 10,000 copies in 


$4.00 per copy 


We pay postage on orders accompanied by cheek 
w money order in California add # for 
sales tax 


Butane-Propane News 


198 S. Alvarado St., Los Angeles 
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“These advertisers carry additional information on their 


products in the 1957 Butane-Propane Catalog. 
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in this... and every season... Anchor gives thanks 


We give thanks for prosperous and _ prod- And we give thanks for the many who say 
uctive years in a progressive industry “Thanks” to ANCHOR 


For our friends who are our customers ; ms ; ere 
? Call Tulsa, CHerry 2-7261 for any present 


For the privilege of providing the finest 
Or pro pective need 


service possible 


We give thanks to our competition for spur 
ring us to even greater efforts in making 
ANCHOR Service, with its fast, prompt, 
nation-wide deliveries, First in the Industry 


ANCHOR PETROLEUM CO. ¢ TULSA 
We promise to show our gratitude with con- , - 


tinued personal concern for your every Hate , bask. Oe 
problem regarding your needs for L.P.G 





Where several consumers are supplied from one storage 
point, gas regulation and metering are necessary 

The Sprague Combination Meter and Regulator takes 
care of both functions — and all in one compact unit 


When installed with Sprague Meter Loops, only half 
the space of conventional meter and regulator sets is 
needed and real savings are possible, as just five 
items, and requiring only four pipe threads, are neces- 
sary in this economical, efficient, double-purpose unit 


METER COMPANY e BRIDGEPORT 4, CONN. 
DAVENPORT, IOWA © HOUSTON 3, TEXAS + LOS ANGELES 23, CALIF. * SAN FRANCISCO 11, CALIF 





